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i seelions Sterling enhances the ‘‘atmosphere”’ of 


the better jewelry stores which distribute it—an 
atmosphere of impeccable taste, exclusiveness and 
superiority. Whether it is a complete dinner serv- 
ice—or a small decorative unit, or a bit of personal 


adornment—Sterling by Gorham is Sterling of su- 








perior craftsmanship. ‘Ts superiority is the re- 
sult of generations of research and lifelong devotion 
by Gorham craftsmen to their craft. For these 
craftsmen have hand-carved in Sterling Silver, hand- 


etched, hand-engine turned and hand-hammered— 


to create and maintain a standard of excellence 














January 9, 1930 THE JEWELERS’ CIRCULAR 3 

















© STERLING 
CRAFTSMANSHIP 


without peer. During 1930 the Gorham Company 
will advertise masterpieces of these craftsmen in the 
following class publications: House Beautiful, Vanity 
Fair, Harpers Bazar, House & Garden, Good House- 
keeping, Vogue, American Hebrew, and American 


Home. I his advertising will bring before Sterling 













buyers the flawless loveliness, exclusive pattern and 
delicacy of workmanship which distinguishes all 
Gorham Sterling. Te readers of these class pub- 
lications naturally will seek out the Gorham jeweler 
in their community. Be prepared to fill their wants. 


Have stocks of Gorham Sterling on hand. 
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Smartly styled in the mode 

of today, the diamond watch 

illustrated is distinctive in 
every detail 


Illustrated is an exclusive 

Omega creation styled to 

please the discriminating 
man of today 
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OMEGA IN 1930 


eae continental stylists have for years 
set the trend of watch styles with Omega. 
The master workmen of Omega have added in- 
comparable quality. 


With the coming of the New Year, Omega again 
dominates the style world of watches. The smart- 
est Parisian creations—new—distinctive—beauti- 
ful—feature the 1930 Omega. 


Standard timepiece of 87 countries—official watch 
of Europe’s great railroads—winner of hundreds 
of leading observatory awards, Omega is surely— 


“The Watchword of Perfect Time and Taste.” 
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MERCHANDISING 


IDEA 


AAV/NV 













Arvin salesmen, from coast to coast, are now 
presenting an entirely new 1930 merchandising plan 
destined to increase dealer re-sales and profits on 
Sterling Silverware by Alvin. 

No longer must you depend on “pattern” alone to 
please each customer’s whim. When the Alvin sales- 
man calls, get the whole story . . . learn about this 
new sales-building idea. It gives each customer def- 
inite personal reasons for choosing Sterling Silver- 
ware from your stock. 

See the Alvin salesman’s display ... here’s a 


Prosperous New Year for all Alvin dealers. 








ANMVIN CONN!" Sibyersmiths 


STERLING and the finest quality of SILVERPLATE 
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Your Line Is Fine... But 
How About the Finish? 


DOES IT EQUAL YOUR COMPETITOR’S? 


7 have put into your product all the knowledge the long years 
have brought you. Your designers are skilled men with the artist’s 
sense of values. Your material is all that it should be and your artisans 
the best you can find. Yet, you have seen other lines, maybe not quite so 
exquisitely made as yours, still looking a little more attractive for all 
that. 


The finish. There’s the difference! The best appearing jewelry is the 
most easily sold, for beauty of appearance is what first attracts the eye. 
Jewelry is made for adornment and loveliness is its reason for being. 
Worth it must have, of course, but the more beautiful it appears the 


greater will be its appeal. 


We have perfected new processes that will give your product the much- 
to-be-desired lustre. They will enable you proudly to say, and feel 
quite safe in saying: ‘Our line cannot be surpassed in material, in work- 


manship nor in finish.” 


If right now there is something that eludes you, after all the thought, all 
the time, all the care and all the conscientious effort you have expended, 


maybe we have the key that will open the door to you. 


Let us go into the matter together. We shall be happy to explain every- 


thing to you. Just tell us you are interested. 


BAKER & CO., INC. 


54 Austin St., Newark, N. J. 


30 Church St. 760 Market St. 55 E. Washington St. 
New York San Francisco Chicago 
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Fasturn Silver 
offers YOU the economies 
which popularity has produced 





Fasturn Silver—a newname  omies... Those economies are passed on to 


fora group of Benedict Pieces—represents a you and your customers. 


new opportunity for increased profits on cer- in no respect does Fasturn Silver differ in 
tain staple silver plate items ' quality from regular Benedict 

These items are popular. S| lver Plate. The unusually attrac- 
They sell consistently. They by tive prices are purely the re- 
iia made in large quantities sult of increased production. 
Such production effects im- B x N " L) | a Popularity has created them 
portant manufacturing econ- BENEDICT MANUFACTURING CO for you. 


Dept., K East Syracuse, N.Y 


New York Sales Office and Sample Display 
3066 Fifth Avenue, near 34th Street 


Canadian Factory: Trenton, Ont 
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Leaders in Silver and Pewter 


These quality leaders will help you to keep trade active profitably, 
for you need no markdowns to attract trade in these strong Middle- 
town values. Any article with which the name ‘“Middletown ”’ is 
associated carries its own guarantee of quality, service and every 


other reason for satisfaction to the customer. Many new popular- 





priced items are ready for your Spring Sales. Though you may 
| No. 112 
have no silverware department, you will find it profitable to take Pewter Syrtip Piichet 
advantage of the never-ceasing demand for Silver Plate and the 


growing popularity of Pewter. 


Details, Illustrations and Prices on Request. 


Some of the Attractive 
Items in Silver 





Bread Trays Casseroles No. 116 
Roll Trays Pie Plates Pewter Porringer 
Luncheon Trays Platters 
Cracker and Water Pitchers 
Cheese Gravy Boats 
Mayonnaise Vegetable 
Bowls Dishes 


Silver Cracker and Cheese Dish No. 3522 


Pewter a Popular 


Item With All 


Coffee Pots 

Sugar and Cream Sets 
Trays 

Syrups and Plates 
Water Pitchers 

Bowls 

Porringers 
Candlesticks 

Ice Tubs 

Goblets No. 112 


Silver Sandwich Tray Compotes 
Bon Bon Dishes 





Pewter Water Pitcher 


MIDDLETOWN SILVER CO. of Middletown, Conn., U. S. A. 
World’s Largest Producers of Pyrex-Lined Silverware 


New York Office: Los Angeles, Calif. 
366 Fifth Ave. c/o Roy Livermore Co., 643 So. Olive St. 
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ou Owe It 
To Yourself 


T O be fair to yourself you should 


see the Bristol line of Wedding 





Rings. It is the product of many 
years of careful work and attention to 
detail. The style range is wide, the 
prices moderate and the workmanship 
of the finest. There is a style to suit 


every taste and purse. It is no idle boast 





when we say that hundreds of satisfied 








‘ : : : Diamond-Paved 
dealers are selling Bristol Rings, which 
, Nila Rings 
fact attests to their popularity. Order Our diamond wedding 
° A ring line offers a choice 
a selection On Memo and convince oll ‘shale. cat wale ania? 
° ° ° desired number of dia- 
yourself of their superiority. benrie y 
“CONTENTMENT” 
WEDDING RINGS Refinement and 
The “CONTENTMENT” Price Combined 


Wedding Rings are made 
in three appealing patterns 
—rounded — tapered and 
domed—and _ channeled 
diamond-paved. Every 
ring is seamless, hand- 
earved, chased and_ en- 
graved. These rings are 
supplied in three widths 
with beautifully embossed 
tags bearing retail selling 

















prices. 

SOLD THRU Supplied in 18K SO Se art 
White Gold and EL EnS Se, Be 

WHOLESAL F fh % Patent ituaes 





from 3% to 12. 


ONLY 


BRISTOL SEAMLESS RING CO. 


Main Office and Factory - - - 123 Liberty Street - - - New York 


New York Represen‘ative: Mid-West Representative: Traveling Representative: Pacific Coast Representative: 
i H R. Holzner Alfred H. Bullion Co., Inc. 
O11 Maiden’! ane 31 N. State St. Eastern States 717 Market St. — 
New York City Chicago, Ill. S. C. Steinmann San Francisco, Calif. 
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The richness 
and variety of color in 
p | * A R D Sterling 
Silver Enameled 
Boudoir Sets add to 
the charm and dignity of 
Miladys Boudoir 


ry 


Made Exclusively 
by 
VicTOR A. PICARD 
& Co., Inc. 


7 West Forty-fifth Street 
New York 
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JUERGENS & Seca A oy 2 FOR NEARLY A CENTURY 
ANDERSEN CGO. Nw MAKERS OF FINE 


CHICAGO DIAMOND JEWELRY 
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Diamond Mounted Rings 
Jad Utatelttoome:tile eto) @MAd Celiteleterse 
Diamond Mounted Wedding Rings 


Men’s Rings—Stone Set and Signets 


Semi-Precious Stone and Novelty Rings 


UNTERMEYER ROBBINS«CO 


20 WEST 471TH STREET 
Pa ae (0) P14 
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UNLIKE ANY OTHER BAGUETTE 
a om 
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By 
U. S- PAT. PENDG. 


— 
These extensions. an exclusive patented FREY development, 


make it possible to build a reliable Baguette movement, without 


paying for attractive narrow lines with weakened parts. 
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ia tere eR LOAN D : with Standard full strenght parts. 
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1591 1592 1593 1595 1596 1597 


These ROUND STONE BLANKS with BEVELED TOPS and ODD SHAPED STONE BLANKS are examples of some of the practical 
findings to be fcund in our new catalog. This booklet also illustrates a complete line of Wedding Ring Blanks. ASK FOR CATALOG 
A-31. 





THE AMERICAN PLATINUM WORKS., N. J. R. R. AVE. AT OLIVER ST., NEWARK, N. J. 








ESTABLISHED 1870 
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JOHN W. BLOCK 


Manufacturing Jeweler 


22 WEST 48rH STREET 
NEW YORK 


yy 


Ny 


Ama 


yw 


W 


VY 


Fancy Cut Diamond Jewelry 
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This Beauty 


is one of our best selling designs in Necklaces. 


Our Pendant and Necklace designs are famed 
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among leading Jewelers for beauty and 
workmanship. 
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FROUN & Co. 


Camp & Orchard Sts. { 
NEWARK, N.d. 2. 
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ZENITH 
GOES MODERN— 





BUT only on the face of it. 
The movement remains true to 
Zenith standards of accuracy 
and workmanship — precise, 


dependable, efficient. 


Our new line of modern eight-day 
clocks is extremely smart and sala- 
ble. A complete assortment is 
now available and our represen- 
tatives are about to introduce this 


splendid collection to you. 


ZENITH WATCH CoO.. 
Sole Agents in the United States 
64 WEST 481rn STREET 


Pocket and Wrist Watches and Clocks 


LOCK 


INC. 


NEW YORE 
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LEWY &iCO. 


FORMERLY AT 321 FIFTH AVE., N. Y. C. 
announce the opening 
of 
new and modern offices 


at 


329 FIFTH AVENUE 
NEW YORK CITY 


and extend a cordial invitation 
to 
The Jewelry Trade 
to inspect their latest lines 
of specialties in 
Amber, Amazonite, Amethyst, Carnelian, 
Chrysoprase, Crystal, Chalcedony, Jet, 
Lapis, etc.—Earrings, Bracelets and Cos- 


tume Jewelry to harmonize. 


v 


a 











Do you buy, sell or use gems 
and gem materials? 


This new book should be in the hands of everyone who 
has an interest in gems and gem materials. 

It describes practically every important gem and gem 
material, classifies the materials according to various prop- 
erties, includes tables of comparative gem material charac 
teristics and gives the latest available information on manv- 
factured stones. 


Kraus and Holden’s 


Gems and Gem Materials 


By Epwarp Henry Kraus, Professor of Crystallography and 
7 Mende on and Director of the Mineralogical boratory, 
University of Michigan, and Epwarp F. Hoxrpsn, Late 
Instructor in Mineralogy, University of Michigan. 
222 pages, 6x9, 256 illustrations, $3.00. 
Postage Additional. 

The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems 
such as crystal forms, physical, optical and chemical prop- 
erties, formation, occurrence, cutting, polishing and naming 
of gems. 

The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con- 
veniently classified, handy for ready reference. 


Six Features of the New Gem Book 


1. Valuable statistics on production and occurrence. 

2. Full discussion of cutting and polishing of gems. 

3. Full treatment of manufactured stones, incl detailed dis 
cussions of artificial rubies and sapphires, s imitations, 
bakelite, etc. 

4. Numerous tables of gems arranged according to various 

properties. 

Map showing world occurrence of gem minerals. 

6. Summary Table for ready reference. 

Order your copy to-day from 


Jewelers Publishing Corporation 
239 W. 39th St., New York City 


wm 
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iN 1930 


This incision of approval on every fine setting produced by Katz 
& Ogush bespeaks not only the superior quality of the platinum, 
but also the superb beauty and design of all certified settings. 


Beginning in February 
A definite, comprehensive and sales producing campaign will 
be announced in the February Trade Publications. It will afford 
those fine jewelers handling Certified Platinum a sales 
promotion plan of ultra-fine character. It will not only 
stimulate sales, but in addition, associate the finest in jewelry 
with those dealers. This is the first step in an even greater 


cooperation between Katz & Ogush and their dealers 
during the new year. Watch for the announcement. 


KATZ & OGUSH, INc. 


NEW YORK CHICAGO 
33 West 60th Street 55 E. Washington St. 
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The NEW YORKER 


A Stories High 
2500 Outside Rooms 





HE newest and tallest hotel in New York... 

Right in the heart of the midtown business 
district... Near the theatres, too! Tunnel to the 
Pennsylvania Terminal. 

Every room has radio with controlled-volume 
loudspeaker, bath and shower, Servidor and cir- 
culating ice water...Also Tower Suites with sky 
terraces. 

Four popular-priced restaurants...and Bernie 


Cummins and his New Yorkers...who tunefully 





STROMBERG-CARLSON render the latest lvrics of Broadw ay. 


a, 

My RADIO IN EVERY ROOM 500 rooms are as low as $3.50 a day. 500 more 

—_. are $4.00 a day. Suites from $11.00 up. 

= OTHE 

» ™ 

ha. 

a. 

La. 

ha. 

Laan RALPH HITZ, Managing Director BaD TE a. 

ha, 

aa. 34TH STREET AT EIGHTH AVENUE - NEW YORK CITY 
_ i 











||| ALMosT A CENTURY OF EXPERIENCE 




















is in back of every Ketcham & 
McDougall product. Founded 
in 1832—when we supplied 
the trade of the day with 
thimbles—we have always kept 
abreast of the trends and 
styles. And we have 
always featured qual- 
ity, workmanship and 
value. 


The f our Moderne 





Automatic Eyeglass Holders 
illustrated herewith—are no 
exceptions to our century old 
standards. Each is a modern 
design, attractive, novel and 
practical. Perfectly finished in 
14K White Rolled Gold 
and guaranteed against 
defects—these Moderne 
Automatic Eyeglass 
Holders are = salable, 


profitable merchandise. 


Write for Our Illustrated Price Lists. 


KETCHAM & McDOUGALL, INC. 


15 Maiden Lane 


Established 1832 


New York 
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NEWARK, NEW JERSEY 


Stands for Quality and Reliability 
in Jewelry of Highest Grade 








Necklace Clasps and Novelty Jewelry 


Rendelles. 


MODERN NOVELTY CoO., INC. 
126 South St., Newark, N. J. 


Barrel-clasps. 


14kt. Bead Necklaces, also loose beads 
for manufacturers. Various styles and 
sizes. 


Burstow, Kolimar & CO. 


18 Columbia Street 











~ 
Steen the its Co, 


~~» STERNSET—~ 


RINGS 
And Pendants to Match 


Chrough wholesalers only 
\ 401-7 MULBERRY STREET 











BARRASSO & BLAS! 


THE HOUSE OF CAMEOS 
Laéy's Stone 


Sold througk the jobbers only. 
81-38 Governor St., Newark, N. d. 








New Jersey Jewelry Mfg. Co., Inc. 


60 tiem Street 
weid ans platinum 


} - yf 
Veriows kinds of Fony ao Ss Gea 
Phone Mitchel! 2568 


HENRY RUFEISEN-IN% 


‘MANUFACTURERS OF 


RINGS OFAQUALITY 


126-128 South Street 
Ohicago Office, 831 N. State St. 








RINGS—a speciatty with 
Louis Bleiberg 


336 Mulberry Street 


Sterling Fireless Sliver 


Reduces polishing to em and obtain: 
lasting brilliance 
JOHN J. JACKSON ry co. 


“t) Stortiog and Fine Silivers Rolling fer the Trae: 








What Is the 


Jabel Ring Mig. Co. 


putting out now? That Is the questien 
the ring trade le asking. 401 Mulberry St. 


SEND FOR SAMPLES 


A sao 
TAGS Boiss 
ALL COLORS 
ARCH CROWN MFG. CO. 
42 Warren &t. Newark, N. Jd. 
Originators and Patentees 








Geld and Piatinum Solders— 
“Clinton Alleys” 
For White, Green, Yellow Gold 


Refiners of Precious Metals 


Clinton Refining Co., Inc. 


81-88 East Kinney St. Newark, N. Jd. 


ri, Sue ame co 





Wefterling, Berry, Wallraff Co., Inc. 


Makers of 
FINE EMBLEMATIC JEWELRY 
Eight Rose Street 








M. ALEXANDER 


Manufacturer of 
GOLD RINGS 


Tel. Mitchell 1453 60 Columbia 8t. 





WATCH CASES 


We Specialize in Watch Cases 


WACNER & CO. 


Tel. Market 7448 91 Oliver Street 





VY, te 2 carat 18K Engagement Ring 
mountings ornamented with small 
diamonds and sapphires 


MARTIN H. WIEDMANN 


23 Longworth St. Newark, N. Jd. 





BARTELL & MILLER 


Manufacturers of 
FINE WATCH CROWNS 
244 Market Street 
Catalog sent on request. 





ALEX A. HASTREITER 
IMPORTER & JOBBER IN 
DIAMONDS, WATCHES AND 
JEWELRY 
207 Market Street Phone Mulberry 28406 





THE GENERAL ALLOY CO., Ine. 


Correct White, Green, 
Alloye & Soldere Yellow and Red 


WEDDING RINGS 





c. B. W., INC. 


10, 14 and 18K Ringe—Jobbere Onty 


391 Mulberry Street Tel. Market 6820 
New York Office, 98 Nassau St. 





L. FRITZSCHE & CO., Inc. 


Manufacturers of 
Platinum and 14Kt. Gold Jeweiry and 
Flexible Gracelets 
480 Washington Street 





Jewelers’ Settings and Soidera 
Refiners and Smelters 


BAKER & CoO., INC. 





Murray and Austin Sts. 
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FOR 
THOSE 


who live on a normal 


sensible basis ..... 


The beauty of the Hotel Lexing- EVERY SEASON 
ton... the luxury of its modern IS TROPHY SEASON 


appointments . . . the distin- 




















guished quality of its French Indoors and outdoors—the whole 
cuisine... are available at such year round — competitive sports 
moderate rates that many guests flourish. And competition means 


prizes—trophies that can be sold 


who come for a day or a week 
y by you at a splendid profit. 


are staying permanently. 


Dinner and Supper Dancing in This season—every season—in- 
the Silver Grill. Dave Bernie crease your income by selling 


and his Hotel Lexington Minute Sheets-Rockford | Prize Trophies. 
tin Their appeal is instant and lasting 


—their materials and workman- 
801 ROOMS 


ship, the finest. 
Each with private bath (tub and shower) 
circulating ice water, mirror door. 


341 rooms with double beds, $4 





“Sports-etching,” an exclusive 


Sheets-Rockford service, affords 









—- ‘imide « numerous original sports figures 
ese same rooms tor two e . . 
persons se 5 for etching on prize trophies. 
229 rooms with twin beds . 

Either one or two persons $6 The charge is extremely modest. 
231 rooms with twin beds $ 7 





Either one or two persons 
Transientor permanentaccommodations 







Our catalog — “Trophies” — 
illustrates the entire line. Ask us 


Club breakfast 75¢ Special luncheon $1.00 to send you one. 
Table d’ hote dinner $2.00 Also a la carte service 


HOTEL SHEETS 


LEXINGTON) s: tv ERPLATE 


LEXINGTON AVE. at 48th ST. NEW YORK CITY 
Frank Gregson, Mgr. Phone MURray Hill 7401 
Direction of American Hotels Corporation . J. Leslie Kincaid, President | SHEETS-ROCKFORD SILVER CO. ROCKFORD, ILL. 
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tre Worlds big Jewelry Centers both 


BUY Me 


NEW YORK 












NEW YORK ... World Market Place . .. Serving the discriminating, and also the millions . . . 
Facing the centers in Europe, close to all the world . . . With its smart shops and clever craftsmen 
. . - Fashion Center and Focal Point of awhole continent ... Shop in NEW YORK. 





ARTIFICIAL PEARLS 


Leys, Curistiz & Co 
“Orienta’ Pearls 


BADGES, EMBLEMS, MEDALS 


Dieces & Crust, 15 John St., Medals, Cups 
Badges, Class Rings, Special Order Work 


BALANCES, SCALES 


CurisTiAn Becker, Inc. 
Balances (Diamond and Gold) 


92 Reade St. 


CLOCKS 

Norman M. Morris 542 Fifth Ave. 
Importer, Boudoir, Traveling Clocks, Watches 

Pootze Crock Div.—Morse Prop., Inc. 233 
Spring St. America’s Most Accurate Timepiece. 


Henry Socuarp, 3 Maiden Lane. Importers 
of Fine Desk, Boudoir, Traveling Clocks 


CRYSTAL—COLORED GLASSWARE 


T. G. Hawkes & Co. 542 Fifth Ave. 
Decorated Crystal and Silver Mounted Crystal 


CHINAWARE 


Mappock & MILter, Inc., 39-43 W. 23rd St. 
“Royal Worcester China” 


DIAMOND IMPORTERS AND 
CUTTERS 
BaumMGotp Bros., Inc. 
Diamond Cutters 
BirnsBaAuM Presser Co., INc. 62 W. 47th St. 
Diamond Cutters 
Cuas. P. GoLtpsmMitH & Co. 20 W. 36th St. 
Loose Goods, Mfrs. of Plat. & Dia. Jewelry 
Jewelt-Gem Co., Inc., 145 W. 45th St., Lapi- 
daries & Importers of Diamonds & Other Stones 
Suman Bros. & Co. 234 W. 39th St. 
Diamond Imp., Mfrs. Plat. and W. G. Rings 
J. R. Woop & Sons 15 Maiden Lane 
Diamond Cutters, Jewelry Mfrs., Omega Watches 


62 West 47th St. 


DIAMOND JEWELRY 

C. V. DouGcHerty Co., Inc. 7 W. 45th St. 
Plat., Diamond, Seed Pearl and Jade Jewelry 

Morsz Bros. 64 West 48th St. 
Diamonds and Diamond Jewelry 

Staiczr & Sons, Inc. 527 Fifth Ave. 
Finest Type of Platinum Diamond Jewelry 


65 Nassau St. 





FOUNTAIN PENS AND PENCILS 


Pen-O-GrarHic Pen Co. 152 W. 42nd St 
Mfrs. Combination Pens and Pencils 


NOVELTIES 


Max SINGER 9 Maiden Lane 
Specials in Jewelry Jobs and Novelties 


PEARLS 
Papazian Bros., Direct Importers, 2 W. 46 St. 
Undrilled & Seed Pearls, Zircon, Jade, Coral. 


PLATINUM CHAINS AND MESH 


Corsetr & Berroiong, INc. 74 W. 46th St. 
Chains, Mesh, Plat. Cord, Watch Attachments 


PRECIOUS AND COLORED STONES 

R. J. BLuMENTHAL 65 Nassau St., 
Jade for Manufacturers—Beads 

R. A. BrerpEnsacH 48 W. 48th St 
Diamonds, Precious and Imitation Stones 

Max DuraArrourc, LTD. 580 Sth Ave. 
Synthetic Calibre, Ring Stone, Importers 

Jures Franxuin, Inc. 452 Sth Ave 
Pearls and Precious Stones 

ALFrep La Frantz & Co. 41 Forsyth St 
Jobbing Colored Stones, Cutting, Encrusting 

Max NatuHan Co. Estab. 1886. 68 Nassau St 
Pearls, Precious, Imitation Stones. Mail orders 

Supreme Stone Imp’t Co. 37 Forsyth St 
Encrusting, Jobbing Stones, Mail Orders Filled 

J. L. Warner Co., Inc. 36 W. 47th St. 
Importers and Cutters of Precious Stones 


REAL STONE COSTUME JEWELRY 
ArAx Jiry. Mrc. Co., Inc. 74 W. 46th St. 
Real Stone, Costume and Seed Pearl Jewelry 
Asiatic Art Jewexrry Co., INc. 22 W. 48th 
Chinese Jade, Seed Pearl, Artistic C’t’me J’l’y 
Boyayian’s Sons Co., Inc. 64 W. 48th St 
Seed Pearls and Art Jewelry Manufacturers 
Inp1a JEWE.ry Co., 307 Sth Av. East Indian, An- 
tique, Enameled, Gold, Silver, Real Stone J’l’y 
Jacoss & Lesov, 83 Canal St. Manufacturers 
Oriental Costume Jewelry, Special Order Work 
Kerren BrotTHERS 353 Bifth Ave. 
Genuine Amber Beads & Amber Jtwelry 


Mortimer B. KiiInc “The House of Jades” 
Necklaces, Costume Jewelry. 65 Nassau St. 


REAL STONE GIFTWARE 


Avcust Dincetpein & Son $51 Sth Ave. 
Real Stone Ash Trays, Special Order Work 





PRECIOUS METALS 


Baxer & Co., Inc. 30 Chureh St. 
Jewelers’ Settings and Solders 


JoHNson, MattHey & Co., Inc. 15 W. 47th St. 
Platinum and Other Precious Metals 


REPAIRS FOR THE TRADE 


S. Hever & Co., 49 Maiden Lane 
Silversmiths, Jewelers, Platers, and Colorers 


KinG & Co., 40 John St. 
Repairers, Silversmiths, Jewelers 


I. RosensauM 36 West 47th St. 
Fine Jewelry Repairing—Special Order Work 


Factory P. TiecHe 93 Nassau St. 
Repairers; Watches, Dials, Supply Material. 
[rmMe Service’ Co. 22 West 48th St 
Repairers All Makes Watches, Clocks 


RINGS, RING MOUNTINGS 


DaTTEcBauM & FRIEDMAN 1 W. 47th St 
Manufacturers of Gold Rings and Mountings 


SEED PEARL JEWELRY 


Eastern Perari Co. 64 W. 48th St.. 
Mfrs. Seed Pearl Jewelry, Also Repairs 


SILVERWARE 


Dersy Sitver Co.s 10 Maiden Lane, Werld Re 
nowned Hollow, Toiletware, Novelties, Pewter 


WATCHES—AMERICAN 


AvtPHeus L. Brown 15 Maiden Lane 
Watches: Waltham, Elgin, Howard, Hamilton 


WATCHES—IMPORTED 


Cortesert Watcx Co., Watches and M’ts. 
M. Foerster & Son, Agency, 15 Maiden Lane 

Lussac WatcxH Co. 12 John St 
Importers of Swiss Watches of all prices 

A. SHarrro & Son 48 W. 48th St 
Specializing in Men’s Platinum Watches 


I. Tanwnensaum Co. 121-123 Canal St 
Importers of Swiss Watches and Movements 


WATCH MATERIALS — TOOLS — 
JEWELRY FINDINGS 

Krizcer & Dranorr, 10 W. 47th St 
Direct Agents for Gruen Watch Material 


Picxorr Bros., 56 Christie St. Am. & Swise 
Materials, K.K., G.S. & Standard Crystals. 
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Costume Jewelry MORTIMER B. KLING Carnelian, Lapie, 


in Jade, Rose 65 Nassau St., New York Amethyst, Coral 


THE LARGEST CHINESE 


JADE NECKLACE | 


LINE IN AMERICA 


Carved, Uniform and Graduated 
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GENUINE 
j.ooo ANTIQUE JEWELRY.... 


SOLID GOLD NECKLACES 
LOCKETS AND CHAINS 
BANGLE BRACELETS 
FLEXIBLE BRACELETS 
RINGS, COSTUME PIECES 
COMPLETE SUITES 
. Complete Line of Genuine Antique Silver Jewelry. Prices from $5.00 up... 
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SPECIAL ORDER AND REPAIR DEPARTMENTS 


We are the largest special order makers and repairers of jewelry in the United States. Send us all of your 
Special Order aed Repair Work and you will be convinced that our Service, Quality of Work and Prices 
are a Necessary Part of Your Business. 


WENDELL & COMPANY 


CHICAGO Manufacturing Jewelers NEW YORK 
618 W. Jackson Blvd. 2 SHOPS 36 West 25th Street 
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here are two sides 


ISISTIBLE, DIGNIFIED BEAUTY 
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|. has proved to be 


splendid idea—the designer’s 
plan of making a silver pattern 
with double appeal—both front 
and back. You can watch it 
work with Pine Tree over and 


over again. 


\ customer picks up a Pine 
Tree teaspoon. She appreciates, 
instantly, its dignified beauty. 
It has that serene, aristocratic 
manner that is found so often in 


old silver. 
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| to Pine Tree s appeal 


—ON THE OTHE R—A FASCINATING STORY 





And then she turns the spoon 
in her fingers. Immediately her 
interest quickens. For on the 
back she sees the quaint pine 
tree—the old sturdy tree from 
the Colonial Pine Tree shilling. 
She remembers its old, old mean- 
ing of genuine, sterling silver. 
What an original idea to use it 


here! 


It is often this little touch of 


originality that makes the sale. 


Other dealers are finding this 
to be true . . . so will you. A 
dramatic pattern of this kind is 
often the very thing to speed up 


sales in dull seasons. 











[ NTERNATIONAL STERLING 


= INTERNATIONAL SILVER CO. ONNECTICUT 





FINE ARTS DIVISION WALLINGFORD, 
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Women 


Demandec 
them! 





-Such enthusiasm in the silverware field is unprecedented! — The 
acceptance of the Viande Knife, in Charm pattern, has been instan- 
taneous. q Then Women demanded that we bring out the 
Viande Knife in Century and Pageant! — @ And now you can 
sell Viande Knives to people who already possess any of 
these three patterns. Think what that means! — more silver- 
ware sales—more profits. — q The Viande Knife helps 
seil whole new outfits, too — make no mistake about A 
it! — Jewelers everywhere have found that out. 
q Women are demanding what is smart and 
chic as never before — the Viande Knife 
is the embodiment of style and up-to- 
dateness. q Stock the Viande Knife in 
all three patterns. Give women 
what they have demanded! 
THE HOLMES & EDWARDS y 
SILVER CO., International “ 


Silver Co., Successor, 


ria 


Bridgeport, Conn. 






The Viande Knife 


E MARK 
PATENT A ED FOR 


Saarinen Created 


From left to right. Charm, the prize 
winning design, Century and Pageant. 
The long handle is more graceful and 
accommodates the entire hand when 
cutting— a fact that women appreciate 
when they use the Viande Knife. 


Holmes «Edwards Inlaid 


ql! 








NTERNATIONAL SILVER CO. 
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Facts | hat 


E have reached a day when business is de- 
Y veloped solely on facts, not upon theories, 

personal opinions or “hunches.” Given the 
facts, the modern businessman can figure out ex- 
actly where he stands and what he must do to make 
his business a success. 

It was the theories and opinions of the economists, 
business experts and even of many of the leaders 
in our own industry that cast a cloud over the entire 
jewelry trade following the stock market crash a 
couple of months ago. According to all past ex- 
perience and economic laws, the jewelry and other 
luxury trades should have been the first and princi- 
pal sufferers and many who did not hesitate to say 
so openly, were convinced of it themselves, acted 
accordingly and helped to spread the fear that held 
back the wheels of the industry. 

But these people did not know the facts. They 
did not realize the new economic conditions that 
surround the wage earner, the employe and the 
small businessman of moderate means nor did they 
understand that the resources or psychology of the 
buyer of today are not those of the buyer of a few 
years ago. 

THE JEWELERS’ CIRCULAR from the beginning has 
felt that conditions could not, and would not be as 
bad as the economists and the business experts pre- 
dicted. We have felt that the new conditions were 
bound to redound to the benefit of our trade even 
in times of stress, such as we have gone through. 
We have felt “there would be a Santa Claus for the 
jeweler” and have not been afraid to seek the real 
facts as to business last year and of the holidays. 

These facts are now available and they show a 
condition that puts to rout the prophecies of the 
pessimists. They show that the jewelry trade was 
very active; that the retail jeweler did a Christ- 


Confound the Pessimist 


mas business that may be classified all the way from 
fair to good. In many instances it was excellent, 
and in some cases record-breaking in its proportions. 
Spotted though this business was, differing not only 
in different sections of the country but among differ- 
ent jewelers in the same section, it shows that the 
people of the country have money to buy gifts no 
matter how the stock market may go. It shows 
that the number of sales of jewelry products 
throughout the country was perhaps greater than 
ever before even though the total volume of business 
done may be less. 

These are the facts. They are obtained from no 
one part of the country but from jewelers through- 
out the land. THE JEWELERS’ CIRCULAR asked 
live and progressive retailers in cities, towns and 
hamlets, from Maine to California, from Canada to 
the Gulf to give an absolutely truthful statement as 
to three main points—the amount of business done 
in 1929 compared with 1928, the amount of business 
done last Christmas compared with 1928, and 
their personal judgment as to the prospects for the 
new year, based on the facts that exist. 

The result of this investigation is published in 
another column of this issue in approximately 50 of 
the telegrams and messages received direct from 
key points and a series of interviews by our corre- 
spondents in the main cities of the country. We 
asked for the simple truth about the situation that 
our industry may have facts on which to go, and 
it is here published, unedited, changed or modified 
in any way. 


Oy Sitgav Ulla n~ 


Editor. 


a 
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More window 
card 
to the 


would 


invitations 
public 
increase 


silver sales 


A\rousing Public Interest In Silver 


By G. A. D. 


ANY jewelers make a success of silver selling 
7 because they display it and advertise it intelli- 

gently. That is one reason why some jewelers’ 
sales run as high as 20 per cent or 25 per cent of the 
total annual gross sales. A window display should be 
devoted exclusively to silver at regular intervals. On 
other occasions, silver may be shown with a general line 
of jewelry, watches, etc. 

Advantage should be taken of the booklets, folders and 
window display material offered by manufacturers. The 
booklets and folders should be enclosed with bills and 
letters that are sent out. Little pamphlets featuring new 


— 


Both of these displays of silver were shown by Henn & Henn, Chillicothe, Ohio 


patterns in silver, also obtainable from the manufac- 
turers for the asking, should also be used frequently. 

It is interesting to note how ingeniously some mer- 
chants outside of the jewelry industry advertise and dis- 
play jewelry and plated ware. They sell a large volume 
of silver because they use some imagination and devote 
some study to the work. 

The public naturally expects the jeweler to know more 
about silver than these merchants and he should know. 
He should, moreover, let the public know that he knows. 

Every jeweler should study the history and design 
of silver, and should know what to suggest to har- 
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A simple but beautiful display of silver made by J. E. Sidoner for Plumb je 


monize with a room designed after a certain period. He 
should know what to suggest not only as a wedding gift, 
but as a presentation gift to different kinds of people. 

Silver is not a seasonal article but something which 
can be sold the whole year round, through the proper 
effort and suggestion. A booklet issued a short time ago 
by a well-known retail jeweler featured silver as “The 
metal of tradition.”” The front cover page showed a pen 
and ink sketch of a happy party in Victorian days and 
was entitled “The Squire’s Table Plenishings of Silver.” 
In emphasizing silver as the paramount adornment for 
the table the text read as follows: ‘“‘Nothing has ever taken 
the place of silver in table appointments. Probably 
nothing ever will. We show on the front, the table of 
an early Victorian Squire ‘plenished’ generously with 
silver. We might have chosen the table of any cultured 
family of any period of history for silver from the 
earliest times has been found in the hands of artists and 
craftsmen and on the tables of the well-to-do. 

“The history of silver or silverware is fascinating and 
is tied up with the story of nations and religion. It has 
a wonderful background, and it perpetuates tradition 
and memories. 

“Much of the wealth of the nobility of all ages has been 
in the ‘family plate,’ always carefully cherished and 
handed down from father to son. 


66 ILVER was brought to America by the Pilgrims, 

and while their possessions were meagre they 
valued their silver, which was heavy and handsome. 
Items of silver in the earliest inventories of old New 
England families were rare but by the beginning of the 
eighteenth century silver became plentiful and wills, 
even of humble folk, contain frequent mention of it. 
From old England there came to the Colonies not only 
the love of silver but also the silverware itself. 

“As time went on silver craftsmen developed in 
America and the story of American silversmiths and 
their productions is of fascinating interest. 

“Today America leads the world in silversmithing and 
we wonder what the craftsmen of the early days would 
say to the stocks of modern silverware. The buyer of 
today has a wonderful opportunity to acquire worthy 
silver. Manners and custom change but the use of good 
silverware is and always will be a mark of hospitality 
and refinement in the home. American silver is today 
known as Sterling .925 fine.” . 

There is much interest and inspiration in this text. 
Another page featured some original designs and the 
copy announced that “the art of bygone ages is reflected 


welry store, Des Moines, Iowa 


in the many patterns which make our collection of silver- 
ware interesting.” 

Another idea for a booklet is one that might em- 
phasize the beauty and individuality of a woman’s room, 
featuring woman’s toiletware. A booklet which was 
distributed some time ago by a well-known manufacturer 
included copy which read as follows: 


66 WOMAN’S own room is an index to her char- 

Q acter, for here are her particular belongings— 
the things she daily lives with from choice. Here is her 
favorite color picked from the rainbow of shades and 
hues. Her books for fiesta time, a desk where personal 
notes are penned, pictures that are understood and loved, 
and most intimate of all her dressing table. With care, 
toilet preparations have been selected to bring out this 
woman’s natural beauty. No less do the fittings of 
the toilet table express individuality and give to others 
a delicate intimation of their owner’s personality. If 
they be of silver, her discriminating taste is apparent. 
Through the years, silver has been mined and transported 
and finished because of this purpose—because it has 
proved itself to be the one perfect material for toilet 
articles of luxury and stability.” 

Then the advertiser very wisely shows how many 
other toilet accessories are things of only a passing fancy. 
“Innovations, fads, frilly things for the toilet table,” 
he said, “have their day and go. Sterling silver has been 
correct for a thousand years and will be for as many 
years to come. Appointments of this fascinating metal 
give to the boudoir an elegance, a refinement that is in 
keeping with the wonderful present day fabrics, which 
are being used. The laces exquisite in design and work- 
manship. Glancing at her toilet table she surveys with 
satisfaction the neat row of sterling silver conveniences 
and there on the right-hand side, through a highly pol- 
ished silver picture frame smiles her mother—the mother 
who taught her to be a real woman. How much environ- 
ment has to do with her charm is not always realized, but 
it is none the less true that this influence plays an impor- 
tant part in her success. It is well that women crave 
beauty and appreciate beautiful things. Fortunately both 
are possible for those living in the twentieth century. 
It is almost bewildering undertaking to select wisely the 
things that will stand the test of time. Old as the hills, 
reliable as the sun, yet new and everchanging in design, 
are the sterling silver products made to grace the home. 

“The richness of every room is enhanced by them, the 
‘livableness’ is made more complete. Their influence is 

(Continued on page 47) 
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The Recognized Authority of the Trade 


—— 


Silver and the Stamp “Sterling”’ 


FACTOR not the least important among the 

many that have made the silverware line one 

that has given pleasure to the buyer and 
to the jeweler alike, has been the single standard of 
the quality of the metal used. In the selling of sil- 
ver, the purchaser does not have to ask nor the mer- 
chant to explain as to its quality, at least not in 
these United States. The purchaser expects an arti- 
cle of sterling quality (925/1000ths fine) and makes 
a comparison only in regard to beauty of outline, 
workmanship and purchase price; whereas in gold, 
he may consider the question of 10, 14 or even 18 
karat quality to determine the one in which he can 
get the most for his money. 

While it is true that prior to the middle of the last 
century, American silver was made in the so-called 
“coin” quality of 900/1000ths fine, since the latter 
part of the 19th century and universally the last 30 
years, silver sold here is generally of one standard, 
that is, “sterling.”’ So general is this that in the 
minds of the trade and, in fact, even under some of 
the stamping laws, the words “solid silver” mean, or 
are synonymous with, “sterling” quality. 

So firmly have the American people adopted the 
sterling standard that it is almost impossible to 
successfully market a silver product unless the stamp 


30 THE JEWELERS’ 





CIRCULAR January 9, 1930 
“sterling” appears upon it. In fact, it has often 
been said that the only silver which the American 
people are willing to accept without the stamp 
“sterling” are the coins of the land. With most 
buyers, silver must necessarily be “sterling” or they 
do not want it, no matter how good it may be in- 
trinsically or artistically. 

Incidentally, it might be mentioned that the word 
is not used on silver in England from which we get 
this standard of quality. 


F.T.C.2s War on Fraudulent 
Advertising 


S the day of the fraudulent advertiser drawing 
to a close? Has his death knell been sounded? 
The answer to these questions is of deep interest 

to the business world generally and to the jewelry 
trade in particular, which has been watching the 
campaign against the fraudulent advertiser which 
was started by the Federal Trade Commission over 
two years ago and is now beginning to bear fruit. 
Though much criticism has been leveled at the Com- 
mission for some of its action in bringing publishers 
and advertising agencies into the proceedings 
brought against the fraudulent advertiser himself, 
the results already accomplished have more than 
justified the plan, according to Federal Trade Com- 
missioner W. E. Humphrey, who inaugurated the 
campaign about two years ago and who tells in de- 
tail of the objects of the Commission and the work 
done by it under his own signature in an article in 
the January number of Nation’s Business. 

Commissioner Humphrey brings out the startling 

fact that fraudulent advertising was costing the 
people of the country over $500,000,000 a year be- 
fore this campaign was started, and that the frauds 
who profited practically laughed at the govern- 
ment’s restrictions. When restraining orders were 
issued they simply changed the name of their prod- 
uct, or of their firm, moved to a different location 
and continued to catch new victims. It was this, he 
said, that brought about the unprecedented action 
of the Commission in bringing the publisher and the 
advertising agent into the picture. However, he 
explains, the criticisms leveled at this action were 
unjust and based on an improper understanding of 
the motive behind it, and, today, the Commission is 
receiving cooperation where opposition formerly ex- 





isted. 

The Commissioner makes clear that the Federal 
Trade Commission has found that all but a small 
number of concerns throughout the country mean 
to be fair and honest in their advertising. But this. 
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small number, however, has been systematically 
mulcting the public and undermining the faith in 
legitimate advertising to the detriment of everyone 
else. Now, with the cooperation of the advertising 
agencies and publishers, the Commission expects to 
stop 90 per cent of this fraudulent advertising with- 
in the coming year and is prepared to follow its 
present course until this great advertising “racket” 
of which the public has been so long a victim is 
ended once and for all. 

One point it made 
clear in the article and 
that is, the Commission 
acts only on complaints 
involving advertisements 
which are obviously mis- 
leading and fraudulent. 
It is not its purpose to 
split hairs or to take ex- 
ception to expressions of 
opinion. It is concerned 
solely with the state- i 
ments or rather, mis- 
statements of facts 
whether as to quality or 
otherwise. 

The jewelry trade was 
one of the first to active- 
ly take up arms against 
fraudulent advertising 
and cleansed its ranks 
as far as possible in this 
regard. 30th individ- 
ually and through their 
associations, the jewel- 
ers, and particularly the 
retail jewelers, have 
whole-heartedly cooper- 
ated in all legislation that 
seeks to suppress fraud- 
ulent advertising, and it is but natural that they 
will cooperate as thoroughly with the Federal 
Trade Commission in its present work and will be 
the first to congratulate it on the successful accom- 
plishment of its campaign. 
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Manufacturer Benefits by Analysis 
of Distributor’s Selling Costs 


HE new type of cost analysis as applied in the 
distribution cost studies of the Domestic Com- 
merce Division of the Department of Com- 

merce, is of great importance to the manufacturer 
as well as the distributor, according to an official of 
the department. He points out that accurate dis- 
tribution cost data give the manufacturer a sound 
basis for policy decisions on what part of the dis- 


from an Old 
Subseriber 


SIMON Press. INc. 
Established 41 Years 


Diamonds, Watches and Jewelry 


909 MARKET STREET. 


have been a_ subscriber 
and faithful reader of THE JEWELERS’ CircCULAR 
and find that your articles are very interesting 
and appeal to me very much. 
your messages interesting but they are helpful 
in keeping one’s business up to date in every 


Very truly yours, 
SIMON PRESS, INC. 


(Signed) Simon Press. 


We are gratified that THe Jewevters’ Crircucar has 
been of such interest and service to a progressive hous: 
like that of Simon Press which not only expressed its 
appreciation but has shown its cooperation by giving 
us examples of fine displays that it has made, some of 
which we hope to use in an early issue of THE JEWELERS’ the 
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tribution he will attempt and what part he will leave 
to wholesalers, retailers, or other selling agencies. 
They facilitate his decision, also, on a choice of 
outlets for each of his products and enable him 
to measure advertising against other selling de- 
vices for each. 

It is claimed that the manufacturer’s own sell- 
ing price, based upon his production cost and the 
elements of cost in his distribution efforts, is of 
scarcely greater impor- 
tance to him than the 
competitive price at 
which his product is 
typically sold to the ulti- 
mate consumer. Since 
this price determines his 
acceptance with the con- 
sumer, the nature of the 
treatment of his product 


PHILADELPHIA, Pa. receives at the hands of 


1929 the intermediate dis- 
tributors, and ultimately 
the type and grade of ar- 
ticle which he must man- 
ufacture to meet these 
conditions, distribution 
problems evidently reach 
back through the factory 
and price policy  ulti- 
mately affects production 


December 28. 


Not only are 


policy. 
* . 
The manufacturer 
must realize that his 


goods are not actually 
sold until they have left 
dealer’s hands and 
have gone to the con- 
sumer. 


Editor, THe Jeweters’ Circucar. 
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Proper Price Comparison 


HE comparison of prices in advertisements in 
a city in the Northwest must be between the 
last price at which the article was available 
before the sale and the sale price, according to an 
ordinance which has been passed by this city, accord- 
ing to an unofficial report received at Washington. 
This action followed an inquiry conducted by the 
Better Business Bureau in which 160 out of 200 
women were askked if they believed in ‘“‘sale’”’ adver- 
tising. They replied “no.” A similar ordinance en- 
acted three years ago in a nearby city is claimed 
practically to have eliminated the use of value claims 
and to have increased public confidence in advertis- 
ing. 
Is there no lesson in this for the foolish jeweler 
who still sticks to the “‘price appeal” in his advertis- 
ing and merchandising? 
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BROOCHES 


uM" through Saturday... we shall hare on display ot our new shop an outstanding 


IVE ccteaton of pletmem ont Memento 
| 





New York creations and wide range of styles 
Chrietman gift in tmeping with your taste. In addition te these brooches you will find, as always 


« Flach Bryant. the finest of oriental pearls, peart necklaces, bracelets, rings and watches 





Dignity marks the advertising 


f YITCH-BRYANT has opened a new shop at No. 2 
Newbury St., Boston, Mass., in the uptown shop- 

ping section and across the street from the Ritz 
Carlton Hotel. The company was formerly located at 230 
Boylston St. 

Fitch-Bryant’s new store has been designed to pre- 
serve and enhance the intimate atmosphere of their 
small shop. The interior has been furnished with jade 
green leather chairs and black tables of the Adam period. 
No show cases or counters are used. 

The walls have been finished in jade green with an- 
tique crackle finish, special satin chromium plated light 
fixtures, hand wrought iron grills and screens and 
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~ Original Merchandising 
Methods Mark the New 
Store of Fitch-Bryant, Boston 


(Conservatism Combined with Modernism) 


By H. A. Holbrook 


draperies at the windows of silver metal cloth. The 
whole arrangement was designed by Mrs. Guy Murchie, 
of the Queen Anne Studios, to carry a feeling of inti- 
macy in a conservative modern setting. 

The modern theme has been carried out in the exterior 
of the store with striking success. The walls are of black 
Belgian marble with decorations in satin chromium plate. 
The bronze doorway has been finished in black to 
match the outside walls and the grill work, reflecting the 
business of the shop, shows the silver figure of a pearl 
diver plunging beneath the waves. The architect who 
designed the store is Clifford Albright, of Boston. 

Fitch-Bryant was formed about four years ago by 





Something new in 
je we lry store fur- 


nishing — Com- 





fortable furniture 





displaces counters 


and _ showcases, 





creating a feeling 













This is modern 
art in the jewelry 
store, exemplified 
by furniture and 
fixtures in a con- 
servative modern 
setting 





of intimacy 
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The pearl diver— 

a symbolic and 

medernistic de- 
sign 


It is of chromium 
plated bronze and 
was designed for 
the doorway grill 


Conover Fitch who was for many years vice-president 
of the Waltham Watch Co., and William T. Bryant, for 
many years associated with Shreve Crump & Lowe and, 
later, with Carl H. Skinner. 


¢ HE merchandising methods of Fitch-Bryant are 

quite unusual. The shop itself is fitted with up- 
holstered chairs and tables. It handles no sport jewelry 
or novelties, specializing entirely in very fine jewelry 
which naturally is in the high priced field. The two prin- 
cipals, Conover Fitch and William T. Bryant, attend to 
the wants of their customers themselves. They wear 
formal morning coats during business hours. 

The merchandise of the store is kept in the drawers 
of the tables and is shown piece by piece where each may 
be seen without the confusion of mind which arises from 
looking at a large collection of pieces. This merchandis- 
ing policy makes possible a more careful selection on the 
part of the customer than might be the case were he 
confronted with a rather dazzling display of many dif- 
ferent beautiful pieces, each one of which loses a little 
of its glamor through the distracting glamor of other 
pieces and thus fails to create in the mind of the cus- 
tomer a true picture of the beauty of the piece as it will 
appear by itself—its appearance when worn. Further- 
more, this plan definitely sets this shop aside from other 
stores in the city, many of which from the cheapest to 
the finest, follow substantially the same method of mass 
display in counters and trays as do the less elite stores. 
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Individualizing 
the new store of 
Fitch- Bryant, 


Boston, Mass. 





Exterior wa l l s 
are of black Bel- 
gian marble with 
chromium finished 


me tal decorations 


Fitch-Bryant do not use any printed circulars or fold- 
ers, catalogs or similar matter. They do, however, ad- 
dress personal letters to a selected list, nearly all of 
whom are included in the social register, when there is 
occasion to announce some specially interesting collec- 
tion. 


¢ HE advertising which Fitch-Bryant uses is one of 

the unusual featues of the concern. It conforms en- 
tirely to the conservative yet modern and unusual atmos- 
phere of the shop itself, which as already mentioned is 
reflected not only in its architecture and furnishings but 
in its merchandising methods in dealing with its custom- 
ers. The advertising uses no reverse plate illustrations 
whatever—a common practice among most other jewelry 
stores. There has been a departure from an illustration 
of the piece itself to the creation of the atmosphere in 
which that piece might be most attractively displayed. 
There is shown one of the advertisements which ran re- 
cently in the local newspapers in which a figure of a 
woman is seen wearing a brooch whose beauty and ap- 
propriateness is strikingly suggested. 

The copy in these ads is, of course, very conservative 
and is meant to attract those who appreciate fine things 
rather than those who read the retail store advertise- 
ments for prices as they would run through merchan- 
dise in a bargain sale. 

The whole campaign of advertising is keyed by the 

(Continued on page 83) 
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C seometrical 


Jewelry 
Designs 


¢ HERE are whole lessons in geometry to be 

learned from the Paris shop windows these 

days. The Rue de la Paix, lined with cases of 
diamonds and emeralds, bearing the names of some 
of the world’s most fashionable designers, is a 
jeweled version of a mathematics book—with its 
squares and rectangles and rhomboids worked to- 
gether in rings and bracelets. The new Paris way 
of cutting gems, even diamonds as big as lumps of 
sugar, is to make them all flat planes, with as few 
angles as possible. The fine color and the radiating 
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[here is an important style point in 
wearing a huge square-cut flat-surface 
lam na ning, W ith bracelets Ww here the 
gems are Cut and set in arrangements 


that emphasize their sparkle 


brilliance shows up in this fashionable way of cut- 
ting diamonds, jewelers say. 

The bracelets themselves are of the two smart 
types worn in Paris nowadays. One is of platinum 
links diamond-paved. The other is slender and nar- 
row, with rubies set among the diamonds. The sec- 
ond ring uses diamonds only as a background to the 
center stone, a large sapphire that shows a starry 
light, making a most exquisite combination, says a 
writer for the National Jewelers’ Publicity Asso- 
ciation. 
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Watches on Gem Clips, Spear Brooches and Coral and 
Diamond Rings Latest Suggestions 


HE clip brooch, launched in Paris only a few 

short months ago has became an _ established 

fashion. It is seen everywhere that well-dressed 
women go, and in the smartest jewel shops. It is so 
definitely a part of Paris fashions that women are begin- 
ning to have their watches put on clip brooches, to wear 
them with certain frocks that will not show off a watch- 
bracelet to advantage. The clip-watch is preferred by 
many smart Parisiennes, jewelers say—mainly because 
it can be worn in a number of ways. Like any clip 
brooch, it may be fastened to a plait on the shoulder, to 
the edge of a neckline, or on the collar of a suit. It 
may be tucked into a belt, to serve as a buckle. Or, 
following in the wake of its bracelet predecessor, it may 
be clipped to one’s cuff. Some women fasten a watch-clip 
to the outside of a purse or to the edge of a muff. These 
new watch-clips are especially handsome, and include a 
number of fine stones—diamonds, rubies, emeralds, 
sapphires and topaz—all carved and arranged to simulate 
a bouquet of leaves and flowers. 


ASHIONS, in Paris, are becoming more lavish, more 

extravagant, and more formal every day. As the 
gay winter season in the French capital nears its height, 
the fashionable world is becoming more and more won 
over to the new feminine role of expensive appearance. 
More luxurious furs and more fine jewels are seen about 
Paris this winter than 
in many seasons. The 
very jewels them- 
selves are undergoing 
a change. The type 
of jewelry that smart 
women are wearing in 
Paris today would 
have been ruled out 
by style dictates a 
year ago. Immense 
pieces of jewelry, that 





were formerly only 
for window displays 
or a special design 
made for the stage, 
are now the property 
or the envy of every 
society woman in 
Paris. Bracelets are 
set with larger 
stones; necklaces are 
thicker and _ longer 
and contain more 
gems than ever; ring 
stones are immense; 








Coral and diamonds used in new 
Paris rings 
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‘ \ 
brooches cover an ‘ = 
entire shoulder; | if 
jewels are worn in | i / 
the hair, on handbag, Pree j / 


and shoes. One of 
the newest jeweled 
pins in Paris is a de- 
velopment of this ten- 
dency for big pieces 
of jewelry. It is a 
combination of two 
brooches that were al- 
ready of fair size—a 
spear pin, made of 
two joining parts, and a large pendant that swings from 
one of the ends. One of these new pins, combines dia- 
monds with two large aquamarines. 





Paris jewelers put watches on gem 
clips 


ORAL, as jewelry, has graduated to the upper 
classes. Jewelers who are accustomed to showing 
only diamonds, rubies and emeralds in their Rue de la 
2aix windows, are now displaying jewelry that depends, 
for its color, on the brilliant spots of bright red and 
vivid pink coral. More than one style arbiter has 
heralded the present 
smartness of coral. 
For several months, 
the black dresses that 
are perennial fashions 
in Paris, have shown 
pink and red decora- 
tions, by way of coral 
necklaces, pins and 
bracelets. Gowns that 
line their necklines 
with strips of pink 
an important 











velvet 
winter fad in Paris— 
are worn with all 
types of coral jewelry 
The recent alliance of 
finer gems with coral 
is said to be an ad 
vance notice of new 
spring styles, when 
pink, in its brightest 
versions, will be all 
the rage. 
are putting spots of 

coral in diamond fe 
bracelets, making % 
necklaces and fine y 


rings of coral. 





Jewelers 





Spear brooches join latest fashions 





36 THE 





JEWELERS’ 








January 9, 1930 


CIRCULAR 


The Craft of the Spoonmaker: 


By Thomas Hamilton Ormsbee 





YREAT-GRANDMOTHER’S silver 
spoons, her wedding “‘setting out,” The ultimate 
‘ were kept nice for occasions such 
as a family dinner or a visit from the that pictured 
minister. Silver? Yes, but not sterling. 
If marked at all as to quality, it was 

pure coin. A most romantic stuff, this 

Spanish pieces of eight, Mexican dollars, currency 
bearing the profile of an English George or a French 
Louis, stray daalders from the Low Countries, or, per- 
haps, a Pine Tree shilling, worn too smooth for accept- 
ance as cash. Such was the raw material of the early 
American silversmith—a material derived from the 
thriving West India trade and from bold New England 
privateering; and bloodstained much of it quite prob- 
ably was. As yet our western silver mines were quite 
undreamed of. 

Although no silversmith accompanied the one hundred 
of Mayflower fame who founded the Plymouth Planta- 
tion, the prosperous Puritans from eastern England 
were hardly settled in their Massachusetts Bay Colony 
before silversmiths were among them. John Mans- 
field of London was the first. He came in 1634. The next 
year marked the arrival of colorful John Hull of Leices- 


usually a small 
Author’s coilection 


*Written especially for Antiques and republished herewith by 
permission of this magazine and the author 


Doll’s silver spoon (actual size) tei 


tice’s skill was 
duce such miniature specimens as 


girl of the family 


*. to whom we owe the Pine Tree shil- 
of the appren ling. In 1652, appointed mint master by 
yore og the Massachusetts General Court, Hull 
disregarded the higher English law, and 
minted shillings of only three penny- 
weight each—a quarter less than the 
standard English shilling. Since, for his 
services, one out of every twenty coins was his, the 
privilege was profitable. So he amassed his only child 
Hannah’s fabled dowry of her weight in Pine Tree shil- 
lings, for the time when, on February 28, 1675, she mar- 
ried Samuel Sewall. 


recipient was 


a AYHAP John Hull did seat his daughter in one 
C pan of the scales, and balance her with coins of 
his own minting; but, since dowries were seriously con- 
sidered, he and the future Chief Justice, of Salem-witch- 
trial fame, undoubtedly knew the sum beforehand. It 
amounted to four hundred pounds sterling—the equiva- 
lent of one hundred and twenty-five pounds of Hannah. 
At any rate, Sewall drew a handsome dowry, and Hull 
enjoyed the opportunity to be ostentatious in a manner 
befitting his standing as a Boston merchant prince. True 
or imagined, the story has since earned many a shilling 
for schoolbook historians, from Peter Parley until now. 

But back to early American silversmiths and the sim- 


Chronology of Spoons 


The shape of the bowl and handle of an early silver spoon ar 
gram below illustrates the evolution of these features from the 
nineteen 


Drawn by Dorothy Miller Thormin 


usually a reliable index of approximate date The dia 
close of the se nteenth century to the beginning of the 
1) 
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Teaspoons of about 1800 


The spoon at the right is the earliest in point of design. 
That at the left, with its coffin-lid handle, and the one in 
the middle show the style trend toward the fiddle shape 
of the later period. Al] three of these spoons are, how- 

ever, on the safe side of the era of decadence 
Author’s collection 


plest of their products—spoons. As the Colonies pros- 
pered, the silversmiths increased in number. Search of 
the records show that, before 1800, more than four hun- 
dred men of this calling had plied their trade in Boston, 
New York, and Philadelphia. In addition, Newport, Hart- 
ford, New Haven, and Baltimore had their silversmiths; 
and study of local histories constantly discloses the 
names of isolated craftsmen in nearly all the Colonial 
towns of size. 


Ly OR example, in 1770, William Cleveland, grandsire 
of Grover Cleveland, was a spoonmaker at Norwich, 
Conn. Many of these men were of English ancestry, but 
the New York spoonmakers were frequently of Holland 
descent. Occasionally one finds silversmiths of French 
Huguenot strain. Such was Apollos Revoire, who came 
to Boston in 1723, to prosper, marry Deborah Hichborn, 
and train his famous son Paul Revere in the trade.t+ 
But, whoever they were, these spoonmakers followed a 
craftsman’s trade, to be learned only by a rigorous ap- 
prenticeship, at which an adept young man had to serve 
at least two years. Then, if lucky, for his first year as a 
journeyman he might find a place at fifty dollars the 
+The information contained in these notes was derived from the 
author’s grandfather, Bradbury M. Bailey (1824-1913) of Rutland, 
Vt., probably the last survivor of the old-fashioned spoonmakers. 
Mr. Bailey, who learned his trade under his cousin and brother-in- 
law, Roswell H. Bailey of Woodstock, Vt., was in business for him- 
self, first at Ludlow, and subsequently at Rutland, whither he 


moved in 1850, and where he continued to make spoons until about 
1876.—T. H. O. 


year, and board. The tools of his trade were cleverly con- 
trived; but were all hand tools. No power driven ma- 
chinery for him. His spoons were produced by brawn, 
tempered with skill and a craftsman’s eye. So the trade 
of spoonmaking in America continued for a little over 
two hundred years. From pieces of eight to the finished 
spoon, this is the way that the spoonmaker wrought until 
the advent of machine-made flat silver: 


HE silver coin was first melted in crucibles in a 

charcoal-fired forge. The molten metal had to, reach 
just the correct temperature, or, when cold, it would be 
full of flaws. Then it was cast in iron bar molds. When 
cool, these molds were unclamped, and out came bars of 
silver of fifty ounces troy weight each. Why fifty ounces? 
Nobody knows. That was the custom. 

Then came the first annealing process. Each bar of 
silver, held by iron tongs, was heated red hot over the 
forge fire. This was necessary to reduce the brittleness 
of the metal, to make it malleable. Next, between pol- 
ished steel rollers, turned by sweating apprentices, the 
bars were rolled into strips of uniform width and thick- 
ness, eight to twelve feet long. During this process, the 
silver went back several times for the necessary anneal- 
ing in a brick forge very like an old-fashioned black- 
smith’s—hand-pumped bellows and all. 

When the master workman was sure that the metal 
was truly tempered, the long ribbons of silver were cut 
into shorter pieces—seven inches long for tablespoons, 


How spoons were marked 


From left to right the marks on the backs of these spoons 

are: N. FRANCIS; PURE COIN—BAILEY & PARKER; RUTLAND, 

V1 B. M. BAILEY; B. M. BAILEY—-WARRANTED; and BIGELOW 

& BROTHERS—BOSTON The word “warranted meant, 
guaranteed to be of pure coin silver 

Author’s collection 
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Then another boiling. The next step was to “strike up” 
the bowl itself. This was accomplished with two tools— 
a “set” anda punch. The set was a piece of lead in which 
was a depression the size and shape of the back of a 
spoon bowl. The punch had a face of polished steel that 
fitted loosely into the depression in the set. By laying 
the still perfectly flat silver spoon bowl] over the hollow 


Three pairs oT New 
England teaspoons 


The pail at the left 


eee - as oe in the lead mold, and driving the convex face of the 
e: es r l 20 l¢ 
others were made by the punch sharply downward, the bow] was given its conven- 
iuthor’s grandfather, ° i —— 
Bradbury M. Bailey, Rut tional, concave form. 

land, Vt It took two men to accomplish this. One held the 


spoon and the handle of the punch; the other struck the 
head of this punch two or three sharp, accurate blows 
with a heavy sledge. Now the spoon was nearly made. 
Planishing had shaped the handle, and the use of the set 
and punch—just described—had formed the _ bowl. 
Smoothing and _ burnishing would 
finish the job. 
The pair below date from 1850 The edges, still almost knife sharp, 
were smoothed and rounded with 
coarse and fine files and a three-cor- 
nered scraper of polished steel. Next 
the spoon was honed with “Scotch 
stone” and water. Then it went to a 
foot-treadle-run lathe to be brushed 
with Bristol brick and oil until it was 
perfectly smooth. Upon rinsing in 
clear water, it was scoured with fine, 
wet, lake or sea sand until the whitish 
cast, or “fur,” had disappeared. 





and five for teaspoons. Once more 
they were annealed; then were 
plunged into a copper pan containing 
dilute sulphuric acid, and were boiled 
until the black, dull metal became 
snow-white. 


ofA: this juncture, the actual 
a ‘ 

spoonmaking started. Each 
short strip of silver was now cut 


lengthwise, twice for tablespoons and 
three times for teaspoons. A giant 


oA * last it was ready for bur- 
R nishing—the final _ process. 
Using steel or agate burnishers of 
various shapes, dipped in soapy water, 
the journeyman rubbed back and 


forth until the spoon was finally 
(Continued on page 41) 





pair of shears was used for the job, 
and the cut followed a _ carefully 
scratched line made by a sharp awl- 
point gage. 

The silver strips were now ready 





for hammering and for shaping the 

bowl of the spoon. This was done 

upon a polished steel “stake,” a slightly rounding anvil. 
The instrument used was a short handled, curving faced, 
heavy hammer, also of polished steel. The workman 
swung this six-pound hammer with quick blows and un- 
erring aim. Long practice had taught him just how to 
spread the bowl, and to keep the proper thickness of its 
edges. Great care had to be exercised never to hammer 
the silver too thin in any one spot. 













Then followed another annealing, a second hammer- ; 
. . ‘ a he pa 
ing, and yet another annealing. After this the spoon fron 
was “planished” (the handle shaped), and came forth lethore-a 






looking much like a spoon, although perfectly flat and a 
little irregular in outline. This planishing was done on 
the “stake.” with a heavier, polished steel hammer hav- 







ing one flat and one rounded face. 

Trimming the spoon, to make it symmetrical, was done 
with the aid of a die conforming to the outline of the 
spoon. Now came a special annealing of the bow! only. 
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For Dining Rooms in the Spanish or Mediterranean Style—The Granapvo 


Silver that Harmonizes with One’s “Dining Room 
8 


Modern entertaining calls for the highest expression of art in all the accessories of the home. And there 
is growing a very definite consciousness of the needfor good taste in the selection of the pattern of one’s 
Silver—that the design should fit into the decorative scheme of one’s dining room. 


This new discrimination in the design of table Silver owes much of its impulse to the makers of TREAS- 
URE Solid Silver, who have had the nice discernment to create lovely modern Sterling in the best accepted 
styles of modern decoration. 


Whether your customer’s dining room is Early English, Early American, Late Colonial, or Spanish in feel- 
ing, there is a TREASURE pattern that you can suggest with authority and which will blend in perfect 
harmony. 


Write for a copy of the folder, “Choose Your Sterling as You Would Choose a Home.” 


ROGERS, LUNT & BOWLEN CO. Silversmiths GREENFIELD, MASS. 


Member of the Sterling Silversmiths Guild of America 


¢- ‘Treasure Solid Silver 


STERLING 925/1000 FINE 
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A fancy sugar. spoon 
To make this novelty, B. M. Baile; 
had first to file by hand the special 
steel die necessary to give the bow] its 


shell shape. He also made a sugal 
spoon with a shovel bowl. Such spoons 
were popular from 1850 to 1865 


Author’s collection 


scratchless and mirrorlike. This re- 
quired a high order of strength and 
steadiness of hand. The wooden handle 
of each burnisher was braced against a 
thick leather breast plate. The slightest 
slip might cause a scratch that would be 
next to impossible to eradicate. 


T was a good day’s work to make a 

dozen teaspoons, or half a dozen 
tablespoons. For this the journeyman 
was paid $1.50. In making large spoons, 
the steps were the same as for the 
smaller ones, with the exception that the 
bowls were not struck up with the aid of 
the set and punch, and that they were 
not trimmed with a templet. Shaping 
the bowl of the tablespoon was directly 
entirely by the eye, and accomplished 
with a single hammer, while all trim- 
ming was done with files. 

The selling price of such spoons varied 
according to weight. An average dozen 
teaspoons weighed three troy, 
but sometimes weighed as much as five. 
The silversmith bought his coins for 
$1.25 an ounce—a liberal premium over 
their monetary value—and _ usually 
added a dollar or more for profit and 
overhead. In the last 
making by hand, a dozen 
weighing four ounces, sold for seven or 
eight dollars. 

To whom did the owner of the shop 
First, as an adjunct 
maintained a 


ounces, 


days of spoon- 
teaspoons, 


sell his product? 
to his establishment, he 
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retail store, in which he sold what spoons 
he could, all carefully stamped on the 
back with his name or mark. Then, as 
another outlet, the best of the Yankee 
peddlers were available. These ances- 
tors of our modern house-to-house sales- 
men particular to handle only 
spoons from makers known for the 
quality of their workmanship and hon- 
esty of weight. With a small tin trunk, 
padlocked and secreted under the wagon 
seat, the peddlers went about the coun- 
tryside. In this trunk they kept the 
spoons which they had for sale, and the 
bits of old silver and the coins that they 
had bought or bartered for in Yankee 
notions. This old silver was, of course, 
traded in, when next the peddler needed 
a fresh supply of spoons. 


were 


HEN, too, the spoonmaker in the 

smaller communities often sold his 
products, at wholesale rates, to silver- 
smiths in the larger centers, marking 
them with the other man’s name. This 
practice means that much of the silver 
bearing the name of a city silversmith 
was not really the product of the latter’s 
shop, but rather the surplus of some 
silversmith in a smaller place. Possibly 
some of the Paul Revere spoons may 
have been made for him, and not by him. 


The raw material for coin silver 
spoons 


From left to right these coins are: 
upper row, Massachusetts Pine Tree 
shilling; English half-crown of George 
II; English shilling of George III 
French écu of Louis XIV; Holland 
daalder; lower row, Holland daalder, 


known as the dog dollar; Mexican 
peso, or piece of eight, of an early 
issue; reverse of the same coin; South 
American Spanish piece of eight 


minted at Potosi, Bolivia, and one of 
the first of the pieces of eight; Span 

ish piece of eight of Charles III 
Courtesy of the American 


Niumsmatic Society 
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ADVERTISING 
Original Copy for February 


Valentine Day Advertising 


ERE is some original copy for Val- 
entine’s Day (Feb. 14). This may be 
used verbatim, or the text may be 
changed to suit conditions. Suggestion 
and timeliness in advertising bring re- 
sults. The well organized jewelry store 
is the great gift shop of the world and 
the public should be made to realize this 
through the instrumentality of intelli- 
gent advertising. 
* * * 
OME very interesting and aggressive 
advertising was done last month by 
Geiger & Ament, Louisville, Ky. 

The announcements occupied a_ uni- 
form space of 15 inches, three columns 
wide. The concern in its advertising 
featured quality merchandise as against 
“bargain store sales.” 

At the top of one announcement ap- 
pears two packages, one bearing a tag 





What Will You Give 
Your Valentine? 


HE will appreciate more than 
anything else a gift from a re- 
liable jeweler because, unlike other 
things, it endures for a long time. 
always looks well, assuming, of 
course, that it is quality jewelry 
(which is the only kind we carry). 
A watch or a piece of jewelry or 
silver is the greatest keepsake 
which you can possibly bestow. 
Drop in on your way home and 


let us show you some attractive 
gifts which are bound to please. 











Ad No.1 


inscribed, 


jewelers. 


By Robert F. Neattan 


” 


“a gift from the bargain 
store,” and the other a tag inscribed, 
“a gift from Geiger & Ament, 
Under this in bold type is the 


quality 








Smartly Jeweled 
Hands for the 
Bridge Game 


ANDS are more observed in 
the course of a game of cards 
than on any other occasion. An 
attractive jewel does much to en- 
hance the beauty of hands. Hands 
have been said to speak a language 
all their own. 
Some hands attract us more than 
others. Some actually fascinate us. 
Our modernistic rings set with 
precious stones lend distinction to 
any hand. Prices are very mod- 
erate. Designs are by master 
craftsmen. 








‘quality jewelers.’ 


A d No. 2 


caption, ‘Which shall it be? Many people 
are extravagant by being too economi- 
“They 
pay too much in the end by having paid 
too little in the beginning. 
jeweler stresses price but the 
quality jeweler is more interested 
selling merchandise of enduring quality 
than in cutting quality down to price.” 

“Geiger & Ament,’ 
“have always been and always will be 
Their merchandise is 


reads the advertisement. 


’ 


The ‘bar- 


continues the ad, 


at the same price or lower and announces 
that the offer does not include very im- 
perfect diamonds, watches of question- 
able make, tissue weight sterling silver, 
lightly plated silverware, featherweight 
gold and silver novelties “for the reason 
that we do not buy or sell articles of 
this character.” 

Another announcement by the firm 
bore the caption “Let the other fellow 
buy the bargain,” and a third was 
headed “To protect our customers’ in- 
terests.” See page 45. 

Gifts were featured from $1.50 to 


$6,000. 
e ££ 2 


B. H. Stief Jewelry Co., in a space of 
14 inches, triple column, featured under 
the caption, “As man to man,” sterling 
silver toilet sets, gifts for the home or 
for the hope chest, ladies’ wrist watches 





On Valentine’s 
Day Give Her 


a Diamond 
b Sven ar weak DAY is lovers’ 


day, and therefore is the most 
opportune time to give her a dia- 
mond. We are featuring diamonds 
this week at the very low price of 
$100. 

These stones are of excellent 
color and set in white gold mount- 
ings. They flash fire, and any girl 
will be proud of them. 


We have in stock just 50 of these 
rings, so first come, first served. 


built up to quality not down to price.” 
The concern offers to duplicate values 
offered by any other store in Louisville 








Ad No.3 
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February’s 
Birthstone 
(Amethyst) 


F your friend was born in leb 

ruary, she is fortunate because 
we have just secured a most beau- 
tiful collection of amethysts of ex 
ceptional color made up in the form 
of necklaces, which are very beau- 
tiful. 

We have only a limited supply 
of these, and are offering them at 
the moderate price of $.... We 
also have a complete assortment of 
artistically designed high-class cos- 
tume jewelry at prices which can- 
not be surpassed. 


window display for sug 








See ow 
gestions. 
Ad No. 4 

and diamonds. The price range was 


from $8.50 up to $3,500. 


the ad is good. 


The layout of 


N order to show how a department 


store 


advertises watches and 








Vi 








The average reading time of this advertisement } \N 


is fifty-four seconds. 


It will pay you to read it. 





To Protect Our 
Customers’ Interests! 


To save confusion and protect our customers’ 
interests and to further assure them that dia- 
monds, watches, and jewelry of fine quality 
will never be sold at lower prices than prevail 
at Geiger & Ament. : 


“We will duplicate the values offered 
by any jeweler in Louisville— 
“bargain’’ stores included—at the 
same price or lower.”’ 


This offer applies on perfect and slightly im- 
perfect diamonds, watches of well-known 
make, good weight sterling silver, heavily 
plated silverware, good weight gold and silver 
novelties and other quality merchandise. 

This offer does not apply on very imperfect 
diamonds, watches of questioncble make, tis- 
sue-weight sterling silver, “ight'y plated sil- 
verware, featherweight gold and silver novel- 
ties... . for the reason, we de mat huy or sell 
articles of this character, 

Just think how much happler the recipient will 
be if your gift arrivea in a box bearing the 
name of a jeweler who sells only “quality” mer- 
chandise. 


We guarantee our prices ... 
and every gift from this store 
will be of enduring quality. 


Gifts $1.50 to $6,000 


GEIGER & AMENT 


conronareo 


447 Fourth Ave. ~ Starks Building 


"JUST A GOOD JEWELRY STORE” 
\ f 

















Aggressive 


dia- 














THE JEWELERS’ 


conservative manner, 
announcement of 


monds in a 
accompanying 


duced. 


The announcement occupied 


just above reading matter. 


A diamond engagement ring with two 


baguette diamonds and four matched 
round diamonds is featured at $100. A 
diamond cord watch with 18K _ white 


gold case and six diamonds is priced at 





“As Man to Man” 


For the man who wants to buy Gifts for Sister, Sweetheart or Wife 
may we suggest something that will not only give joy and happi- 
ness for the time being, but will be useful, practical and lasting 
for years to come 


Sterling Silver Toilet Set 
$22.50 to $50 


$185 


Comb, Brush and Mirror, in beautiful case 
Complete Toilet Sets, cased, up to 


o 


For the Home or for the Hope Chest 


Individual Serving Pieces, or Complete Chests of Sterling Silver 


Scerling Silver Tea Set, consisting of: 5 pieces, Coffee Pot, Tea Pot, 
Sugar Bowl, Cream Pitcher, Waste Bow! $200 to $775 
These Pieces May Be Bought One Piece at a Time If Desired 


Sterling Silver Goblets, per doz. $100 to $300 


Each $8.50 to $25.00 


Genuine Leather Over-Nite or Traveling Bags, fitted with sterling 


$50 to $125 


Ladies’ Wrist Watches 


Elgin, Hamileon and Gruen, from $20 up to the 
$1000 
And the Gift Supreme 
A DIAMOND 


RINGS from 
BAR PINS from 
Platinum and Diamond Paved Brooches 


silver toilet articles 


In Hallmark 
Diamond paved Watches at 


$25 to $2,500 
$15 to $1,500 
$250 to $3,500 
Diamond Bracelets in platinum, the new 
Parisian designs $500 to $3,000 


Many New and Beautiful Pieces of Diamond Jewelry 


Convenient Payments May Be Arranged If Desired 


The B. H. Stief Jewelry Co. 


616 CHURCH STREET 


"Gift Counselors Simce 1859” 











Silver suggested to men 


$85. Other merchandise ranges in price 
from $10 up to $150, and includes pend- 
ants, rings, brooches, ete. 
* * x 
The jeweler should remember that he 
is a specialist in his line and has numer- 
ous advantages over others in selling 
diamonds, watches, ete. Group adver- 
tising throughout the year would un- 
doubtedly increase sales. Much more 
profitable, individual advertising, too, 
might be done if backed by more thought 
and effort. If someone else outdoes us, 
it is unwise to grumble. Better to plan, 
study and devise methods of making 
more progress ourselves. 


DVERTISING jewelers get the busi- 


ness. Too much must not be ex- 
pected from advertising in the begin- 
ning. Its power and efiectiveness is 


CIRCULAR 


the 
the 
Jordan-Marsh Co., of Boston, is repro- 


20% 


inches, five columns wide and was placed 
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The new parfume, bottled 
and sealed in Paris and 


imported exclusively by 
The House of Holland in 
the unique crystal bottles 
RRCaAntiNG in its scent as the Breath of Ro- 
mance, parfume is the gift refined. A superb 
parfume, is Gabilla, selected for the toiletries of 
Milady’s vanity. 
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Perfume Advertising Pays 


cumulative. The featuring of a special 
at a low price may not always bring the 


results anticipated—often beyond rea- 
son—and this is no argument against 
advertising. 

Many readers who will not respond 


Continued on page 88) 
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Heller Hope 
ERIN IT i s&E 


(TRADEMARK) 



















No substitute can hope to 
equal the sparkling green color 
and intrinsic quality of the 
Heller Hope Erinite. The 
color is the basis for its popu- 
larity. The quality as ex- 
pressed in its hardness, chem- 


ical composition, optical 





properties, cutting and polish 


is an insurance of its continued 





HELLER HOPE popularity with the consumer. 
ERINITE is 


synthetic spinel. In 

hardness, specific 
gravity, dispersion, Jewelry set with 
refraction index 


and all other tests, HELLER HOPE STONES 


the Heller Hope 





Erinite displays 1S identified by the 
faithful similarity to 
mined spinel. HELLER HOPE TAG 






L. HELLER & SON, Inc., 15 West 47th St., N. Y.C. 
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Arousing Public Interest In Silver 


(Continued from page 29) 


real and vastly to be reckoned with, wherever they find 
a place—upstairs, downstairs or in my lady’s chamber.” 
Can anyone read this without getting enthused over 
silver? 


CANADIAN firm (Ryrie Bros.) some time ago 
sent out a booklet entitled “The Romance of the 
Silver Craft,” which aroused widespread interest. Brief 
bits of history were given concerning the evolution of 
the knife, the fork, the spoon, etc. Two pages were 
devoted to the illustration of specimen pieces from the 
firm’s antique shop. 

Some of the information in this booklet might well 
be used by other jewelers. Referring to the prehistoric 
knife, we read that many thousand years ago “some 
simple being sitting down by a prehistoric lake to his 
rude evening meal was inspired to sharpen a mussel 
shell and with it to attack his food. There on the remote 
paleolithic shore, table manners had their lonely origin, 
and you who sit down today to your carefully appointed 
table and pick up your knife to cut your fillet steak are 
making use of an instrument which the centuries, to be 
sure, have molded to your hand but which must be 
credited, if justice be done, to the most distant and least 
civilized of all your ancestors.” 

The mussel shell gave way in time to the blunt instru- 
ment hacked out of flint and stone and when history 
finally opens men were already using knives of copper. 
Until the fourteenth century no host ever thought of 
providing individual knives at a table. Affluent guests 
brought their own, while the under-privileged ate with 
their fingers, the food having been cut before being 
brought to the table. Gradually, however, individual 
knives made their appearance, and by the fifteenth cen- 
tury three kinds of knives were in general use; a broad- 
bladed carving knife, a “parepain,” or bread-peeler, for 
cutting away crusts from flat pieces of bread, which 
were used as plates and finally eaten, and a small eating 
knife with a pointed end, which served as a prong. 


LL this makes interesting reading and the public 
“st on keep such a booklet. Two and a half cen- 
turies ago, we learn, anyone who used a fork was con- 
sidered a fop. The pointed knife encouraged such 
gaucheries that Cardinal Richelieu caused all his knives 
to be rounded at the top, and thus forced his guests to a 
greater silence in their table manners. This, in fact, 


e) 


Flowers, dis- 
played in. silver 
vases always 
make a very in- 
viting exhibit. 
Laces and linen 
look well with 
silver 





determined the shape of the knife as it is today. Many 
of the public would be interested in knowing that the 
first spoons were mussel shells. The Greek word for 
spoon, in fact, is derived from the word meaning shell. 
Dating back to the fifteenth century B. C. we find nu- 
merous Egyptian spoons of glass, stone, marble, wood 
and ivory. 


YIVE the public all the literature you can on the 
G right way to dress the dinner table, the afternoon 
tea table, the luncheon table, the wedding breakfast 
table, an dso on. A very handsome booklet giving just 
this information was issued by a prominent silver manu- 
facturer. Menus were even suggested and the proper 
silver was indicated for each course. 

The jeweler to whom booklets of this kind are acces- 
sible can certainly help himself by featuring them in 
his advertising, telling the public just exactly what they 
describe. The public is hungry for information, and if 
it knew the great amount of helpful data which could 
be obtained from such booklets would flock to the 
jeweler’s establishment. Such booklets would be par- 
ticularly helpful to newlyweds and jewelers may well 
keep a list of these in their files. 


NE manufacturer is now offering a free bridal 

chest. It is a handsome affair and is supplied with 

an assortment of silver from 26 up to 51 pieces. The 

chest may be used afterward for lingerie, stockings, 
handkerchiefs, ete. 

Dresser silver should be featured in the advertising. 
These sets may be obtained for men and there are also 
juvenile sets for the youngsters. Many manufacturers 
are helping the retailer sell more silver through their 
intensive advertising. Original advertisements are pre- 
pared at considerable expense for the jeweler. 

Nowadays, more than ever, cooperation is necessary, 
and the intelligent retailer will cooperate with the worthy 
manufacturer at every opportunity. 

Silver is now sold on a conveniently arranged deferred 
payment plan. The jeweler who knows how to look up 
applicants for credit, which should not be a very difficult 
task, will find this a means of facilitating sales. Twenty 
or twenty-five per cent down is generally received and 
the balance arranged at the convenience of the pur- 
chaser. 

A tactfully written letter offering credit along this 
line might be sent to a well-selected list. 


Bigelow, Kennard 

& Co., Boston, 

Mass., show this 

combination of 

flowers, silver 

and bridal veil- 
ing 
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Protitably Where Cost of Space Is High 


A\n idea for the smaller jeweler in the large city 


By Guy Hubbart 


located in .a large city feels he cannot use the big 


hen the proprietor of a small jewelry storc 

newspapers profitably. His daily volume of sales 
does not permit of appropriation enough to use space 
regularly. And his idea is that an ad now and then is of 
little value. 

Still no jewelry store carrying wide assortments and 
good values should go along with no advertising at all, 
not if it wants to expand and grow in sales capacity. 
And growth is the one thing the smaller store needs. 

Growth should be viewed 
two ways: (1) the intro- 
duction of new lines or d-- 
partments so the store wil! 
have a widened or broad- 
ened appeal to more types 


Sample selecton for a small store to run in 
ten inches of space on a 60,000 circulation. 


inches deep? That is ten inches, which at twenty 
cents a line would cost $28.00. (Take your own actual 
line rate to figure exactly. This one is merely an ex- 
ample.) 

Twenty-eight dollars, while some money, is only the 
price of a good wrist watch and maybe the profit on 
some other single piece of jewelry. And, remember, it 
carries your ad in 60,000 copies each read by an average 
of four people besides the subscribers. 

Ten inches of space will hold in good display the se 
lection of items shown in 
the chart. Also, it will hold 
an interesting caption and 
several lines of introduc- 
tory text. This text should 
suggest reasons why read- 
ers should be interested in 


of customers; (2) Growth: (Featured Items) (General Items) 


daily and 1 1 the value offered and in the 


in increased 


weekly sales volume. And Perfumery. $2.50 | Cigarette case and lighter.. $5.00 store offering them. It 

this can be brought about Perfumery. 5.00 Dressing set, studs and links 2.95 should refer to the location 
Perfumery. 10.00 | Gold cigarette case ........ 10.00 

of the store and carry a 








only by selling more goods, 


» . e 

selling better goods at 7 ee ee 2 thought that hundreds of 
: : Bracelets.. 2:75 | Toilet sets ............ . 24.00 : : : 

larger prices, which means Earrings. 8.25 | Wrist watch (women’s)..... 7.50 people in the immediate 

selling oftener to old estab- Earrings... 2.25 | Wrist watch (men’s)....... 25.00 neighborhood would profit 





lished customers or selling $30 = 
them larger units. ; 

This principle is familiar 
enough to what is charac- 
terized here as the smaller 


example. 


jeweler, meaning one who as they are here. 

has only a small store, one 

or two clerks and perhaps 

not a main street location. 

The only drawback is that few jewelers of this size realize 
the utility of regularly scheduled small space on the big 
circulations. 


OR the sake of an example let us say the circula- 
tion is 60,000 daily in a city of 180,000 or 200,000. 
In a city of this size there are likely to be several large 
jewelers and any number of small and medium ones. 
Also there is likely to be enough extra volume for each 
of the smaller stores as well as the larger ones if an 
effort is made to get it. As a matter of fact, there is 
always more retail business in a community than the 
jeweler suspects—business no one is developing. 
Now what can be done with one very small ad a week 
on 60,000 circulation, an ad two columns wide and five 


Note: This is only a typical selection used as an 
Items other than these will do as well 
provided wide variety is offered and price levels are 
distributed between small, medium and large ranges 


$53.45 by inspecting this store’s 
‘ stocks and values. 

Referring to the chart 
and the price totals of the 
six items, this is the way 
to figure out how often 
your small ad should run 
on the 60,000 circulation in 
say six weeks; also how to 
insure low cost on space in relation to sales: 

First, for any single ad, keep the price total of all 
items so that when the number of thousands (60 in this 
case) of circulation is divided into the price total it 
amounts to about $1.40 per 1,000 of circulation. 


Pie other words, multiply 60 by such figures as $1.20, 
$1.30, $1.40 and $1.50, to see what each comes to; 
then take the one nearest your item needs for the price 
total. Thus $1.40 times 60 is $84.00. Then select enough 
items and prices to approximate $84.00 when added up. 

Notice the six items are divided into ‘General items” 
and “Featured items.” The featured items should get the 
bulk of display. If this selection were run in four ads, 

(Continued on page 88) 











January 9, 1930 





THE JEWELERS’ CIRCULAR 
Established 1866 








6 West 48th Street, New York 


AMSTERDAM: 33 SARPHATISTRAAT LONDON: 23 HOLBORN VIADUCT ANTWERP: 48 RUE SIMONS 





—_——_—_— eee 


























OPPENHEIMER BROS. & VEITH 














| DIAMONDS 
PEARLS 

PEARL NECKLACES 

| 527 FIFTH AVENUE: :: =: NEW YORK | 
| AMSTERDAM LONDON PARIS | | 









































FMERALDS 
RUBIES 
SAPPHIRES 


In All Sizes 
GCOODFRIEND BROS. 


542 FIFTH AVENUE NEW YORK 

















































January 9, 1930 


THE JEWELERS’ CIRCULAR 


Christmas Trade in London 


Reports Indicate Fairly Good Results—Wakefield Trophy 
—New Rings and Brooches 


By Jack Brooks 


LONDON, Dec. 30.—The 1929 bookings 
for space at the February British Indus- 
tries Fair here and in Birmingham indi- 
cate that this annual trade show, at 
which the jewelry, silver and fine cera- 
mics industries are always well repre- 
sented, will be larger than ever. In Lon- 
don the Olympia is being enlarged in 
readiness for the increased space that 
will be needed. Birmingham jewelers 
and gold and silversmiths expect to stage 
a comprehensive exhibit at the London 
section. 





The manufacturing jewelers and silver 
and plate firms have finished their 
Christmas and New Year’s Day orders 
which have been substantial and indicate 
a fairly good trade for the retailers. 
Sales to the retailers are on a larger 
scale this season than last. There has 
been a demand for high quality cutlery 
and the shipping companies have taken 
large quantities of the more expen- 
sive ivory-handled goods. Sterling sil 
verware sales show an increase on for- 
mer seasons. The severe competition, 
however, makes it doubtful if many of 
the big orders executed for the trade and 
the shipping companies and hotels show 
much profit for the manufacturers. 


ae a | 


The Wakefield Trophy for Maximum 
Speed presented by Sir Charles Wake- 
field, which takes the form of a 22-inch 
model symbolical of “The Spirit of 
Speed” modeled by Mrs. Harold Stabler, 
has just been completed here. This is 
one of the largest gold statues cast for 
300 years, and the art of its rendering 
is almost lost. The statue contains 300 
ounces of solid gold which, in its virgin 
state, is worth around $5000. Two years 
ago Sir Charles offered the trophy, to- 
gether with $5000 a year to the holder, 
for the man obtaining the world’s highest 
motor speed record. The trophy was 
won in 1927 by Malcolm Campbell, in 
1928 by the late Ray Keech, and this 
year by Sir Henry Segrave. The trophy 
is deposited with the Automobile Club 
in the country to which the holder be- 
longs, the holder himself receiving a sil- 
ver replica. Edwin Welby of P. and J. 
Welby, the Garrick Street goldsmiths, 
says it was a most difficult job finding 
people who understood how to work on 
a production of such size, delicacy and 
complexity. Experts in all branches of 


the goldsmiths’ art have handled it 
throughout its manufacture in order to 
insure its being a perfect specimen of 
its kind. 


* *& * 


The elder of two student brothers, who 
were charged at Marlborough Street 
Police Court last week with breaking 
into the Grafton Street jewelry store of 
E. J. Lowe and stealing jewelry worth 
$4340, said that they needed the money 
and seeing the rings in the store decided 
to confiscate them. The younger brother 
said he (the elder) owed him $250 and 
that the latter remarked that if he could 
get some diamond rings he would let 
his brother have the money. He went 
home and waited while his brother com- 
mitted the robbery. Both were remanded, 
the younger brother being allowed out 
on bond. 


The single stone vogue in gem ring's 
has prompted the jewelry craftsmen to 
make up sets of four, each with a differ- 
ent stone, complete in a fashionable case. 
These quartets were on display at the 
exclusive jewelry shops during the yule- 
tide and made an instant appeal to the 





One 


well-to-do shopper. kind of gem 
stone is featured in each ring, thereby 
enabling the owner to wear any combina- 
tion desired—diamond with an emerald, 
a ruby or a sapphire, emerald with a 
ruby or a sapphire, or a sapphire with 
a ruby. The prices of these sets of rings 
range from $750 to $6000, according to 
the quality of the gems. The most fash- 
ionable ring this season is the platinum 
sheath featuring a large square emerald, 
each shoulder being emphasized with a 
single diamond cut half-moon shape to 
fit the central stone. 


ca x * 


The newest brooches which are now 
used a lot at the point of the V with 
the winter gowns are practically repro- 
ductions of fine pictures in miniature 
carried out in carved and _ cabochon 
stones. The more elaborate of these or- 
naments have a central design in the 
form of a flower bowl or vase done en- 
tirely in diamonds. Fruit and flowers 
emanate from this bowl and cascade out 
in a willow tree effect, which provides 
symmetry and balance to the design. 
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International News Photo 

THE WAKEFIELD TROPHY FOR MAXI- 

MUM SPEED IT CONTAINS 300 OUNCES 
OF GOLD 

Each petal is a cabochon stone. Every 

leaf is of carved emerald. Fruit and 


flowers are interpreted in their natural 
colors by means of sapphires, rubies, 
topaz and amethyst. The central de- 
sign is superimposed on a trellis work 
of platinum set with large diamonds. 
On each side of the central bowl] are dia- 
mond scrolls, the whole design being 
crowned with cabochon emeralds in the 
form of fruit. In this type of brooch 
the flower bowl of diamonds swings for- 


ward to reveal a tiny watch dial. The 
diamonds used are square, round and 
baguette. The emeralds are carved in 
Oriental manner. 


ce 4 * 


Silver on the bullion market here this 
week records the lowest price level since 
1915, at just over 44 cents per ounce. 
In one day spot silver lost around seven 
cents an ounce, due to heavy selling in- 
fluenced by weak buying on the part of 
China. The Chinese, of course, provide 





the largest world market for silver, and 
any apathy on the part of silver mer- 
chants there reacts in the bullion mar- 
ket here. The Chinese political situation 
is considered to be mainly responsible for 
the present slump in silver purchases, 
and is thought to be of but a temporary 
nature. 
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Appeal of Nassak Diamond Duty Not 
to Be Heard Until February 


WASHINGTON, D. C., Jan. 3.—It is 
probable that the argument in the fa- 
mous Nassak diamond case will be heard 
by the United States Court of Customs 
and Patent Appeals some time late in 
February or in March, it was stated at 
the court here. 

Domestic interests who are protesting 
the free entry of this famous gem on 
the ground that it was an artistic 





antique as held by the Customs Court, 
must file their brief with the Court 
of Appeals not later than Jan. 10. 
The importers are given 30 days after 
Jan. 10 in which to file their reply brief, 
unless some extension is allowed by the 
court. That means that the court will 
not be able to hear the argument in the 
case until late in February or March. 
* * * 
Senate and Congress Will Give Pro- 
posed Tariff Bill Right of Way at 


New Sessions Started on Monday 


WASHINGTON, D. C., Jan. 6.—Congress 
reconvened today after its holiday recess 
and is now ready to go ahead unde1 
full steam until next December if it so 
this being the so-called long 
session. The Senate has made the 
tariff bill the unfinished business and 
there are all kinds of varying ideas as 
to when the bill will actually pass that 
body of Congress and be sent to con- 
ference. Some of the “guesses” which 
seem nearest correct place the dates any- 
wheres from Feb. 1 to Feb. 15. 

Representative Garner of Texas, Dem- 
ocratic minority leader in the House 
has an idea that he may get together 
enough votes so that the bill can become 
a law 10 days after its passage by the 
Senate. He would do this, he explains, 
by accepting the Senate bill as to rates, 


chooses; 


and only taking up in conference the 
question of the flexible tariff and the 
debenture plan. House leaders, how- 


ever, are laughing at the suggestion of 
Garner on the ground that he can never 
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By L. M. Lamm, Washington, D. 


get enough votes for this purpose and 
it is indicated that the bill will be in 
conference for a long time. 

The Senate leaders have indicated 
that they are going to give tariff the 
right of way and aside from taking up 
necessary measures once in a while it 
is the present intention in the Senate to 
complete the tariff bill as soon as pos- 
sible. This is indicated on every side. 
All of the various “blocs” in the Upper 
House are in agreement with the ad- 
ministration that the tariff bill should 
be expedited and that the debate should 
be continued without interruption until 
the measure has been sent to conference. 

Senator Smoot, chairman of _ the 
Finance Committee told the President at 
a conference last week that he is hopeful 
that the bill can be sent to conference by 
Feb. 15. 


Notified of 
Reduction 


Corporations Tax 


WASHINGTON, D. C., Jan. 3.—Jewelry 
and all other corporations are being 
warned in advance by the Bureau of In- 
ternal Revenue to note the fact that cor- 
poration taxes for the calendar year 1929 
have been reduced from 12 to 11 per cent. 

This reduction in tax will also apply 
to the portion of corporation taxes filed 
for a fiscal year ended in 1929. 

Collectors of Internal Revenue are also 
being notified by the Bureau to watch out 
for corporations not taking advantage 
of the 1 per cent reduction and where 
the payment is made in installments, the 
reduction is to be put into effect by the 
Collector even if the corporation has 
overlooked the reduction. In case too 
much is paid to the government, because 
of oversight, it is not going to be nec- 
essary for the corporations to put in a 
formal request for overassessment and 
refund. 





Unsolicited Merchandise in the Mails 


WASHINGTON, D. C., Jan. 3.—Congress 
is again to be asked to stop the practice 
of sending unsolicited merchandise 
through the mails and forcing persons 


C., Correspondent 





who receive the articles to pay for them, 
according to officials of the Post Office 
Department. 

The proposed legislation has been in- 
dorsed by the Postmaster General, who 
has been advised by postal officials that 
continued abuse of the mails in this man- 
ner has brought complaints from persons 
forced to pay for unsolicited goods. 

It has been explained that such par- 
cels are sent collect on delivery, and 
that, under the postal regulations, the 





person receiving the package may not 
open it before he pays the carrier. 
Firms following the practice have been 


denied the use of the mails on the 
ground of fraud, but officials say that 


this has not entirely stopped the use of 


the method. 
K ok 


Department of Labor Reports In- 
creased Employment in Retail 
Trade During November 
WASHINGTON, D. ( 
ment in the retail 


»., Jan. 4.—Employ- 
trade in November 
continued with the upward seasonal 
trend which began in September, ac- 
cording to the Bureau of Labor Statis- 
tics, Department of Labor. Eight of the 
nine divisions showed increased employ- 
ment while all divisions showed increased 
pay roll totals. The Middle Atlantic 
and the New England divisions reported 
increases in employment of 12.4 and 9.5 
per cent, respectively. The West North 
Central division alone showed a slight 
in number of workers. The 
6125 establishments from which reports 
were received had in November 251,803 





decrease 


employes whose earnings in one week 
were $5,901,705. 
Employment in the wholesale trade 


remained practically unchanged in 
November as compared with October, 
while pay roll totals decreased 0.8 per 
cent. The 1846 establishments reporting 
had in November 65,464 employes and 
pay roll totals of $1,973,549. 
Employment in 7971 establishments, 
both wholesale and _ retail combined, 
showed a gain of 3.8 per cent in 
November as compared with October, 
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and a gain of 1.6 per cent in pay roll 
totals. 

The level of employment in manu- 
facturing industries in November was 
0.6 per cent lower than in November, 
1928, and employes’ earnings were one 
per cent lower. This is the first month 
since September, 1928, that employment 
fell below the level of the same month 
the preceding year, while pay roll totals 
were lower than the level of the same 
month the preceding year for the first 
time since August, 1928. 





Time to Take an Inventory 


WASHINGTON, D. C., Jan. 38.—“We 
should resolve, above all, to take a strict 
and accurate ‘inventory’ of our commer- 
cial situation, with a candid willingness 
to recognize unsatisfactory conditions,” 
said Dr. Julius Klein, Assistant Secre- 
tary of Commerce, in his weekly radio 
talk last Sunday night. 

“This should be,” he continued, “pre- 
eminently, a period of self analysis, both 
nationally, and particularly, by individ- 
ual firms—a searching out of the weak 
spots as well as of the strong—a resolute 
appraisal devoid of illusions.” 

Dr. Klein called attention to the fact 
that “we are proud of the unparalleled 
industrial output of the country in 1929. 
But was all that output sold? In gen- 
eral, there was a satisfactory regularity 
in the consumption of goods in all save a 
very few lines. But in some cases, es- 
pecially in raw materials, we learn of 
slightly abnormal inventories. Are 
stocks accumulating unduly in certain 
lines? Study deserves to be devoted to 
that question.” 

“As we stand at the beginning of the 
new year,” Dr. Klein continued, “a re- 
solve to take inventory, there are, as I 
see it, two big considerations to be borne 
steadily in mind. The first is, that this 
is an epoch especially changeful and 
dynamic. And the second is, that we 
cannot form truly just business esti- 
mates unless we penetrate below the sur- 
face and learn about the deep, powerful 
currents which are often vastly more im- 
portant than the superficial things that 
catch the eye at first. 

“My own conviction is that we are 
justified in feeling an abiding if perhaps 
not an exuberant, optimism.” 


Small Orders Produce Increased 
Office Expense 


WASHINGTON, D. C., Jan. 4.—In- 
creased office expense was involved in 95 
per cent of the cases of increased mar- 
keting costs arising from small order 
buying reported by 115 manufacturing 
establishments, according to the findings 
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of the Brookings Institute, this city, in 
its recent study of hand to mouth buying. 

Those reporting were asked to esti- 
mate the proportional cost for recording, 
billing, granting credit, and collecting 
for a “good sized” order and for one one- 
fifth as large. Over one-half of the 
manufacturers reporting replied that the 
cost for the small order for each of these 
operations was as great as for the “good 
sized” order, which means five times as 
great in proportion to the size of the 
order. The range of relative costs for the 
one-fifth size order and the “good sized” 
order ran from 20 to 105 per cent for 
recording and billing; from 20 to 300 
per cent for granting credit; and from 
20 to 300 per cent for collecting. 

The average of the percentages re- 
ported for these activities were, respec- 
tively; for recording the smaller order, 
88 per cent of the cost for recording the 
larger one; for billing, 82 per cent, for 
granting credit, 97 per cent, and for col- 
lecting, 101 per cent. 


Increase in Number of Women 
Purchasing Agents 


WASHINGTON, D. C., Jan. 4.—Women 
jobbers or retail purchasing agents are 
multiplying so rapidly in a large eastern 
city, it is reported here, that one of the 
leading department stores reported about 
60 per cent of its total charge sales in a re- 
cent month were made by women agents. 
These women, who represent purchasers 
living outside the city, buy for their 
clients, on request, anything offered in 
the large department stores. 

The purchasing agents are said to buy 
in their own name on account, collecting 
in return from their clients, sometimes 
on a C.O.D. basis and sometimes on a 
monthly account. Their commission 
from their clients is small, or sometimes 
nothing, but they receive discounts on all 
orders they take, the department stores 
transferring to them the credit risk. 
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Department Store Sales Show Slight 
Gain in November 


WASHINGTON, D. C., Jan. 4.—Depart- 
ment store sales for November were 
about one per cent larger than in the 
corresponding month of 1928, according 
to reports to the Federal Reserve sys- 
tem by 523 stores in 229 cities. For the 
first 11 months of 1929 sales were 3 
per cent larger than for the same period 
in 1928. 

Inventories of the reporting depart- 
ment stores at the end of November were 
at about the same level as a year ago, 
according to reports from 433 stores. 


v0 


Decennial Census Will Help to Gauge 
Economic Status and Buying Power 


WASHINGTON, D. C., Jan. 4.—The 1930 
decennial census will make it possible to 
gauge economic status and buying power 
more accurately than has any previous 
census. Data to be secured for the first 
time includes information on the value 
of the home, if owned, or monthly rental, 
if rented. 

Data on the occupation of each gain- 
ful worker, the industry in which em- 
ployed, and whether employer or em- 
ploye, have been obtained in previous 
censuses, but the 1930 census will ascer- 
tain also whether each person usually 
employed is actually at work. If not, 
additional information will be secured on 
a special unemployment schedule. 





G. S. Ferguson, Jr.. Chosen Chairman 
of Federal Trade Commission 


WASHINGTON, D. C., Jan. 6—Commis- 
sioner G. S. Ferguson, Jr., has been de- 
signated chairman of the Federal Trade 
Commission to serve during the year 
1930, succeeding Commissioner Edgar A. 
McCulloch, who was chairman last year. 
Mr. Ferguson was elected under the 
Commission’s rotation policy which pro- 
vides that Commissioners shall serve as 
chairman for one year in the order of 
their seniority. 








Course in Engraving May Be Estab- 
lished at the Ohio Mechanics 
Institute 


CINCINNATI, OHIO, Jan. 6.—Clarence 
Loeb, chairman of the entertainment 
committee of the Cincinnati Wholesale 
Jewelers’ and Manufacturers’ Associa- 
tion, will soon consider the establishment 
of a course in engraving in the Ohio 
Mechanics Institute. Mr. Loeb was ap- 
pointed along with Arno Dorst to take 
the matter up with Prof. John T. Faig, 
president of the institute. 

The engraving course, it is thought 
possible, may become a part of the 
watchmakers’ school, which has been con- 
ducted at the institute for a number of 
years. The project of establishing an 
engraving and designing branch in the 
school is well thought of by jewelers as 
it would attract apprentices to the jew- 
elry industry where they could acquirs 
a fundamental knowledge of the profes- 
sion before associating themselves with 
manufacturing firms. 





O. C. Zastrow has established a shop 
at Brainerd, Minn. 








jewelry 


of the 
reports of rep- 


CAREFUL survey 
+ ene based on the 
resentative retail jewelers of the coun 
try shows that 1929 though a year 
“spotted” as to business was a fairly 
good year for the jewelry trade, as a 
whole, and that despite the predictions 
of so-called business “experts” and eco- 
nomists, the average Christmas business 
of the country was about normal, about 
as many jewelers finding business ahead 


of the Christmas season of 1928 as 
those who found it behind, while the 
rest did a business of about the same 
amount. Most of the retailers did as 
well or better in 1929 than in 1928. 
These are facts not theories. 
They are deduced from actual re- 


ports of prominent jewelers throughout 
the entire United States telegraphed in 
to THE JEWELERS’ CIRCULAR at the end 
of the year, together with the statements 
of others made to correspondents of this 
paper in the various large jewelry cen- 
ters of the country. 

This is the day the 
world wants neither guesses nor opin- 
ions. It wants facts and for the facts 
about the jewelry business, it is looked 
to THE JEWELERS’ CIRCULAR for the 
answer. To get this sent 
telegrams to large and small jewelers in 
every section of the country, from the 
Atlantie to the Pacific, from the Cana- 
dian Border to Mexico, asking for a re- 
telegraph on four essential 


business 


when 


answer, we 


port by 
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Yes! Santa Claus 


Te egraphic Reports From Leading Retailers in Every Section of 


Christmas Trade Fell Off With Some But in Most Instances Held 








tions have been in different parts of the 
country. Some jewelers who had a poor 
year in comparison with 1928 did an 
excellent Christmas business; others who 


points in relation to their trade, namely: 

How did the 1929 
pare with that of the 
How did the Christmas business compare 


business in coni- 


previous years 


with that of 1928? Was there any last had a good year did a poor Christmas 
minute rush? What were the prospects business. Many had a good year and 
of business among the jewelers of the good holiday trade while a few had 


In some cases, the Christmas 
was continuous, in some cases, it 
at the last minute and in some 
cases, it did not come at all. The fact 
tioned immediately sent back answers to that so many jewelers had a good year 

of which are’ in 1929 and a good Christmas business i 
as well is worthy of particular note but 
especially important is the optimism ex- 


immediate vicinity as a result of the neither. 


and construction program _ rush 


building 
promised in Washington? came 


Over 80 per cent of the jewelers ques 


these questions, about 50 
published in full in this and the follow- 
ing pages in the form in which they are 


received, unchanged and unedited, that pressed by most of those who answered. 
the business world may read for itself In a few words, the answers may be 
exactly what were the experiences of summed up as follows: 

the men who control the great outlets More than 78 per cent of those 
for jewelry products to the _ public. answering report that in 1929 they 
There are other telegrams we _ should had as good or better business than 
like to publish due to the importance in 1928, about 54 per cent reporting 


a better business and about 24 per 
reporting business equally as 


of the houses sending them and the en- 
couraging information that they 
but as these were submitted confidential- 
ly for our their figures 
have only been used in the totals com- 


give, cent 
good. 
About 60 per cent of the answers 


received report that the December 


own use, 


piled. business of 1929 was good or better 
We feel that every manufacturer, than 1928, about 37 per cent re- 
wholesaler and importer in the trade porting a better business and about 


24 per cent reporting a_ business 
equally as good. 

About 22 per cent of the replies 
showed a loss in business in 1929 
and about 35 per cent showed a 
loss during the Christmas trade. 


as well as the retailers should read these 
reports carefully if they want to get an 
unbiased and fair idea of the position of 
the retail jeweler, as a result of the 
conditions we have just passed through. 

They will show how different condi- 
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Came to the Jewelers 


the Country Show Business in 1929 Made Good Showing— 
Its Own or Showed a Gain—All Express Optimism for 1930 





But everyone should take note of the 
fact that nearly 85 per cent of these deal- 
ers are optimistic for 1930, 8% per cent 
express pessimism as to the future and 
about 6% per cent express no views 
whatsoever. 

The following are the reports as re- 
ceived by this office directly from the 
telegraph office without any attempt to 
arrange them alphabetically or accord- 
ing to the character of the contents. 


The Telegrams 


PITTSBURGH, PENN., DEC. 31. 
TOTAL YEAR’S BUSINESS VERY 
SATISFACTORY NOTWITHSTAND- 
ING FALL OFF IN DECEMBER 
WHICH WAS EXPECTED. WE ARE 
LOOKING FORWARD TO NINETEEN 


THIRTY WITH HOPE AND CON- 
FIDENCE AND FEEL SATISFIED 
THE YEAR WILL BE GOOD. OUR 


DISTRICT IS CONSTANTLY CREAT- 
ING NEW WEALTH AND WITH 
THIS NEW WEALTH ARE CREATED 
DESIRES WHICH WE WILL AL- 
WAYS ENDEAVOR TO SATISFY 
WITH THE KIND OF MERCHAN- 
DISE WE HAVE ALWAYS CARRIED. 


GROGAN CO., F. A. KEATING. 
* * * 


BUFFALO, N. Y., Dec 31, PM 6.10 


OUR VOLUME OF BUSINESS FOR 
DECEMBER NINETEEN TWENTY- 


NINE AND OUR VOLUME OF 
BUSINESS FOR THE YEAR NINE- 
TEEN TWENTY-NINE EXCEEDED 
RESPECTIVE PERIODS OF NINE- 
TEEN TWENTY-EIGHT AND WERE 
GREATER THAN FOR ANY SIMILAR 
PERIODS IN OUR ENTIRE BUSI- 
NESS HISTORY OF SEVENTY-TWO 
YEARS NINETEEN THIRTY IS 
STILL A CLOSED BOOK BUT IN OUR 
OPINION THE NATURAL OPTIMISM 
OF THE AMERICAN PEOPLE, THE 
TREMENDOUS RESOURCES OF OUR 
COUNTRY AND THE VIGOROUS 
AND CONSTRUCTIVE POLICY OF 
OUR GOVERNMENT WILL  PRE- 
VENT AN UNFAVORABLE BUSI- 
NESS REACTION DURING THE 
COMING TWELVE MONTHS. 
T. C. TANKE, INC. 
* * * 

SAN ANGELO, TEX., DEC 31, 1929. 

OUR NINETEEN TWENTY-NINE 
BUSINESS FAR EXCEEDED OUR 
BUSINESS OF NINETEEN TWENTY- 
EIGHT. OUR CHRISTMAS BUSI- 
NESS BEGAN EARLY IN DECEM- 
BER AND CONTINUED THROUGH 
CHRISTMAS IT WAS THE GREAT- 
EST IN THE HISTORY OF OUR 
BUSINESS. WE HAVE FAITH IN 
THE HOOVER ADMINISTRATION 
AND LOOK FORWARD TO NINE- 
TEEN THIRTY AS OUR GREATEST 
YEAR AND ARE LAYING PLANS 


TO BUILD WITH SAN ANGELO AND 

WEST TEXAS IN THE GREATEST 

STATE IN THE UNITED STATES. 
I. J. C. HOLLAND. 


* * * 


WASHINGTON, D. C., DEC 31, 1929. 
WE HAD MORE PEOPLE IN OUR 
STORE THIS DECEMBER THAN 
LAST YEAR AND MADE MORE 
SALES WE THINK MORE PROFITS 
OUR TOTAL WAS ABOUT THE 
SAME AS LAST YEAR WE DID NOT 
SELL THE NUMBER OF LARGE 
PIECES AND HAD A FEW CAN- 
CELLATIONS ON SOME EXPECT 


THE SPRING TO BE NORMAL. 
PEARSON AND CRAIN. 
WASHINGTON, D. C., DEC. 31, 1929. 


NINETEEN TWENTY-NINE 
A SUBSTAN- 


OUR 
BUSINESS SHOWED 
TIAL INCREASE OVER THE PRE- 
VIOUS YEAR IN SPITE OF TWO 
MONTHS’ REBUILDING PROGRAM 
DURING THE SUMMER XMAS BUSI- 
NESS BROUGHT OUT A GREATER 
VOLUME OF TRADE THAN WE 
EVER HANDLED THE SHOP EARLY 
CAMPAIGN SPONSORED BY MER- 
CHANTS OF THIS CITY HAD ITS 
EFFECT PRODUCING A STEADY 
XMAS BUSINESS THROUGH THE 
MONTH WITH THE CUSTOMARY 
LAST MINUTE RUSH WASHING- 
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EMERALDS SAPPHIRES 


STAR SAPPHIRES 


























CUTTERS OF 
DIAMONDS 


A Life-Time Experience 


Here and Abroad 
BEST VALUES 


consistent with 


HIGH GRADE WORKMANSHIP 
SOL VAN WEZEL. Inc. 








SOL ROSEMAN SOL VAN WEZEL ALBERT J. SEQUEIRA 
Offices and Factory 
74 W. 46TH St. NEW YORK 


























Established 1898 Direct Importer 


ARTHUR SILBERFELD 


Incorporated 


580 FIFTH AVE., NEW YORK 


FANCY CUT 
DIAMONDS 


Complete Line of 


Round Diamonds and Rare Gems 
Pearls and Emeralds 





















ie 
a 108 Rue de Pelican 2 Tulpstraat 7-9 Blvd. Haussmann 
a Antwerp Amsterdam Paris 
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TON BUSINESS MEN ARE LOOKING 
FORWARD TO A COMMERCIALLY 
PROGRESSIVE AND PROSPEROUS 
YEAR DURING NINETEEN THIRTY 
AS A RESULT OF PRESIDENT 
HOOVER’S CONSTRUCTIVE PRO- 
GRAM AND PARTICULARLY AS A 
RESULT OF THE BUILDING PRO- 
GRAM PLANNED FOR WASHING- 
TON BY THE UNITED STATES 
GOVERNMENT AND OTHER PRI- 
VATE INDUSTRIES. 
ARTHUR J. SUNDLUN, 
A. KAHN, INC. 


o* 


WASHINGTON, D. C., DEC 31. 


COLD FACTS SHOW YEAR TWEN- 
TY-NINE BUSINESS BEST IN OUR 
FIFTY-FOUR YEARS’ EXPERIENCE 
DECEMBER BEST MONTH AND 
DECEMBER TWENTY-THIRD BEST 
DAY IN STORE’S HISTORY. EVERY 
DEPARTMENT WENT WELL AHEAD 
OF LAST YEAR. NOT ONE MEN- 
TION FROM CUSTOMERS OF DE- 
PRESSING EFFECT OF STOCK 
MARKET AND FACTS BEAR OUT 
BELIEF THAT IT WAS MOSTLY 
PSYCHOLOGICAL. EXPECTED 
AFTER CHRISTMAS LET DOWN 
HAS NOT MATERIALIZED AS 
SALES HAVE BEEN VERY GRATI- 
FYING TO DATE LOCALLY GOV- 
ERNMENT BUILDING PROGRAM 
PUTTING MILLIONS INTO HANDS 
OF CLASS WHO SPEND FREELY 
EXPECTED TO BOOST APPRECI- 
ABLY THE JEWELRY BUSINESS 
HERE. 

RALPH H. CHASE, 

ADV. MGR. R. HARRIS AND CO. 


* 


1929. 


INDIANAPOLIS, IND., DEC. 31, 

SINCE START OF FISCAL YEAR 
ON JULY FIRST EACH MONTH EX- 
CEPT SEPTEMBER SHOWS NICE 
INCREASE. DECEMBER BUSINESS 
INCREASED TWELVE PER CENT 
WITH MAJOR PORTION OF VOL- 
UME IN FIRST TEN DAYS. EX- 
PECTING GOOD BUSINESS NEXT 
YEAR WITH FINE EXPANSION 
AND BUILDING PROGRAMS SAME 
PO YOU. 

JULIUS C. WALK & SON, INC. 


* * * 


MILWAUKEE, WIS., DEC. 31. 

BUSINESS WAS ABOUT WHAT IT 
WAS IN NINETEEN TWENTY- 
EIGHT. THE LAST RUSH WAS 
NOT QUITE AS BIG AS EXPECTED. 
WE HOPE FOR A FAIR BUSINESS 
IN NINETEEN THIRTY. 

BUNDE & UPMEYER CoO. 


THE JEWELERS’ CIRCULAR 
ST. LOUIS, MO., JAN 2. 

OUR NINETEEN TWENTY-NINE 
BUSINESS BETTER THAN NINE- 
TEEN TWENTY-EIGHT DECEMBER 


ALSO BETTER THAN CORRE- 
SPONDING MONTH EXPECTING 
GOOD BUSINESS IN NINETEEN 
Trine. 
HESS & CULBERTSON JEWELRY 
COMPANY. 
* * * 


ALTON, ILL., DEC 31, 1929. 

OUR BUSINESS UP TO DECEM- 
BER FIRST WAS EIGHT PER CENT 
BETTER THAN LAST YEAR DECEM- 





Why We Can Be 
Optimistic 

Of the retailers reporting 

by telegraph on _ business 


conditions in their territory 


for 1930 


85 Per Cent 
good business 


expect 


17 Per Cent are non- 
committal and only 
8 Per Cent are pessi- 
mistic 











BER BUSINESS WAS ABOUT FIF- 
TEEN PER CENT LESS THAN LAST 


YEAR OUTLOOK FOR NINETEEN 
THIRTY GOOD STARTING IN THE 
SPRING. 


E. H. GOULDING’S SONS CO. 
eo 2 2 


DENVER, COLO., DEC 31. 
NINETEEN TWENTY-NINE BUSI- 
NESS WENT A TRIFLE AHEAD OF 
NINETEEN TWENTY-EIGHT DUE 
TO SOME EXTRA LARGE PIECES 
THAT WERE SOLD THE LAST FEW 
DAYS HOWEVER THE EARLY 
PART OF THE MONTH WAS EX- 
TREMELY SLOW AND ALL BUSI- 
NESS WAS DONE THE LAST 
THREE DAYS. WE LOOK FOR THE 
BIGGEST YEAR THAT WE HAVE 
EVER HAD IN NINETEEN THIRTY 
DUE TO THE BUILDING PRO- 
GRAMS IN THE EAST ALTHOUGH 
WE DO NOT THINK IT WILL GET 
UNDER WAY MUCH BEFORE THE 
SUMMER MONTHS. ALL THE WEST 
IS OPTIMISTIC OVER THE OUT- 
LOOK FOR NINETEEN THIRTY. 


TED SYMAN, 
THE SYMAN BROS. JEWELRY CO. 
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UTAH. 
DEC 31, 1929. 
THIS YEAR’S BUSINESS THREE 
PER CENT INCREASE OVER LAST 
YEAR’S. IN DECEMBER BUSINESS 
SLIGHTLY AHEAD OF LAST DE- 
CEMBER UP TO AND INCLUDING 
THE TWENTY-THIRD. BIG DE- 
CREASE ON TWENTY-FOURTH 
AND SINCE MAKING TEN PER 
CENT DECREASE FOR THE MONTH 
OVER NINETEEN TWENTY-EIGHT. 


SALT LAKE CITY, 


WE NEVER PROPHESY IN THE 
JEWELRY BUSINESS FOR THE 
FUTURE. 


LEYSON-PEARSALL CO. 


SEATTLE, WASH., DEC 831. 

CHRISTMAS BUSINESS WITH US 
WAS BETTER THAN LAST YEAR 
LAST TWO DAYS WERE GOOD BUT 
JEWELRY BUSINESS AS A WHOLE 
WAS NOT UP TO NORMAL. EXPEN- 
SIVE GOODS DID NOT MOVE. NO 
DOUBT BUILDING AND CONSTRUC- 
TION PROGRAM WILL HELP NINE- 
TEEN HUNDRED THIRTY AFTER 
IT GETS GOING. 

L. W. SUTER. 


MILFORD, MASS., JAN 1, 1930. 


NINETEEN TWENTY-NINE BUSI- 
NESS ONLY SLIGHTLY BETTER 
THAN TWENTY-EIGHT OUTLOOK 
FOR NEW ENGLAND NINETEEN 
THIRTY ONLY FAIR THOSE WHO 
WORK HARD WATCHING EVERY 
MOVE MAY EQUAL NINETEEN 
TWENTY-NINE SALES WILL DE- 
PEND LARGELY ON CONDITION 
OF TEXTILE SHOE AND MACHIN- 
ERY INDUSTRIES WHICH ARE 
RATHER QUIET SUMMER BUSI- 
NESS GROWING BETTER EVERY 
YEAR IN NEW ENGLAND NO BOOM 
WAS EXPERIENCED AT END OF 
YEAR BUT RATHER STEADY FOR 
LAST TWO WEEKS MORE DEMAND 
FOR LOWER PRICED GOODS BUSI- 
NESS WILL BE GOOD WITH 
JEWELERS ONLY AFTER THERE 
ARE THREE STORES WHERE FIVE 
NOW EXIST. 


KE. F. LILLEY. 


CHATTANOOGA, TENN,., 2. 
REVISED FIGURES SHOW NINE- 
TEEN TWENTY-NINE SALES MORE 


THAN TWENTY-FIVE PER CENT 
AHEAD OF PREVIOUS YEAR. 
DECEMBER MATERIALLY MORE. 


HELPING TO PRODUCE MOST SAT- 
ISFACTORY RESULTS. OUTLOOK 
FOR NEXT YEAR FAVORABLE FOR 
WELL CONDUCTED STORES. 

W. F. FISCHER AND BRO. CO. 
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W.PMAEIGUE RS 


DIAMOND JEWELRY 


56 W. A] Street oO a BD 
NEW YORE 













Large Selection of 


EMERALD CUT DIAMONDS 


JACK SILBERFELD 


48 West 48th Street, New York 





Telephone: Bryant 5654 
Also— 
|4 Rue Lafayette 
PARIS 
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LITTLE ROCK, ARK., 31. 


NINETEEN TWENTY-NINE BUSI- 
NESS WAS NOT QUITE UP TO 
NINETEEN TWENTY-EIGHT. DE- 
CEMBER NINETEEN TWENTY- 
NINE AS GOOD AS DECEMBER 
NINETEEN TWENTY-EIGHT DE- 
SPITE THE FACT THERE WAS 
QUITE A LACK OF LARGE SALES. 
NO LAST MINUTE RUSH AS BUSI- 
NESS WAS WELL DISTRIBUTED 
DURING THE MONTH. WE FEEL 
THAT OUTLOOK FOR INCREASED 
SPRING BUSINESS NOT PROMIS- 
ING. 

CHAS. 8S. STIFFT CO. 


* * * 


CAL., DEC 31. 
BUSINESS NINETEEN TWENTY- 
NINE FIVE PER CENT LESS 
THAN NINETEEN TWENTY-EIGHT. 
CHRISTMAS BUSINESS SAME AS 
NINETEEN TWENTY-EIGHT 
AHEAD IN ALL DEPARTMENTS 
EXCEPT DIAMOND. WE ARE LOOK- 
ING FOR TEN PER CENT INCREASE 
NINETEEN THIRTY. 
J. JESSOP 


SAN DIEGO, 


& SONS. 
- 2 if 
PHILADELPHIA, PENN., DEC 31. 


PLEASED TO STATE THAT OUR 
1929° BUSINESS COMPARED MORE 
THAN FAVORABLY WITH 1928 DE- 
CEMBER VOLUME ABOVE OUR 
ESTIMATES WITH RECORD WATCH 
SALES LAST MINUTE RUSH TRE- 
MENDOUS EXPECT FIRST THREE 
OR FOUR MONTHS 1930 TO BE 
FAIRLY GOOD WITH INCREASING 
VOLUME AS YEAR PROGRESSES 
DILIGENT HONEST EFFORT COUP- 
LED WITH MODERN MERCHANDIS- 


ING METHODS WILL PROVIDE A 
GRAND CASH REGISTER SYM- 


PHONY DURING 1930 BEST WISHES 
FOR A HAPPY AND SUCCESSFUL 
NEW YEAR. 


SAMUEL J. LYONS, PRESIDENT, 
S. J. LYONS CO. 


i = 


CHICAGO, ILL., DEC 31. 

OUR NINETEEN TWENTY-NINE 
BUSINESS COMPARES FAVORABLY 
WITH NINETEEN TWENTY-EIGHT. 
CHRISTMAS BUSINESS NINETEEN 
TWENTY-NINE CHICAGO SLIGHT- 
LY OFF. A FEW OF OUR BRANCH 
STORES RAN CONSIDERABLY 
AHEAD WITH SOME ABOUT EVEN 
AND BALANCE SLIGHTLY LESS. 
NET RESULTS EIGHTEEN 
BRANCHES ABOUT SAME AS NINE- 
TEEN TWENTY-EIGHT LAST MIN- 
UTE RUSH NOT UP TO EXPECTA- 
TIONS BUILDING AND CONSTRUC- 


THE JEWELERS’ CIRCULAR 
TION PROGRAM HELPFUL WE 
LOOK FOR FAIR BUSINESS THIS 
SPRING AND A GOOD FALL. 
OLSEN & EBANN, 
CLARENCE OLSEN. 


LOS ANGELES, CAL., DEC 31, 1929. 
NINETEEN TWENTY-NINE BUSI- 
NESS WAS BETTER THAN NINE- 
TEEN TWENTY-EIGHT OWING TO 
A STEADY INCREASE THE FIRST 
NINE MONTHS OF THE YEAR. DE- 
CEMBER BUSINESS WAS NOT 
QUITE AS GOOD AS NINETEEN 





Encouraging Facts as 
to Jewelry Sales in 


1929 





Of the progressive jewelers 
reporting by telegraph on 
their last year’s business, 
More than 78 Per Cent 


show their business as good 
or better than 1928. 


53 1/3 Per Cent show better 


23 9/10 Per Cent show the 


same 
21 3/4 Per Cent show less 





60 Per Cent show as good 
or better Christmas busi- 
ness than in 1928. 


37 Per Cent show better 
23 Per Cent show the same 


34 4/5 Per Cent show. less 











TWENTY-EIGHT. EXPENSIVE DIA- 
MOND PIECES DID NOT MOVE AS 
RAPIDLY IN DECEMBER AS A 
YEAR AGO. EXPECT BUSINESS 
WILL BE QUIET THE FIRST HALF 
OF NINETEEN THIRTY BUT EX- 
PECT A GRADUAL INCREASE FOR 
THE BALANCE OF THE YEAR. 


DONOVAN & SEAMANS COMPANY. 


* * * 


CHICAGO, ILL., DEC. 31. 

OUR BUSINESS COMPARED FA- 
VORABLY WITH OTHER YEARS 
THERE WAS THE USUAL LAST 
MINUTE RUSH WE BELIEVE NINE- 
TEEN THIRTY WILL BE AS GOOD 
AS ANY PAST YEAR FOR THE 
AMERICAN PEOPLE WHO PUT 
THEIR SHOULDER TO THE WHEEL 
HAPPY NEW YEAR. 

LOFTIS BROS. & CO. 
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MERIDIAN, MISS., DEC. 31. 

OUR NINETEEN TWENTY-NINE 
BUSINESS PRACTICALLY THE 
SAME AS TWENTY-EIGHT. CHRIS'T- 


MAS BUSINESS ALSO ABCUT 
SAME AS LAST YEAR AND WE 
THINK WOULD HAVE GONE 
AHEAD EXCEPT FOR HEAVY 


SNOWSTORM ON SATURDAY.. UN- 
USUAL FOR THIS PART COUNTRY 
AND KEPT COUNTRY TRADE 
AWAY. FOR SAME REASON NO 
LAST MINUTE RUSH. BUILDING 
\ND CONSTRUCTION PROGRESS 
OF WASHINGTON CAN BE HELP- 
FUL ONLY BY THE OPTIMISM IT 
MIGHT CREATE. WE LOOK FOR 
QUIET BUSINESS NEXT SIX 
MONTHS WITH ONLY SLIGHT 
RECESSION FROM NINETEEN 
TWENTY-NINE. 

STRAUSS AND LERNER. 


TUCSON, ARIZ., DEC 81. 
NINETEEN TWENTY-NINE BUSI- 
NESS INCREASED ABOUT FOUR 
PER CENT OVER LAST YEAR 
WHICH ACCRUED FIRST NINE 
MONTHS. ANTICIPATED IN- 
CREASED CHRISTMAS BUSINESS 


THIS YEAR OVER LAST BUT DID 
NOT MATERIALIZE BUSINESS BE- 
ING THE SAME AS _ PREVIOUS 
YEAR. INDIVIDUAL SALES WERE 
SMALLER ALSO LAST MINUTE 
LARGE INDIVIDUAL SALES NOT 
MADE AS EXPERIENCED PRE- 
VIOUS YEARS. IDEAL CHRISTMAS 
WEATHER SUN SHINING EVERY 
DAY DURING DECEMBER. EXPECT 
NORMAL BUSINESS NEW YEAR 
NO LARGE BUILDING AND CON- 
STRUCTION PROGRAM ANTICI- 
PATED THIS SECTION. 
GREENWALD AND ADAMS, INC. 


* 4 * 


PORTLAND, ORE. 

WE HAVE NOT CLOSED OUR 
BOOKS AS YET HENCE CANNOT 
GIVE ACTUAL RESULTS OUR 
NINETEEN HUNDRED TWENTY- 
NINE SALES COMPARED VERY 
NEARLY WITH THOSE NINETEEN 
TWENTY-EIGHT STOCK MARKET 
CONDITIONS AFFECTED US 
OTHERWISE TWENTY-NINE SALES 
WOULD HAVE EXCEEDED PRE- 
VIOUS YEAR DON’T ANTICIPATE 
GREAT RESULTS FROM BUILDING 
AND CONSTRUCTION PROGRAM 
HERE. 

A. & C. FELDENHEIMER, INC. 


a 


MEMPHIS, TENN., DEC 31, 1929. 
OUR BUSINESS FOR CALENDAR 

YEAR SHOWS A LOSS OF FIVE PER 

CENT MINUS AND FOR DECEMBER 
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SCAR HEYMAN & BROS 
_ MANUFACTURERS OF JEWELRY IN PLATINUM 
LP) 58 WEST 40% STREET NEW YORK CITY 








EMERALD CUT MARQUISE 










“<The House of Quality and Values” 
ON A SOLID FOUNDATION 


Every transaction strengthens the con- Quality is the cornerstone; value the 
fidence on which this house is built and cement. Jewelers who depend on us 
is building to still greater accomplish- build likewise in their communities. 

ment. To enhance their reputations is our aim. 


MARCUS FELDMAN 


BAGUETTES ” : ‘ FANCIES 
1501 Broadway, Paramount Bldg., New York 


Chickering 6690 
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A LOSS OF FIVE PER CENT PLUS 
DID NOT HAVE LAST MINUTE 
RUSH BUT MONDAY PREVIOUS TO 
TWENTY-FIFTH VERY  PROFIT- 
ABLE NOT OPTIMISTIC OVER CON- 
STRUCTION PROGRAM. 

GEO. T. BRODNAX, INC. 


* * * 


PROVIDENCE, R. I., DEC. 31. 

YEAR’S BUSINESS ONE FIVE- 
TENTHS PER CENT LESS DECEM- 
BER BUSINESS FIVE’ SEVEN- 
TENTHS PER CENT LESS INSTEAD 
OF LAST MINUTE RUSH BUSINESS 
FELL OFF. LOOK FORWARD TO 
GOOD VOLUME ON MODERATE 
PRICE MERCHANDISE FOR NEXT 
YEAR ALTHOUGH EXPECT IT MAY 
BE SOMEWHAT LESS THAN NOR- 
MAL DURING FIRST PART OF SEA- 
SON. 


TILDEN-THURBER CORP. 


ROCHESTER, N. Y., DEC. 31, 1929. 
OUR BUSINESS IN 1929 SHOWED 
AS LIGHT GAIN OVER 1928 AL- 
THOUGH DECEMBER WAS ABOUT 
TEN PER CENT LESS I SEE NO 
REASON WHY 1930 SHOULD NOT 
BE A GOOD YEAR ROCHESTER 
CHIEF INDUSTRIES LOOK FOR AN 
AVERAGE BUSINESS AND MUCH 
NEW BUILDING. 
E. J. SCHEER. 


* * * 


SALT LAKE CITY, UTAH, DEC. 31. 
BUSINESS BETTER THAN LAST 
YEAR FEWER SALES BUT MORE 
MONEY FEATURED BETTER 
GOODS AND CASH NOT INSTALL- 
MENT. 
W. M. McCONAHAY. 


* * 


BOSTON, MASS., DEC. 31, 1929. 

HANDSOME EXCESS IN SALES 
OF FIRST TEN MONTHS NEARLY 
WIPED OUT IN NOVEMBER AND 
DECEMBER CHRISTMAS BUSINESS 
WAS STEADY SMALLER UNIT 
SALES NO SPECIAL LAST MINUTE 
RUSH NATIONAL CONSTRUCTION 
PROGRAM WILL HELP BUT SAME 
BROAD SPIRIT IN BUSINESS WILL 
HELP MUCH MORE POLICY OF UN- 
SELFISHNESS IN ALL BUSINESS 
AT PRESENT JUNCTURE IS MOST 
NEEDED. 


HODGSON KENNARD AND CO., INC. 
* * * 


TOPEKA, KAN., DEC. 31, 1929. 
FOUR STORES REPORTING. 
SLIGHT INCREASE OVER TWENTY- 
EIGHT. FIVE TIMES AS MANY 
LOOKERS AND SHOPPERS SALES 


THE JEWELERS’ CIRCULAR 
BELOW AVERAGE DUE TO SE- 
VERE COLD WAVE IN THE AFTER- 
NOON OF EIGHTEENTH LASTING 
THROUGH TWENTY-FIRST LAST 
TWO DAYS SLOW NOT SO PROFIT- 
ABLE BUT PROMISING WE ALL 
THINK WASHINGTON PROPA- 
GANDA VERY GOOD. 

M. L. 


oo 2 


SAN FRANCISCO, CAL., DEC. 31, 1929 

FIRST SIX MONTHS OF TWENTY- 
NINE COMPARED FAVORABLY 
WITH TWENTY-EIGHT. LAST SIX 
MONTHS UNFAVORABLE. DECEM- 
BER VERY UNFAVORABLE. ANTIC- 
IPATE SLOW FIRST SIX MONTHS 
IN THIRTY. HOPEFUL FOR NOR- 
MAL LAST SIX MONTHS. 

SHREVE TREAT & EACRET. 


ADDIS. 


JONESBORO, ARK., DEC. 31, 1929. 

NINETEEN TWENTY-NINE BUSI- 
NESS VERY NEARLY SAME AS 
NINETEEN TWENTY-EIGHT BOTH 
CHRISTMAS BUSINESS AND YEAR 
AS A WHOLE WE DID HAVE A 
LAST MINUTE RUSH ON MONDAY 
AND TUESDAY BEFORE CHRIST- 
MAS WE ARE EXPECTING A FAIR- 
LY GOOD BUSINESS IN NINETEEN 
THIRTY OWING TO LOCAL CONDI- 
TIONS WE DO NOT BELIEVE THE 
WASHINGTON PROGRAM WILL 
AFFECT US PARTICULARLY. 

T. J. ELLIS AND CO. 


«= 


ROANOKE, VA., DEC. 31, 1929. 
BUSINESS NINETEEN TWENTY- 
NINE COMPARED FAVORABLY 
WITH NINETEEN TWENTY-EIGHT 
LAST MINUTE RUSH PROFITABLE 
EXPECT A BIG BUSINESS IN NINE- 
TEEN THIRTY AS RESULT BUILD- 
ING AND CONSTRUCTION PRO- 
GRAM PROMISED BY WASHING- 
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TON ALREADY HEAVY ORDERS 
HAVE BEEN PLACED IN OUR SEC- 
TION. 


O. F. RUSSOW. 


* * * 


CHATTANOOGA, TENN., DEC. 31. 
NINETEEN TWENTY-NINE BUSI- 
NESS COMPARES VERY FA- 
VORABLY WITH TWENTY-EIGHT 
NOVEMBER AND DECEMBER 
AHEAD OF LAST YEAR DID NOT 
HAVE LAST MINUTE RUSH UN- 
DOUBTEDLY BUILDING AND CON- 
STRUCTION PROGRAM WILL HELP 
BUSINESS FOR NINETEEN THIRTY. 
O. K. LEBRON, 
EDWARDS & LEBRON, INC. 
DALLAS, TEX., DEC. 31, 1929. 
BUSINESS FOR NINETEEN 
TWENTY-NINE SHOWED IN VOL- 
UME A DECREASE OF ABOUT 
SEVEN PER CENT FROM PRE- 
VIOUS YEAR. LAST FEW DAYS 
OF CHRISTMAS BUYING WAS 
BRISK IN MAINLY POPULAR 
PRICED MERCHANDISE. WE EN- 
TERTAIN BRIGHT HOPES FOR A 
MUCH BETTER YEAR OF BUSI- 
NESS IN COMING YEAR. 
LINZ BROS. 


* * * 


BANGOR, ME., DEC. 31. 

1929 ABOUT SIX PER CENT BE- 
HIND 1928 CHRISTMAS BUSINESS 
SLOW IN STARTING BUT IM- 
PROVED AT FINISH MOST OF THE 
LOSS IN VOLUME CAME IN DE- 
CEMBER CONSTRUCTION QUIET 
IN EASTERN MAINE WE ANTICI- 
PATE QUIET YEAR 1930 HERE. 

W. C. BRYANT & SON. 


* * * 


TUCSON, ARIZ., DEC. 31, 1929. 
OUR NINETEEN TWENTY-NINE 

BUSINESS SHOWED AN INCREASE 
OF SIX PER CENT OVER TWENTY- 
EIGHT CHRISTMAS BUSINESS OUR 
PHOENIX STORE DECREASED TEN 
PER CENT TUCSON INCREASED 
TEN PER CENT LAST MINUTE 
RUSH ABOUT SAME AS USUAL WE 
DO NOT EXPECT WASHINGTON 
CONSTRUCTION PROGRAM HELP 
US GREATLY IN ARIZONA HOW- 
EVER WE ARE LOOKING FOR- 
WARD TO A PROSPEROUS NINE- 
TEEN THIRTY. 

ELMER E. PRESENT, 

DANIELS JEWELRY CO. 


e + * 

BOSTON, MASS., DEC. 31, 1929. 
OUR RETAIL BUSINESS UP TO 
THE TIME OF ‘HE BREAK IN THE 
STOCK MARKET WAS CONSIDER- 
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BARAD & PIEZG, | 'ciztccth Border bitot Lovegrove 
maicinsiniencceigelapadiaty wall SURELT Have at the disposal of the Buyers from the 
IMPORTERS OF STONE | Jewetty Trade: 


5 large centrally located offices 
Perfect light 











Business done on a strictly commission basis 





Phone: Trinite 33.66 45 Rue de Chateaudun 























Platinum and White Gold Shells gz 





SAMUEL STERN 


ze 71 Nassau St., New York 
a. ee ‘Phone Cortland 4346 
Only ring that will mount Monufactures Fine Platinem “Changeable 


‘| BAGUET ICS , en — = : os | 
; MARQUISES rs 
ie SQUARES 














MAINSPRINGS 


THE MOST RELIABLE 
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C. Monnat, 55 W. 42nd St., N.Y. 


sez) FINE CALIBRE 
1" DIAMONDS aaa 
BRYANT / OGhe Buyers’ Directory 


5464 + 54605 











Price, $1.00 
FINE gi NGLE STONES Jewelers Publishing Corp., New York | 
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MIKI MOTO PEARLS. 


Genuine Pearls Cultured 


HEAD OFFICE: GINZA, TOKIO 


BRANCHES: 
@8AKA—AWAJI-MACHI NICHOME 
OSAKA—4 CHOME ea et 
LONDON—205 Regent St.. W 
PARIS—7-9 BOULEVARD HAUSSMAN® 


PEARL CULTURE FARMS 


G@OKASHO BAY AND AGO BAY MIYEKE K 
OMURA BAY. NAGASAKIKEN NANAO BAY, ISHIKAWAKEN * 
‘ GAKIJIMA, RIUKIU. JAPAN PALAO ISLAND 53 
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ABLY AHEAD OF LAST YEAR. 
CHRISTMAS TRADE WITH US IN 
EXPENSIVE GOODS PARTICULAR- 
LY IN THE DIAMOND DEPART- 
MENT FELL OFF AS WE NATURAL- 
LY EXPECTED $F WOULD. 
OUR TRADE HOWEVER AS A 
WHOLE WAS VERY SATISFAC- 
TORY. WE THINK THAT THE 
YEAR WILL BE FULLY EQUAL TO 
LAST YEAR DESPITE THE LOSS 
OF LARGE SALES ON FINE GOODS 
THAT WE EXPECTED UNTIL THE 
BREAK IN STOCKS. WE BELIEVE 
THAT THE SPLENDID WORK OF 
PRESIDENT HOOVER WILL BEAR 
EXCELLENT RESULTS AND THAT 
THE BUSINESS OF NINETEEN 
THIRTY WILL BE AS A WHOLE 
SATISFACTORY. 


SMITH PATTERSON COMPANY. 
M. N. SMITH, PRESIDENT. 


* 


VANDERGRIFT, PENN., DEC. 31. 

A SUBSTANTIAL INCREASE 
OVER LAST YEAR CHRISTMAS 
BUSINESS LITTLE LESS THAN 
LAST YEAR OWING TO WORKING 
CONDITIONS THE THREE DAYS 
PRECEDING CHRISTMAS WAS AL- 
MOST HALF OF THE DECEMBER 
BUSINESS CONDITIONS ARE AL- 
READY IMPROVING AT OUR IRON 
MILLS AND WE EXPECT A GOOD 
YEAR FOR NINETEEN THIRTY. 


PHILLIPS AND ANDES. 


WASHINGTON, GA., DEC. 31. 

REPLYING TO YOUR TELEGRAM 
ADVISE OUR NINETEEN TWENTY- 
NINE BUSINESS WAS TEN PER 
CENT LESS THAN NINETEEN 
TWENTY-EIGHT. DECEMBER BUSI- 
NESS SAME AS LAST YEAR. WE 
HAD NO LAST MINUTE RUSH. 
THE OUTLOOK FOR NINETEEN 
THIRTY IS FAIR WISHING YOUR 
GOOD FIRM A HAPPY AND PROS 
PEROUS NEW YEAR. 

ELLINGTON JEWELRY CO. 


* 


MEMPHIS, TENN,., 31. 
NINETEEN TWENTY-NINE 
PARED FAVORABLY WITH NINE- 
TEEN TWENTY-EIGHT WE SHOW 
APPROXIMATELY TEN PER CENT 
INCREASE IN VOLUME HAD TO 
DRIVE HARD IN DECEMBER FOR 
BUSINESS BUT OUR CHRISTMAS 
BUSINESS SHOWED OVER TWELVE 


COM- 
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THE JEWELERS’ CIRCULAR 
PER CENT INCREASE THERE WAS 
A DECLINE IN THE SALES OF EX- 
PENSIVE PRICES OTHERWISE AS 
USUAL WE EXPECT IT NECES- 
SARY TO BE ON OUR TOES AND 
WORK HARD FOR BUSINESS IN 
NINETEEN THIRTY. 
PEREL & LOWENSTEIN. 
* * * 


WELLINGTON, OHIO, 31. 


OUR 1929 BUSINESS WAS TEN 
PER CENT LARGER THAN 28 


BUSINESS WAS FAIR 
BUT MOSTLY SMALL SALES. DUE 
TO MORE ADVERTISING AND 
HEAVIER STOCK OUR DECEMBER 


CHRISTMAS 


BUSINESS RAN ‘TWENTY PER 
CENT BETTER THAN IN _ 28. 
CHRISTMAS BUYING BEGAN 
ABOUT NOVEMBER FIFTEENTH 
SO WE DID NOT HAVE MUCH LAST 
MOMENT RUSH. WE ARE NOT 
BANKING MUCH ON THE CON- 


STRUCTION PROGRAM BUT BY IN- 
CREASED USE OF DIRECT MAIL 
ADVERTISING AND PUSHING 
STERLING SALES WE EXPECT TO 
ENLARGE OUR 1930 BUSINESS 
MORE THAN IN 29. 

WIGHT CO., JEWELERS. 


SAG HARBOR, N. Y., DEC. 31, 1929. 
NINETEEN TWENTY-NINE BUSI- 
NESS ABOUT TWO THOUSAND 
DOLLARS AHEAD OF NINETEEN 
TWENTY-EIGHT CHRISTMAS BUSI- 
NESS A TRIFLE BETTER THAN 
NINETEEN TWENTY-EIGHT THINK 
THE RESULTS OF THE BUILDING 
AND CONSTRUCTION PROGRAM AS 
OUTLINED IN WASHINGTON WILL 
NATURALLY HELP BUSINESS. 
GC. &. FRIES. 


UNION CITY, TENN., DEC. 31. 

NINETEEN TWENTY-NINE 
NESS MORE PROFITABLE THAN 
NINETEEN TWENTY-EIGHT DE- 
CEMBER RUSH MUCH BETTER 
THAN NINETEEN TWENTY-EIGH1 
EXPECTING GREATER BUSINESS 
IN NINETEEN THIRTY DUE TO 
BUILDING PROGRAM PROMISED IN 
WASHINGTON. 

ANDREWS JEWELRY CO. 


BUSI- 


NEW ORLEANS, DEC. 31, 1929. 
WE ARE ALL DELIGHTED WITH 

OUR DECEMBER BUSINESS, AS IT 

WAS ABOVE OUR EXPECTATIONS. 
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THINGS LOOKED VERY BLUE IN 
THE BEGINNING OF DECEMBER, 
BUT PICKED UP CONSIDERABLY 
AT THE END, AND ENDED OK. WE 
ARE LOOKING FORWARD TO 1930 
SURPASSING THE 1929 BUSINESS. 

WITH BEST WISHES FOR A VERY 
HAPPY NEW YEAR, 

YOURS TRULY, 
(SIGNED) GABE HAUSMANN. 


CHICAGO, DEC. 31, 1929. 
REPLYING TO YOUR TELEGRAM 
OF THE THIRTIETH AS THIS DID 
NOT REACH US UNTIL THIS MORN- 
ING, A LETTER WILL DO AS WELL 
AS A NIGHT LETTER. 

1929 WILL SHOW A LOSS IN VOL- 
UME OF ABOUT TEN PER CENT. 

OUR CHRISTMAS BUSINESS IN 
UNITS WAS AS LARGE OR BETTER 
THAN 1928, BUT WILL BE OFF IN 
VOLUME ABOUT THIRTY PER 
CENT. 

THE DAY BEFORE CHRISTMAS 
WAS THE LARGEST DAY IN VOL- 
UME, AS IT HAS BEEN WITH US 
FOR MANY YEARS. 

THE SATURDAY 
BEFORE CHRISTMAS 
GREATEST CROWDS. 

WE ARE HOPING FOR GOOD 
BUSINESS AS A RESULT OF THE 
CONSTRUCTIVE PROGRAM BEING 
CARRIED OUT IN WASHINGTON. 

YOURS VERY TRULY, 
(SIGNED) PEACOCK, INC., 
WALTER J. BUFFINGTON, 
VICE-PRESIDENT. 


MONDAY 
THE 


AND 
HAD 


DENVER, COLO., DEC. 31. 

OUR BUSINESS THIS PAST YEAR 
HAS BEEN PRACTICALLY THE 
SAME AS LAST YEAR CHRISTMAS 
BUSINESS ABOUT TWENTY PER 
CENT LESS THIS YEAR WITH NO 
LARGE SALES WEEK PRECEDING 
CHRISTMAS PROSPECTS LOOK 
BRIGHT FOR THE COMING YEAR. 
BOHM ALLEN JEWELRY COMPANY. 


YORK, PA., DEC. 31. 

1929 COMPARED VERY FAVOR- 
ABLY WITH 1928 CHRISTMAS BUSI- 
NESS WAS NOT QUITE UP TO MY 
EXPECTATIONS. WE HAD NO 
LAST MINUTE RUSH TO SPEAK 
OF. I AM HOPING FOR GOOD 
BUSINESS IN 1930, BUT I’M A 
LITTLE SKEPTICAL ABOUT IT. 

FRANK C. BAYER. 
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in carefully selected qualities. 


MAYER & MULLIGAR 


Established 1906 
PEARLS, PRECIOUS and SEMI-PRECIOUS STONES 


15 West 47th Street New York City 
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Retailers Satisfied and Confident 





Interviews by JEWELERS’ CriRCULAR Correspondents Show That 
Leading Merchants in Principal Cities Did Better Business 
Than They Expected Last Year and Look for 
Good Sales in 1930 


Surveys made by JEWELERS’ CIRCULAR 
correspondents among retail jewelers in 
many of the large cities throughout the 
country indicate that most retailers en- 
joyed good business over the holiday 
period and many all through the year. 
Further the trade is encouraged by this 
unexpected spurt of business and jewel- 
ers all over the United States are look- 
ing optimistically on the business situ- 
ation for 1930. Without an exception, 
those interviewed predict good trade for 
the next 12 months and feel confident 
that as the new year gets fully under 
way business will be greatly improved, 
public confidence will have been restored 
and this country will be enjoying great- 
er prosperity. 

Just now a deep sense of satisfaction 
prevails among the members of the 
trade over the business done during De- 
cember and also during the entire year. 
Until nearly the middle of last month 
many jewelers viewed with skepticism 
the outlook for a good Christmas busi- 
ness, but notwithstanding this feeling, 
buying started briskly after more than 
one-third of the month had _ passed. 
From then on the “buying orgy” con- 
tinued and grew daily and there was no 
let-up until shortly before the jewelers 
locked their store doors Christmas Eve. 

Checking up after the rush, many of 
the jewelers discovered that they had 
gained for the year an even break with 
1928. Those in several sections of the 
country expressed the opinion that if 
the weather had been just a little more 
seasonal they would have “gone over the 
top” and possibly surpassed the busi- 
ness record of 1928. 

In the reports from most cities one 
feature is particularly noticeable. Fewer 
large pieces were sold, but instead a 
greater volume of business was done in 
smaller and less expensive items. 

For 1930 the trade is optimistic, but 
the consensus of opinion seems to in- 
dicate that the first few months of this 
year will be active than the last. 
This condition, some leaders point out, 
is caused by events of the past year, 
which just now are causing merchants 
and the public as well to be just a little 
conservative in their demands and cau- 
tious in their buying. 

President Hoover, it is pointed out, 
has done much to restore public con- 
fidence and with this feeling prevailing 
it is believed that business will open up 
well before 1930 is very old. As one 
leading Metropolitan jeweler’ stated: 
“This country is the wealthiest and most 
prosperous in the world, and the jeweler 
has nothing to worry about.” 


less 


New York and Brooklyn Jewelers 
Report on Holiday and Year's 
Business 


In every section of the Metropolis, with 
the exception of Fifth Ave., retail jewel- 
ers enjoyed good business during Decem- 
ber. Even on the “Greatest Avenue in 
the World” few complaints were heard, 
although in most establishments visited 
by representatives of THE JEWELERS’ CIR- 
CULAR it was freely admitted that the 
Christmas business was below that of 
1928 but not to such an extent that it 
was alarming. 

Many of the Fifth Avenue merchants 
refused to be quoted, but in most in- 
stances it was pointed out that what 
drop in business the jewelers on the 
Avenue suffered was due largely to the 
curtailment on large purchases. A few 
big sales, however, were reported. 

Speaking about the business for the 
year, a few of the Fifth Avenue houses 
reported an advance, and the others in- 
dicated that the volume was equal to 
1928. 

As only one representative of a Fifth 
Avenue house consented to be quoted, it 
is felt that in justice to this single estab- 
lishment direct references to any par- 
ticular concern be eliminated. Generally 
speaking, the survey along the Avenue 
indicated that the drop in business suf- 
fered by some of the houses during De- 
cember was as much as 30 per cent, as 
compared to 1928. A few reported a 
decrease of from 20 to 25 per cent. Two 
well known houses reported an improve- 
ment in December over the same month 
in 1928. In a few instances the figures 
were not yet available. 

Oe 
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All of the Fifth Avenue jewelers look 
forward to improved business this year. 
The general opinion is well summarized 
in the observations of one of the leaders, 
who said: 

“The first few months in 1930 will be 
quiet and jewelers should not be alarmed. 
They should, however, be cautious and 
buy only what they actually need. Re- 
tailers will do well to watch their busi- 
ness, not the stock market, and prepare 
for the future. I feel certain that when 
1930 comes to a close it will be found 
that business will have been even better 
than 1929.” 

Going to Eighth Ave., a JEWELERS’ 
CIRCULAR reporter interviewed William 
G. McDougall, one of the leading jewel- 
ers on that thoroughfare. Although Mr. 
McDougall’s figures for 1929 are not yet 
complete, he feels confident that he went 
just a little ahead of the business he did 
in 1928. He pointed out that for each 
month from January to November inclu- 
sive, his business showed gains of any- 
where from 10 per cent to 80 per cent. 
In December, however, he dropped back 
about eight per cent as compared with 
the same month in 1928. 

At one establishment on Third Ave., it 
was pointed out that no inventory would 
be taken until the end of this month, but 
it was felt that the business for the year 
was on a par with 1928. Christmas busi- 
ness was also equal to the previous year, 
although more smaller and less expensive 
items were sold than ever before. 

In the downtown section two well- 
known retailers reported a December 
drop in business of nearly 30 per cent as 
compared with the same month the previ- 
ous year. They felt that being near 
Wall St., they suffered from the recent 
financial upheaval. Despite this feeling, 
however, one concern maintaining a 
jewelry store on Wall St., reported un- 
usually good business. 

Speaking for himself and many of the 
jewelers in his locality, A. Landau, 3295 
Third Ave., and president of the Bronx 
Retail Jewelers’ Association, said that 
business for 1929 compared favorably 
with that of the previous year. He 
pointed out that there was a marked lull 
which started the latter part of Novem- 
ber and continued until about Dec. 15. 
After that date business started to show 
some improvement and in the few days 
before Christmas buying became decid- 
edly brisk. The last minute rush, Mr. 
Landau said, brought up the volume to 
that of December, 1928. 

A. Wolf, 2010 Third Ave., and head of 
the Metropolitan Retail Jewelers’ Asso- 
ciation, advanced the same views as did 
Mr. Landau. Unlike many retailers, 
however, he reported that his December 
sales were fewer but his profits greater 
than for the same month in 1928. 

Going to the other side of the East 
River, it was found that the holiday and 
year’s business in Brooklyn was good. 
Phineas Peters, of M. G. Peters & Bros., 
470 and 519 Fulton St., and president of 
the Brooklyn Retail Jewelers’ Associa- 
tion, stated that their business for 1929 
was equal to that of 1928. A slight in- 
crease in their December trade as com- 
pared with the same month the previous 
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year, was enjoyed by this concern. A 
number of large pieces were sold by this 
house. 

Samuel Feldman, another prominent 
Brooklyn, retailer, and vice-president of 
the New York State Retail Jewelers’ 
Association, was highly gratified over his 
Christmas business and his volume for 
the year. At his main store, 482 Fulton 
St., the holiday business last month 
equalled that of a year ago. In his newly 
established store at 26 Flatbush Ave., 
Mr. Feldman reports he has done an ex- 
cellent business for the few weeks he 
has been located there. 

To record the observations made for 
1930 by those interviewed would be to 
reiterate a unanimous opinion that good 
business will come this year. The jewel- 
ers are optimistic and have faith in the 
future. 


Good Business in 1930 Predicted by 
Philadelphia Jewelers 


PHILADELPHIA, Jan. 6.—Philadelphia 
jewelers in general marked the passing 
of 1929 with a sigh of relief. The year 
started fairly well and business through- 
out the year up to the middle of October 
indicated a prosperous 12 months, but 
the stock slump and other causes 
changed the complexion of things be- 
tween that time and Dec. 31. In spite 
of the holiday trade slump, no jeweler 
here is pessimistic. 

At the Bailey, Banks & Biddle Co., 
it was said: “The year as a whole was 
prosperous, 10 per cent below 1928 with 
us. There was a volume of holiday buy- 
ing almost up to that of a year ago but 
pieces sold were less costly. We do not 
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look for any great improvement for the 
first six months of 1930 but do expect 
the last half of the year to be good. By 
that time finance, industry and general 
business will have become readjusted 
and we are confident jewelry will again 
come into its own.” 

J. J. Cohen, diamond dealer, said: “A 
larger volume of business marked last 
year, compared with 1928, but due to 
various causes the demand for fine 
jewelry was 25 per cent less last De- 
cember than in December, 1928. How- 
ever, we have no fault to find, as the year 
in general was good. Prospects for 1930 
are good. Disturbing factors are being 
adjusted and banking and finance are 
getting on a more solid foundation with 
general business sharing in a general 
advance.” 

“We handled a larger volume of busi- 
ness at our three stores than ever befor 
and an increase of 20 per cent in our 
holiday trade resulted,” said John D 
Enright. “Our largest sale was an 
$8,000 bracelet at our Germantown 
store. As we see it, conditions this 
year should be good for the retail 
jeweler.” 

In speaking to a JEWELERS’ CIRCULAR 
representative, Fred J. Cooper, said: 
‘Business showed a sizable falling off 
during the holiday season in comparison 
with the preceding year, but 1929 in 
general was not such a bad period, 
everything considered. We look for a 
decided improvement in business in 
1930.” 

Instalment houses report a larger holi- 
day trade than in any other year, but 
less demand for expensive pieces. All 
the local jewelers see a bright outlook 
for this year. 
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countries since 1913 


Jewelers Enjoyed an 


Pittsburgh 
Average Year's Business and Are 
Optimistic for 1930 


PITTSBURGH, PA., Jan. 6.—An average 
year’s business was enjoyed by many of 
Pittsburgh’s jewelers and they are look- 
ing with confidence for as good or a 
better year in 1930. A _ surprisingly 
large trade was done in medium priced 
merchandise, the volume in that division, 
it can be said, breaking all previous 
records. Any falling off in December 
was solely, with few exceptions, in the 
higher priced merchandise. 

Some of the leading members of the 
trade when asked for their views as to 
the future and what was done in 1929 
expressed optimism and believe that 
close attention to business and well laid 
plans to promote trade, will bring 
results. Views of some merchants 
follow: 

Francis A. Keating, of the Grogan Co., 
said: “Our year as a whole was better 
than 1928, but not as good in December 
as the previous year. We increased our 
stock in our new store and likewise 
added to our volume, with some depart- 
ments showing a marked gain over 1928. 
I have no hesitancy whatever in saying 
that prospects for 1930 are exceedingly 
good without a doubt.” 

“December was not quite so good, but 
the year measured up to the volume of 
1928,” said J. Loughrey Roberts, of the 
John M. Roberts & Son Co. “It was a 
great December for medium priced mer- 
chandise. If the program mapped out by 
President Hoover turns out to be 50 
per cent as good as the volume heralded, 
there should be no misgivings regarding 
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‘La Perle” 
SHOWING 


Courtesy of 


DESIGN BY A. GREBEL, THE 


LATEST VOGUE IN EMERALD CUTTING 
the future. We feel that 1930 looks 
good.” 


C. Glen Sipe, with Sam F. Sipe, when 
interviewed, said: “We were well pleased 
with the volume of business done in 
December, although it was not quite as 
good as in 1928. We did a good year’s 
business. The sale of large pieces was 
temporarily delayed. If everybody keeps 
their feet on the ground, no one will 
have cause to complain about 1930.” 

Henry Terheyden, speaking for the 
Terheyden Co., said: “Our December was 
not quite as good as in 1928, but for the 
year it was just about the same as the 
previous year.” 


Some Washington, D. C., Jewelers 
Report Increase Over 1928 While 
Others Find That Trade 
Lagged in 1929 


WASHINGTON, D. C., Jan. 2.—Arthur 
J. Sundlun, president of A. Kahn, Inc. 
(and of the Maryland, District of Colum- 
bia and Delaware Jewelers’ Association), 
said that the fiscal year of his firm be- 
gins in March but that so far the busi- 
ness for 1929 is 20 per cent ahead of 
the previous year. 

Christmas business in 1929, he said, 
was the biggest in the history of the 
store due partly to the enlargement of 
the store. There were not so many large 
made but there was a_ great 
in volume which he considers 
He believes that 1930 will be a 
particularly the 


sales 
increase 
better. 
very good jewelry year, 
last six months. 

E. Allen Harris, of Harris & Schafer, 
comparing 1929 with the previous year 
and discounting a large sale held in 1928, 
the past year nevertheless ran 20 per 
cent behind the normal business of the 
firm, he stated. 

Christmas business in 1929 was not 
as good as it has been in other years and 
it ran much behind other years’ profits. 
He believes that 1930 may pick up and 
be a fairly good year. 

Sidney W. Straus, president of R. 
Harris & Co., declared the past year’s 
business exceeds that of the year before 
by 25 per cent. Holiday business, he 
said, was far greater than any previous 
me and he believes that the first three 
months of 1930 will be quiet and then 
business will be very good. 

William H. Wright, manager of Galt 
& Bro., stated that 1929 business was 
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roughly about 10 per cent under the 
business of previous years. Christmas 
business was not so good and large 
pieces moved very slowly. He thinks 


that the conditions will improve in 1930. 


The Christmas Business in Atlanta 


ATLANTA, GA., Jan. 3.—The jewelry 
business in Atlanta during 1929 was 
good, bad or indifferent, according to the 
size of the store. In other words, the 
smaller stores generally report an in- 
crease in business over 1928, the larger 
stores quite as uniformly report a de- 
crease in sales, while in between are a 
number of stores which report business 
as about the same as it was in 1928. 

“We had,” says R. C. Schneider, of 
R. C. Schneider & Sons, “a substantial 
increase in business, not only for the 
year, but also for the Christmas season 
and we consider the prospects for 1930 
as very bright. We noted a strong de- 
mand for clocks this season—not only 
electric clocks, but clocks of every type— 
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“La Perle” 
A NECKLACE DROP BY MAUBOUSSIN 


Courtesy of 


although the demand for jewelry of all 
sorts was satisfactory.” 

J. J. Bookout, Peachtree Arcade jew- 
eler, also reports an increase in business 
for the year. 

E. P. Tomlinson, of Megahee & Tom- 
linson, president of the Georgia Retail 
Jewelers’ Association, reports business as 
about the same as in 1928. 

That Christmas business came up to 
all expectations is the statement of Mr. 
Elebash, of the LeGrand Jewelry Co., a 
leading credit jewelry concern. 

Mr. Hilsman, of Hilsman & Haygood, 
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prominent jewelers, reports that busi- 
ness for the year was about the same as 
in 1928. “We had a very good Christ- 
mas business,” said Mr. Hilsman, ‘“‘and 
I think I would be safe in saying that 
Christmas sales were in advance of those 
last season. However, sales for the year 
will run about the same as they did for 
1928 as a whole.” Mr. Hilsman is also 
optimistic over the coming year, and -.- 
lieves business conditions will improve. 

“Neither our Christmas business nor 
business for the year came up to that 
of 1928,” says Mr. Atkinson, of Latham 
& Atkinson, one of the largest jewelry 
firms in the city. 


Watches Sold W_Il 


During the Holidays in Clevelan‘4 


and Silverware 


CLEVELAND, OHIO, Jan. 6.—The busi- 
ness of the year, until the stock market 
crash came compared favorably with 
other years, but from then on business 
fell off, reports of local merchants in- 
dicate. Several days before Christmas 
however there was a big rush of busi- 
ness. 

Christmas business, it is reported, was 
below that of last year but as to how 
much, opinions differ. Some of the 
credit stores, it is said, fell below as 
much as 20 per cent, depending on the 
location. This was caused through un- 
employment. 

Mr. Porter, manager of the silver de- 
partment of the Webb C. Ball Co., stated 
that the concern enjoyed an unusually 
big demand for toilet articles and flat 
ware. Watches sold well while the de- 
mand for diamonds was only fair. 

Mr. Van Horn, vice-president of the 
Cowell & Hubbard Co., admitted busi- 
ness for Christmas was not what it 
would have been had it not been for the 
Wall St. upheaval. 

Mr. Burdick, wholesaler, is of the 
opinion that business will be quiet until 
Easter and will then pick up and by fall 
will have returned to normalcy. At the 
offices of the Cowell & Hubbard Co., 
and the Sigler-Bach Co., similar views 
were expressed. 

Incidentally the demand for pocket 
watches was much greater this year than 
for some time past. It was reported by 
the A. M. Ficken Co., local watch jobber, 
that its business in watches of various 
kinds was ahead of last year. 
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Omaha Jewelers Report Good 
Holiday Business 


OMAHA, NEB., Jan. 4.—Judging from 
a cursory survey made in this locality 
the jewelry business here for 1929 was 
about equal to that of 1928. Only a few 
complain that the holiday trade was not 
quite equal to that of the previous year. 
But for every one that has this story to 
tell there are others who found their 
holiday business ahead of last year. 

For a time during the early part of 
the Christmas shopping period, and even 
up to two or three weeks before the 
holidays the jewelers in Omaha proper 
were remarking that their business was 
not as good as the previous year. They 
blamed the crash in Wall St. for this 
condition. At the same time the whole- 
salers were finding that the country 
business was holding up very well, 
which led many to believe this to be an 
indication that the speculation and losses 
in Wall St. were confined to the cities. 
However, the last 10 days of the Christ- 
mas shopping period overcame this 
handicap in Omaha, and the jewelers 
finished well and with a volume about 
equal to that of 1928. 

One thing was noticeable about the 
trade, however, and that was that big 
diamonds and costly items were not in 
such ready demand this year. “It takes 
a lot more selling of a lot more items to 
make a $1,000 volume,” was the com- 
ment of T. L. Combs, prominent local 
retail jeweler. J. P. Byrne of the Byrne- 
Duff Jewelry Co., Omaha _ wholesaler, 
said the company’s volume would run 
well ahead of the 1928 volume. 


Detroit Retail Jewelers Report Favor- 
ably on the Christmas and 
Year's 

DETROIT, MIcH., Jan. 6.—Jewelers in 
this city are apparently satisfied with 
the holiday and year’s business and are 
looking forward to the next 12 months 
with optimism. 

The Ehrlich chain of six retail stores 
reports an increase in business for 1929 
over the previous year, of approximately 
40 per cent. Moe Ehrlich, in a recent 
interview with a representative of THE 
JEWELERS’ CIRCULAR, stated that the 
peak of retail jewelry buying came in 
March, which was an unusual time of 
the year. “My business last March,” 
he said, “was 175 per cent over the 
same period for 1928. But from that 
month on until the end of the year, buy- 
ing showed a gradual decrease. Never- 
theless my gains in the aggregate were 
sufficient to total a 40 per cent increase 
over the previous year.” 

“T believe 1930, however, will witness 
a reverse in peak retail buying. Con- 
sequently I am going to do the bulk of 
my own buying later in the year. The 
first few months of the new year I 
anticipate will be more or less quiet. 


Business 


The reason for this is that general em- 
ployment will be considerably less than 
it was a year 


gradually 


but it 
year 
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progresses, until it reaches the peak 
again next fall. This is why I am 


” 


changing my methods of buying. 

James Garlick, past president of the 
Michigan Retail Jewelers’ Association, 
says his December 1929 business was 
approximately what it was in 1928. His 
aggregate for the year was approxi- 
mately 15 per cent under that for 1928. 
Mr. Garlick believes the retail jewelry 
business will gradually improve as the 
new year advances, providing of course 
that manufacturing and other lines also 
improve so as to put employment again 
on a more stable basis. 

The Square Deal Miller organization 
reports that its 1929 business was ap- 
proximately the same as that of a year 
ago. The December business, however, 
was slightly under the figures for the 
same month in 1928. Mr. Miller believes 
the early months of the year will be 
more or less quiet with a decided change 
for the better about June. 

W. P. Fenske, past president of the 
Greater Detroit Retail Jewelers’ Associ- 
ation, is not particularly optimistic for 
the early months of the year. But he 
looks for an improvement later in the 
year with a _ gradual improvement 
through December, 1930. 


St. Louis Retailers Say Christmas 


Trade Was Up to Expectations 


St. Louis, Mo., Jan. 3.—The Christ- 
mas business transacted in a majority 
of the jewelry stores was all that was 
anticipated and in most cases better than 
expected. A check-up of stores in the 
down town district indicated that for 
the most part the stores enjoyed a bet- 
ter business than for the same period a 
year ago. The concerns dealing in 
medium priced merchandise and those 
catering to this demand for jewelry re- 
ported the largest increases in sales. 

The surprising note of the trade was 
the demand for popular or medium 
priced diamond pieces. Diamond pend- 
ants were in the forefront with those 
stores offering this type of merchandise 
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reporting a complete disposal of their 
stocks. Costume jewelry of the better 
grade was in great demand and the 
stocks in this department of the many 
stores was also eagerly sought. The en- 
couraging note sounded in most stores 
was the confidence merchants expressed 
that in spite of any financial upset, 
plenty of money exists in the pockets of 
the public for gifts. 

Toilet sets was another item which 
scored heavily in the selection of mer- 
chandise for Christmas gifts. Electric 
clocks received greater interest this year 
than ever before. Sales indicated the 
public is becoming educated to the elec- 
trical timepieces. Stocks in most stores 
were well depleted and inventories will 
register a healthy condition after being 
recorded for the year’s settlements. 

Oliver Selle, president of the Selle 
Jewelry Co., reported that its Christmas 
business was one of the best in the his- 
tory of the concern. He attributes the 
increase in business to the sound funda- 
mentals of business which, as he out- 
lined them, are advertising, attractive 
windows and large stocks of merchan- 
dise. Employes received a stock and 
cash bonus as a Christmas gift, whic’: 
approximated two months salary. 

A. J. Kroner, of the Kroner Jewelry 
Co., reported a gain in business for the 
Christmas _ period. Wrist watches, 
among other popular priced merchan- 
dise, was prominent in the demand for 
items to serve as gifts. 

J. C. Estes, of Jaccards, reported the 
Christmas business this year equal to 
the trade of 1928. Greater unit sales 
were consummated than a year ago. Lack 
of the high priced pieces, particularly 
in the diamond department, prevented 
the company from showing a large in- 
crease in business. Costume jewelry was 
mentioned as one of the most popular 
items in the demand. 


Los Angeles Jewelers Satisfied with 
Holiday Trade 


Los ANGELES, CAL., Jan. 2.—Jewel- 
ers, both wholesale and retail, are feel- 
ing happy over the amount of business 
they enjoyed during the Christmas holi- 
days. While the volume of business may 
not have been as large as in the same 
period of 1928 yet the profits were as 
good, if not better, than at that time. 
After the fiasco in the stock market, 
sales fell off considerably in all branches 
of the jewelry business, but just before 
Christmas Day there was a _ noticeable 
swelling in sales which culminated a 
few days before Dec. 25 into a veritable 
rush. As there had been a holding-back 
on buying by the retailers this late rush 
gave them an opportunity to clean up 
their stocks which means better and 
larger orders for the jobbing houses the 
first of next year. 

E. W. Reynolds, of E. W. Reynolds 
Co., told a JEWELERS’ CIRCULAR reporter 
today that his sales for 1928 would more 
than equal those of 1929, in volume, but 
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United States Customs Rulings 


Important Ruling on Marking of Clock Cases Fixes Tariff 


on Watch Cases from France 


The United States Customs Court, sit- 
ting at New York, has just announced a 
number of decisions of more than ordi- 
nary importance and interest. In one of 
these rulings, sustaining a protest of the 
Scholl Manufacturing Company, of Chi- 
cago, the court, in an opinion by Justice 
Cline, finds that certain clock cases, 
marked with the words “Scholl Mfg. Co., 
Germany,” fully complied with the mark- 
ing requirements of the tariff law. 

These words, Justice Cline points out 
in a rather lengthy decision which estab- 
lishes a precedent of general application, 
clearly indicated that the article was 
manufactured in Germany and consti- 
tuted a legal marking under the statute. 

The protest of the Chicago importing 
house, filed against the action of the col- 
lector of customs, in imposing additional 
duty of 10 per cent ad valorem, under 
Section 304, Tariff Act of 1922, for al- 
leged noncompliance with the law, is 
granted by the Customs Court and re- 
fund directed. 


WATCH CASES FROM FRANCE 


An appeal division of the United 
States Customs Court has just an- 
nounced a decision in a reappraisement 
proceeding, involving the valuation, for 
tariff purposes, of watch cases, imported 
from France by D. Lisner & Co., New 
York. The appeal court reverses previ- 
ous findings, made by Chief Justice 
Fischer, sitting as a single justice in the 
reappraisement case, and the issue is re- 
manded to the Chief Justice of the 
Customs Court for further proceedings. 
This will result in another review of the 
case by the single justice in reappraise- 
ment proceedings. 

The case came before the appeal divi- 
sion on application of the importers for 
review of the findings of value by Chief 
Justice Fischer. The recent negotiations 
between France and the United States, 
with respect to investigations abroad by 
American Treasury agents, is referred 
to in the appeal board’s findings. 


RULE ON ROSARIES 


In another decision, the United States 





Customs Court reaches the conclusion 
that certain rosaries, imported by P. J. 
Kenedy & Sons, New York, were im- 
properly taxed with duty at the rate of 
50 per cent ad valorem, under Par. 1446, 
Tariff Act of 1922. The court, in an 





opinion by Chief Justice Fischer, fixes 
duty at only 15 per cent ad valorem, un- 
der the provision in said paragraph 1446 
for rosaries not silver plated nor com- 
posed of precious or imitation precious 
stones and valued at not more than $1.25 


per dozen. 
MARCASITES 
Certain so-called marcasites, imported 
by S. Nathan & Co., New York, were 


subjected to duty by the collector at the 
rate of 40 per cent ad valorem, under 
Par. 399, Act of 1922, as manufactures 
of metal not specially provided for. The 
United States Customs Court, opinion by 
Chief Justice Fischer, has just ruled 
that duty should have been levied at the 


rate of but 20 per cent ad valorem, un- 
der Par. 1429, Act of 1922, as semi- 
precious stones. 

In still another decision, granting 


tariff protests of the Artistic Novelty 
Co., New York, the United States Cus- 
toms Court finds that certain merchan- 





Ruling 


Precedent—V aluation 


Other Late Decisions 


dise, reported by the customs appraiser 
to consist of real marcasite stones, com- 
posed of mineral substances, decorated, 
should not have been subjected to duty 
at 40 per cent ad valorem, under Par. 
214, Tariff Act of 1922. Judge Young 
fixed duty at 20 per cent, under Par. 
1429. 








Foreign Jewelry Trade Notes 


Italy is increasing her trade in jewelry. 
This is shown by the export and import 
figures which have recently been pub- 
lished covering the first seven months of 
1929. The imports of precious stones, 
gold, silver, platinum, as well as of dif- 
ferent jewelry products for this period, 
amounted to 272.7 million Lira, as com- 
pared with 250.5 and 184.8 million re- 
spectively, in 1928 and 1927. The exports 
shows similar increase, namely, from 
111.2 million Lira in 1927, to 135.7 mil- 
lion in the following year and, finally, to 
170 million Lira during the first seven 
months of 1929. 

* * * 

Conditions are not encouraging in the 
German jewelry market. In Idar, one 
of the centers of the German jewelry 
industry, there are about 1500 workmen 
without work, of whom approximately 
1000 are getting unemployment support. 
The Christmas business is reported as 
very poor. The unemployment among 
the polishers is very large and the un- 
certainty regarding the new tariff stipu- 
lation in the United States has especially 
a depressing effect upon the situation in 
Idar. 

* * * 

The manufacturers of artificial stones 
in Switzerland report a considerable re- 
duction in their trade volume; it is said 
that their factories work at only about 
75 per cent of their normal capacity. This 
is probably due to the low price obtain- 
able for these imitation products. It is 
attempted, however, to raise the price 
level and the manufacturers are discuss- 
ing ways and means of cooperating 
toward this goal. 








Belgian Diamond Industry 


Order to Shut Down Cutting Factories 
Generally Obeyed—Less Than One Per 


Cent of Men Found at VW ork 


99 


BRUSSELS, Dec. 23 (Delayed in the 
mails)—-The complete stoppage of work 
in the Belgian diamond industry which 
commenced on Dec. as already re- 
ported in THE JEWELERS’ CIRCULAR, and 
was originally intended to continue until 
Dec. 21, will now not end till Jan. 4. This 
decision has been reached by agreement 
between the employers’ and workers’ 
federations and is due to the fact that 
little business could be expected 
the Christmas and New Year 
(A cablegram later announced 
started half- 


ts 


very 
during 
holidays. 


that work was again on 
time on Jan. 7.—Editor.) 
The shut-down was ordered with the 


object of preventing over production and 
a consequent fall in the price of dia- 
monds, which would inevitably entail a 
lowering of wages. A very severe con- 
trol of all cutting, cleaving and polishing 
shops has been organized by the masters’ 
syndicate, which has not only established 
inspectors in the 145 communes where 
the diamond industry is carried on, but 
has also formed a flying squad of 10 auto- 
mobiles which enable controllers to make 
lightning visits to the various centers to 
insure that no work is going on. It is 
gratifying to find that not one per cent 
of the, roughly, 25,000 workers involved 
in the stoppage have endeavored to dis- 
obey the order. 

The diamond industry is a factor in 
Belgian economics which cannot be 
treated lightly. Complete statistics are 
not available, but whereas, in 1927, there 
was a net profit of about $14,285,715 it 
had been computed that, without taking 
into account the effects of the present 
stoppage, exports for 1929 would value 
$71,428,571 against imports worth $48,- 
571.428, showing a net gain of $22,857,- 
143. When it is remembered that Bel- 
gium itself can absorb merely one per 
cent of its own finished diamonds, and 
that the United States, on the other 
hand, alone takes about 60 per cent, it 
“an be understood that in all its actions 
the Belgian trade must be supported by 
foreign markets. 

Both Amsterdam and London are up- 
holding Antwerp in its present bold at- 
tempt to maintain diamond prices at an 
economic level, but the fly in the oint- 
ment, dealers say, is the assistance being 
accorded the recently established South 
African industry by an important Bel- 
gian bank. Nobody here denies the right 
of South Africa, or any other country, to 
set up diamond mills and compete with 
Europe on cut stones, but the methods 
employed are objected to, and that very 
strongly. Fair competition, if not wel- 
comed, can be met, but it is impossible 
not to feel the effects of the policy of a 
government which its own uncut 
stones at a price considerably below that 
obtaining on the world’s markets, by rea- 
son of the fact that they are exempt 
from export duty. It is a policy which, 


sells 
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in time, must defeat its own ends, but 
which, in the meantime, if allowed to 
continue, may strike a blow at the dia- 
mond cutting industry here from which 
it will take a long time to recover. 


Death of F. J. Dorn 





Prominent Buffalo, N. Y., Retail Jeweler 
Passes Away After an Illness of 
Two Months 


BUFFALO, N. Y., Jan. 6.—Frederick J. 
Dorn, one of Buffalo’s outstanding retail 
jewelers for the past half century, died 
at his home in the Sovereign apartments, 
W. Ferry St. and Delaware Ave., last 





DORN 


THE LATE F. J 
Friday morning, after an illness of two 
months. He was in his 74th year. 

Mr. Dorn was the proprietor of the 
jewelry store at 87 E. Genesee St., which 
he founded at that location in 1883, and 
which he actively managed until the time 
of his fatal illness. 

30rn in Buffalo Feb. 24, 1856, Mr. Dorn 
was educated in local public schools. He 
graduated from St. Joseph’s Collegiate 
Institute and attended Canisius College. 
After completing his schooling he served 
a brief apprenticeship in his father’s 
tailor shop. 

In 1870 he entered the employ of Cas- 
per Kuster, with whom he learned his 
trade of watchmaker. Subsequently he 
worked for firms in New York city and 
Philadelphia, spending about a year in 
the Metropolis and six years in the 
Quaker City. He returned to Buffalo in 
1879, and after working two years each 
for Kinney & Bushman and the King & 
Eisele Co., he opened his own establish- 
ment. 

As a charter member of the Buffalo 
Retail Jewelers’ Association, he became 
one of its earliest presidents. For years 
he had served as a member of its execu- 
tive committee. When the 24 Karat Club 
was formed in 1921, he was one of its 
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most active supporters. He served as 
vice-president for one term and was a 
member of its board of directors at the 
time of his death. 

His interest in trade organization 
work extended beyond his local field of 
activity. He was a member of the New 
York State Retail Jewelers’ Association 


and of the American National Retail 
Jewelers’ Association. He served on 
committees of the state organization 


from time to time and attended many 
conventions of both trade bodies. 

Deceased is survived by his widow, a 
sister, and three daughters. Burial was 
in Forest Lawn cemetery. 


George Reichman 


CHICAGO, Jan. 4.—Funeral services for 
George Reichman of 4940 §S. Ashland 
Ave., took place last Thursday, at 10 
a.m. at Congregation Keshir Israel, 4719 
S. Marshfield Ave. Interment was in 
Waldheim. Mr. Reichman passed away 
last Monday. 

He was 58 years of age and about 14 
years ago entered into business for him- 
self at 4940 S. Ashland Ave. The 
business will be continued by his family. 

Deceased is survived by two sons, two 
daughters and one brother. 


Philip K. Devers 

YorK, Pa., Jan. 6.—York County lost 
its official winder of timepieces at the 
court house and other public buildings, 
in the death of Philip K. Devers, 254 
Roosevelt Ave., this city, at the age of 
69 Mr. Devers, one of the city’s 
leading jewelers, was appointed clock 
winder 30 years ago. 

Mr. Devers was a victim of apoplexy, 
with which he was stricken following a 
visit to the Temple Club, a Masonic 
organization. He is survived by his 
widow and four children. 


years. 


Joseph D. Bagnall 


NORTH ATTLEBORO, MASS., Jan. 
Joseph D. Bagnall, 78 years of age and 
a retired jewelry manufacturer, died at 
his home on N. Washington St., this 
city, Dec. 24. He was at one time a 
member of the manufacturing jewelry 
firm of Doran & Bagnall. 

Mr. Bagnall was born Dec. 21, 1851, 
in Birmingham, England, but came to 
this country when quite young. He 
settled at North Attleboro, where he 
lived for many years. 

Deceased is survived by three daugh- 
ters and two sons. 


Se 








W. E. Lackey, a veteran member of 
the jewelry trade who formerly con- 
ducted a store in Haverhill, Mass., and 
later was connected with a Boston store 
and a manufacturing house, has been 
elected mayor of Mount Dora, Fla., 
where he has resided for the past eight 
years. 
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Officers Installed 

Newly Chosen Leaders of the Jewelers 
Square Club of New York 
Duties After Ceremonies 


Assume 


At a meeting of the Jewelers Square 
Club of New York City, held in the 
Hotel Piccadilly, Monday evening, George 
J. Klinick was installed as president of 
the organization for the coming year. 





GEORGE J. KLINICK, PRESIDENT- 
ELECT 


Mr. Klinick had been vice-president of 
the club for several years and was 
prominent in its formation seven years 
ago. 

Other officers installed at the same 
time were E. G. Flint, Jr., vice-president, 
William B. Peck, re-elected treasurer, 
and Harry Levy, re-elected secretary. 
These officers were elected at the Novem- 
ber meeting of the club, but installation 
ceremonies were deferred until the year’s 
opening. 

At the meeting last Monday five new 
members were initiated into the organi- 
zation, the initiation being conducted by 
the Automobile Square Club, which, like 
the Jewelers Square Club, is affiliated 
with the National League of Masonic 
Clubs. Dinner was served before the 
business of the meeting was conducted, 
and after the ceremonies the members 
joined in informal discussions and a 
program of amusements arranged espe- 
cially for this occasion. 








Exports of Platinum During October 


WASHINGTON, D. C., Jan. 6.—Figures 
just released by the Department of Com- 
merce reveal that during the month of 
October, 1929, platinum valued at $62,- 
876 was exported from this country. 
The United Kingdom received ingots, 
sheets, wire, alloys and scrap to the 
value of $47,922, Canada, $3,165, and 
Brazil, $6,842. The United Kingdom 
also led in the amount of manufactures 
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except jewelry taken with 44 troy ounces 
worth $3,033, while Canada, Peru and 
Japan also received shipments of this 
material. 

The figures showing the amount 
the countries to which the metal 
sent follow: 


and 
was 


Ingots, Manufactures 
Sheets, of Platinum 
Wire, Alloys Except 
and Scrap Jewelry 
Se iS Sea 7 
Oz. OZ. 
Countries Troy Value Troy Value 
United K’gdom 541 $47,922 ae 
Canada 31 3,165 44 93,0 
Barbados ST a ee 7 479 
Brazil 99 6,842 xs ; 
rn, ¢ Genet” leet 12 235 
ee 11 1,200 
Doe ovantity GTl = ...as. 74 desta 
Total value ~ae $57,929 $4,947 
Shipments from 
J. s. COs 
| rr rr $ $319 








Imports of Platinum During October 


WASHINGTON, D. C., Jan. 6.—Figures 
compiled by the Department of Com- 
merce, showing the imports of platinum 
and allied metals during the month of 
October, 1929, indicate that the value 
of grain, nuggets, sponge or scrap was 
$311,211; ingots, bars, sheets or plates 
not less than one-eighth of an inch thick, 
$71,476; iridium, $33,231; osmium and 
osmiridium, $28,420; palladium, $89,- 
495; rhodium and ruthenium, $1,034. 
The United Kingdom sent the greater 
part of these materials to the United 
States, while Canada, Germany, Colom- 
bia and Japan were the other countries 
sending platinum and allied metals here. 

The figures showing the imports by 
countries follows: 
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take up with the State authorities and 
the Better Business Bureau the ques- 
tions of enacting better auction laws for 
this State and the methods used by some 
firms in advertising the sale of smuggled 
goods. 

The members also discussed the ad- 
visability of issuing a paper in the inter- 
ests of the retail jewelers of New York. 
A committee was appointed to reach 
some decision and on Monday evening 
the committee met and decided in favor 
of publishing such a paper. Many rou- 
tine matters were also taken up. 








Paul Revere Anvil Sold 


Famous American Antique Used by Patriot 
Silversmith Goes for $9,700 at Sale 
in New York 


The historically famous anvil used by 
Paul Revere in producing some of his 
rare and beautiful pieces of silver before 
and after the Revolutionary War was 
sold last Saturday for $9,700 at an auc- 
tion held at the American Art Associa- 
tion Anderson Galleries, Inc., New York. 
This historic anvil was illustrated and 
described in THE JEWELERS’ CIRCULAR on 
Dec. 19 last and is also a part of the 
illustration appearing on the front cover 
of today’s issue of this journal. 

Bidding for the anvil was spirited and 
it was finally purchased by a man of 
wealth who hid his identity behind the 
assumed name of “M. F. Drummed.” 

The anvil, not quite 10 inches high, 
is in the form of a square tapering col- 


Ingots, 
Grain, Bars, 
Nuggets, Sheets or Osmium Rhodium 
Sponge Plates Not and and 
or Less \ In. Osmi- Ruthe- 
Scrap, Thick Iridium, ridium, Palladium, nium, 
Countries Oz. Troy Oz. Troy Oz. Troy Oz. Troy Oz. Troy Oz. Troy 
Germany ‘ 11 
United Kingdom 1,351 $38 164 47 4,277 23 
Canada 30 4 
Colombia 3,954 : 
Japan ee 700 
Total quantity 5,335 1,138 164 473 4,322 23 
Total value $311,211 $71,476 3,201 $28,420 $89,495 $1,034 


Executive Board of Retail Jewelers 
Associations of New York Holds 
Meeting at the Hotel Astor 


The Executive Board of Retail Jewel- 
ers Associations of New York resumed 
activities last Friday evening with a 
meeting at the Hotel Astor which was 
attended by a majority of the members 
of the organization. With the holidays 
over, the Board is planning for many 
activities during the present year. 

Chairman Landau presided and during 
the evening many of those present ex- 
pressed their satisfaction with the 
Christmas business. It was decided at 
this meeting that Wilson Streeter, of 
Mount Vernon, N. Y., for many years 
active in legislative matters bearing on 
the jewelry trade, and Charles T. Evans, 
secretary of the A. N. R. J. A,, will 


umn on a stepped base. It was sold by 


a grandson, George Revere, to Alex- 
ander Lincoln of Boston, and became 


part of the collection of the late Philip 
Flayderman by purchase from Alex- 
ander R. Lincoln, grandson of the pur- 
chaser. It was at the last session of the 
sale of the Flayderman collection that 
the anvil was sold for about $1,000 an 
inch. 








According to an announcement made 
last Saturday, A. Walters, president, and 
M. Lipton, treasurer, of E. E. Dawson, 
Inc., jewelers, 111 Church St., New 
Brunswick, N. J., have sold out their in- 
terests in the Dawson concern. The 
same announcement states that the sale 
was consummated on Dec. 27, 1929, and 
that both Mr. Walters’ and Mr. Lipton’s 
obligations have been paid in full. 








Wrong Man Arrested 


Prisoner of Culver City, Cal., Police Re- 


leased After Man Caught in Baltimore 
Is Accused of Passing 


Bogus Checks 


ROCHESTER, N. Y., Jan. 3.—The arrest 
in Baltimore of a man giving the name 
of William J. McMahon, 34, as the suave 
check passer who mulcted two Rochester 
jewelers out of a total of $2,400 in dia- 
monds, last week cleared another man 
arrested the week previous in Culver 
City, Cal. John Cassidy, the man held 
in the West, was released immediately. 

McMahon was held by _ Baltimore 
police until Miss Marie Hempel, clerk 
for the Henry Oemisch Co., retail jew- 
eler, 328 Main St. E., and Andrew 
Umberiner, clerk for S. D. Burkitt, re- 
tailer, 53 Clinton Ave. S., went there and 
identified him as the man who, they 
claim, posed as a prominent Rochester 
physician, bought two large diamonds 
and left bogus checks in each place. 





Man Convicted of Smashing Evans- 
ville, Ind., Jewelry Store Window 


Sent to Prison 


EVANSVILLE, IND., Jan. 4.—Found 
guilty of robbing the North Side Jew- 
elry Store, 1811 Main St., Frank Price, 
35 years old, living at 1404 Read St., 
was sentenced to serve from three to 10 
years in the State prison at Michigan 
City, Ind. The case was tried before 
Judge Charles P. Bock, of the Vander- 
burgh Circuit Court. 

The police say that Price and another 
man smashed the window at the North 
Side Jewelry Store with a brick and 
that a cut on his hand sustained by 
Price while reaching through the open- 
ing in the glass led to his arrest. 
Thomas Volk, 40 years old and living in 
this city, was arrested as an alleged 
accomplice of Price and when arraigned 
in the circuit court his bond was fixed at 
$2,500. He was unable to furnish this 
bail and was sent to the county jail to 


await trial. Volk denies his guilt. The 
loot taken from the jewelry store 
amounted to less than $50 in value, 


according to the police. 








Held Up and Robbed 


Brooklyn, N. Y., Jeweler “Taken for a Ride” 


by Bandit Gang and Relieved of Gems 


Isadore Koenigsberg, a dealer in dia- 
mond set jewelry, living at 5502 Twelfth 
Ave., Brooklyn, N. Y., was held up last 
Thursday evening and after being 
“taken for a ride” was relieved of gems 
said to be worth about $20,000 and some 
cash. The robbers then threw their 
victim from the car in which they had 
carried him and shortly after he was 
found at W. 135th St. and St. Nicholas 
Ave., New York. The jeweler was im- 
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mediately rushed to the Harlem Hospital 
suffering from cuts and bruises on the 
head and a possible fracture of the skull. 
Later he was removed to the Israel Zion 
Hospital in Brooklyn. 

Mr. Koenigsberg, it is understood, had 
gone to an apartment house on W. 189th 
St., in the Bronx, to call on a customer. 
Immediately after leaving the house he 
noticed two men walk by him and then 
suddenly realized he was surrounded by 


six men, believed to be Italians and 
ranging in age from 20 to 30 years. The 
jeweler was forced into a waiting car 
and after being struck over the head 
several times with a piece of iron his 
clothes were torn until the bandits 
located his diamond wallet. Just where 


he was taken Mr. Koenigsberg was un- 
able to determine. A patrolman found 
him in a dazed condition several miles 
from the Bronx apartment house where 
he was first accosted by the thieves 





Tune in on This Broadeast 


remind 
their customers to tune-in on Station 
WJJD, Chicago, at eight o’clock on 
For 30 
minutes on that evening many of the 
details of the 52nd annual banquet of 


Jewelers will do well to 


Thursday evening, Jan. 16. 


the Chicago Jewelers Association, at 
which will be depicted the history of 
time, will be broadcast. Station WJJD 
the Columbia chain and 
broadcasts on 1130 kilocyeles, 265.3 


The features of this interest- 


is one of 


meters. 
ing affair and a description of the 
tableaux and some of the educational 
exhibits of historical watches and 
clocks will be sent out 


by Jack Shawn. 


over the air 











Robert and Harry Lissauer Will 
Withdraw from Lambert 
Bros., New York 
Robert Lissauer, treasurer and for 


over 40 years connected with Lambert 
Bros., jewelers, at Third Ave. and 58th 


St., New York city, and his brother, 
Harry Lissauer, vice-president of the 
same company for over 23 years, will 
withdraw from the company on Jan. 
31, 1930. 

Both of the Messrs. Lissauer came 


from the country as boys, and Harry, 
after a few years of banking experience 
and 10 years on the road as a diamond 
salesman, came to Lambert Bros. to take 
charge of the diamond department. Dur- 
ing his connection with the firm he made 
many European trips to purchase 
jewelry. 

Robert Lissauer has been the adver- 
tising director for many years, as well 
as merchandising head of the watch and 
silver departments and supervising the 
office details. 

The Lissauers are not yet ready to 
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discuss definite plans for the future. 
Robert will probably retire from active 
business, while Harry will probably con- 
tinue in the retail jewelry business, and 
at present is considering various pro- 
positions. Harry Lissauer, for years 
has been an active member of the Jewel- 
ers Association of New York. 








Wrecked by Gas Explosion 


Lights Match to Find Leak and Damage 
Estimated at $20,000 Results 


SAN JOSE, CAL., Jan. 6.—The jewelry 
store of L. A. Mead, Santa Clara jeweler 
and watch and clock expert, is a mass 
of wreckage because a visitor hunted for 
a gas leakage, with a lighted match— 
and found it. The loss to the jeweler is 
estimated at $20,000 and as four other 
stores were destroyed, the total amounts 
to a loss of $50,000. 

At 11 a. m., on the morning of Jan. 4, 
Frank Rankin, gas heater expert and 
furnace salesman, dropped in to visit 
his friend, William Forsey, clerk in the 
L. A. Mead jewelry store, 1074 Frank- 


lin St., Santa Clara. Forsey remarked 
that he could smell gas, and Rankin 
said he could smell it too, adding: 


“Wait until I light a match and we'll 
locate the leak.” 

A terrific explosion followed the at- 
tempt to find the leak with a lighted 
match, for there was a leaking gas pipe 
in the rear of the jewelry store. The 
explosion blew up four neighboring stores 
in the building which housed the whole 
five. Falling walls trapped several per- 
sons. William Forsey, jewelry clerk, 
had both legs and a wrist fractured, in 
addition to burns. Rankin is in the hos- 
pital, suffering from severe burns. Sev- 
eral customers, and men and women con- 
nected with the force of adjacent stores 
were injured. 

Prompt work on the part of the fire 
department under Chief C. C. Quinn 
prevented a blaze. A fire would have 
trapped some of the injured who were 
later dug out from under the debris. 








Mrs. Martha Sinclair Weeks, widow 
of John W. Weeks, former Secretary 
of War, and mother of Col. C. Sinclair 
Weeks, mayor of Newton, Mass., and 
president of Reed & Barton silversmiths, 
Taunton, Mass., died in Boston on Sun- 
day night after a long illness. Mrs. 
Weeks was Miss Martha Sinclair of 
Boston before her marriage to Mr. 
Weeks in 1885, four years after his 
graduation from the Naval Academy. 
Mr. Weeks became a partner in the 
brokerage firm of Hornblower & Page, 
now Hornblower & Weeks and later en- 
tered politics, being at Washington for 
more than 20 years. He died in July, 
1926. In addition to Col. Weeks, who 
was inaugurated mayor of Newton on 
New Year’s Eve., a daughter, Mrs. John 
W. Davidge of Washington, survives. 











January 9, 1930 





| 
i} 








Sogo BBOB0 eeRpegeuR 


New York Notes 


Albert Horwig, diamonds, has removed 
his office from 22 W 48th St., to 10 W. 
47th St. 

The Rosemarie Pearl Co., Inc., 132 
Nassau St., moved into new headquarters 
at 35 Maiden Lane on Jan. 6. 

Condit & Rattey have been appointed 
eastern representatives for the T. & P. 
Optical Mfg. Co., 30 Irving PI. 

The Jewelers’ Exchange, located at 60 
W. 47th St., has been discontinued as of 
Jan. 1, and Isidor Barkas is now con- 
ducting a wholesale and retail establish- 
ment at that address. 

Benjamin Lewis has joined the sales 
force of S. Rodman, importer of watches, 
64 W. 48th St., and will cover the eastern 
territory for the concern. He left on 
his first trip last Monday. 

The Lassner Co., importer of synthetic 
precious and semi-precious stones, 6 
Maiden Lane, is now known as Louis H. 
Allsopp, Inc. The change in firm name 
went into effect on Jan. 1. 

Henri Mendelbaum, importer and cut- 
ter of diamonds, 580 Fifth Ave., returned 
on the Berengaria on Dec. 31 from a pur- 
chasing trip to the diamond markets of 
Antwerp, Amsterdam and Paris. 

Mr. and Mrs. B. Salter have announced 
the engagement of their daughter, Sara 
C. Salter, to Harold Shapero. Mr. Salter 
is the head of the Salter Co., importer 


and dealer in diamonds, watches and 
jewelry, 212 Broadway. 
Louis Oppenheimer has joined the 


sales force of De Frece Bernstein, Inc., 
importers and manufacturers of watches, 
48 W. 48th St. Mr. Oppenheimer has 
been calling on the local trade for the 
past 30 years and will continue in that 
capacity for his new employer. 

Jack Anusewitz, proprietor of Nathal’s 
Jewelry Shop and Almartin’s, importers 
of jewelry novelties and jewelry boxes, 
411 Fulton St., Brooklyn, sails on the 
Bremen, Jan. 11, for a trip to France, 
Germany and Czechoslovakia, seeking 
new styles for importation. While he is 
abroad the retail department will be in 
charge of William Beekman, and the im- 
porting end of Miss G. Kempler. 

Maybaum Bros., Inc., importers of 
pearls and diamonds, 48 W 48th St., have 
announced to the trade that they have 
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formed a subsidiary organization to be 
known as the Anniversary 
which will conduct all transactions re- 
lating to Anniversary pearls. All ac- 
tivities of the auxiliary firm will pro- 
ceed under the supervision and manage- 
ment of Maybaum Bros., Inc., and its 


headquarters will be at the same address. 
Funeral services were held Saturday 
Leonard 


afternoon for Kirby, 61 years 








old, manager of the stationery depart- 
ment of Tiffany & Co., who lost his life 
after saving the lives of his two grand- 
children in a fire at his home in North 
Hackensack, N. J., on the morning of 
New Year’s Day. Both Mr. Kirby and 
his wife were trapped and died in the 
flames which destroyed their home. Mr. 
Kirby had been with Tiffany’s for many 
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years, having held the position of man- 
ager of the stationery department for 
over 12 years. 

A. Wittnauer & Co., manufacturers of 
Longine watches who supplied the Byrd 
expedition with timers and other instru- 
ments, received an interesting radio mes- 
sage last week, sent from Little Amer- 
ice, by Tom Mulroy, the chief engineer, 
which’ read: “Many thanks for your 
message. Great results from Longine 
timers. All inhabitants of Little America 
wish you a Happy New Year.” The com- 
pany is having the message _ photo- 
graphed for the purpose of showing it 
to friends in the trade. 

The New York Times recently pub- 
lished a long and important interview 
with Jerome B. Katz, of Katz Bros. & 
Aul, Ine., importers of diamonds at 20 
W. 47th St., in which Mr. Katz explained 
the reason for the curtailment of produc- 
tion of diamond cutting in Europe at 
the present time, and explained in detail 
how important this was to the jewelry 
trade in general and even to the dia- 
mond industry. Mr. Katz pointed out 
clearly the difference between the jewel- 
ry trade and other lines, for in the 
latter overproduction is resulting in 
forced sales, at reduced prices; whereas 
in the diamond line, the source of supply 
has been curtailed by the cooperation of 
the diamond cutters, leaving the market 
in a strong and substantial position. 
The publication of the facts brought 
out by Mr. Katz and the wide circula- 
tion given in the Times was deeply ap- 
preciated by many people in the jewelry 
and diamond trade and as a result he 
received many congratulations in con- 
nection therewith. 

The first annual New Year gathering 
of the Jewelers Club held in the organi- 
zation’s headquarters in the penthouse 
atop 20 W 47th St., on Dec. 31, proved 
the most successful affair staged by this 
club. Between the hours of 12 and 3.30 
p-m., more than 90 members of the 
jewelry trade dined and made merry at 
the club. Among the members enter- 
taining large parties were Edward L. 
Stern with a table of 14, Hugo Oppen- 
heim with a table of nine, Max Bauman 
with a table of six, Michael Levy and M. 
J. Stein with tables of four. “Dave” 
Weissberger was the chief entertainer, 
reviewing the events of the year in his 
capacity as the club’s recording artist. 
Jesse Rogers also contributed to the day’s 
entertainment. After the festivities two 
members were added to the organiza- 
tion’s roll, Sam Bamberger and Isidor 
Lassner, bringing the total membership 
up to 64. The dining room and the 


(Continued on page 77) 
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New York Notes 


(Continued from page 75) 


kitchen of the club are being enlarged in 
order that 75 diners may be accommo- 
dated in comfort. Expansion plans also 
eall for the furnishing of a library and 
sitting room. 

Sam Newman has severed his connec- 
tions with the concern of Sol Van Wezel, 
Inc., diamond cutter and importer, 74 W. 
46th St. 

Joseph Goldmuntz of Goldmuntz Bros. 
& Co., diamond importers, 10 W. 47th St., 
returned on the Berengaria on Dec. 31, 
from a trip abroad. 

Charters of incorporation have been 
granted to Goldberg & Heins, and Pearl- 
Tex, each with an authorized capitaliza- 
tion of $10,000. Both concerns are lo- 
cated in this city. 

Harry A. Wintermute, New York rep- 
resentative for the A. T. Cross Pencil 
Co., and the Waite-Evans Co., visited 
the factories of both concerns in Provi- 
dence, R. I., last week. 

The Monroe Graham Co., Inc., dealer 
in diamonds, 527 Fifth Ave., announced 
last week that Joseph H. Kincaid has en- 
tered the organization and will represent 
the concern in the future. 

The Wenvo Watch Co., 62 W. 47th St., 
is offering its creditors 30 cents on the 
dollar. The nominal assets are valued 
at about $24,000 and the liabilities at 
approximately the same figure. 

The William G. Seidenbaum advertis- 
ing agency, which handles the advertis- 
ing of several prominent manufacturing 
jewelers, has removed its offices from 55 
W. 42nd St. to larger quarters at 10 E. 
40th St. 

Lewis Van Wezel, of S. L. Van Wezel, 
1650 Broadway, will sail for Europe 
next Saturday on the Olympic for a six 
weeks’ business trip to the diamond mar- 
kets of London, Antwerp and Amster- 
dam. 

De Bruyn & Doumeng, manufacturing 
jewelers, are now located in new 
quarters at 155 Canal St. William B. 
Mitchell is now connected with the con- 
cern and is acting as city and out-of- 
town representative. 

Ralph Metzger, manufacturing and 
wholesale jeweler, 6 Maiden Lane, is re- 
tiring from business on May 1, after 
having been engaged in the trade for 
the past 35 years, the last 25 of which 
he has conducted his own business. 

Next Thursday afternoon the annual 
meeting of the National Jewelers Board 
of Trade will be held at the organiza- 
tion’s headquarters, 22 W. 48th St. 
Preceding this meeting the New York 
District members will go into session. 

Max Rubinstein, president of Konigs- 
berg & Rubinstein, Inc., retail jewelers, 
616 Second Ave., sails on the Bremen on 

Jan. 11, for Germany, where he will en- 
joy a sojourn. S. Horowitz, manager of 
the store, will conduct the business dur- 
ing Mr. Rubinstein’s absence. 

The Mutual Art Metal Works, 7 W. 
22nd St., are offering their creditors 20 
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cents on the dollar, 10 per cent in cash 
and the remainder in notes. Assets of 
the firm approximate $975, while the 
liabilities comprise $2,465 for merchan- 
dise and $1,485 due other parties. 

M. B. Kling, proprietor of the House 
of Jades, 65 Nassau St., and L. Moore, 
salesman for the concern, left last Satur- 
day for a trip to Florida. While both 


men have gone on business, Mr. Kling 
will take advantage of his stay in the 
South to recuperate from a recent illness. 

An involuntary petition in bankruptcy 
was filed on Dec. 31 against the E. Z. 
Co., 


Gofskor Distributing Ine., 15 W. 





47th 
Mele 
$1,552 


a9 


St. The action was started by the 
Mfg. Co., Inc., with a claim of 
the Michaelson Lithographing 
Co., Inc., $1,118, and the 15 W. 47th St. 
Corp., $1,411. 

J. R. Wood & Sons, 
jewelers, 15 Maiden Lane, have an- 
nounced the following changes in the 
jewelry division of their eastern terri- 
tory: Elmer M. Harrison will represent 
the firm in New England, Murray Max 
in New York State, Sidney Johnson in 
New York City, and S. Oliver Bunce in 
Pennsylvania. 

The Timeology Hikers will meet Sat- 
urday at 2 p. m. at the end of the 
Brighton Beach, B.M.T., line and hike to 
the end of the Coney Island boardwalk 
and back. Samuel Bernard, their leader, 
spoke on “Time! We All Have It; How 
Do We Measure It?” at the studio of 
Miss Ida Teller, 514 W. 183rd St., last 
Tuesday evening. 

Solomon Schisga!l of this city was re- 
cently appointed manager of the Moscow 
Watch Factory which is to be supervised 
by the Soviet government. Machinery 
purchased from the Ansonia Clock Co., 
and the Deuber-Hampden Watch Co., is 
now being shipped to Moscow from this 
city. Mr. Schisgall expects to sail for 
Russia about Jan. 20. 

Creditors of Harry Reiter, 707 Eighth 
Ave., are being offered a cash settle- 
ment of 25 per cent instead of a pre- 
viously proposed 30 per cent offer, only 
10 per cent of which was to be payable 
in cash. Goldman & Frier, attorneys, 15 
Maiden Lane, are handling this matter 
and request that creditors send their 
consents immediately. 

Grand-Douglas, Inc., manufacturers 
of jewelry and jewelry novelties, 105 
Fulton St., executed a deed of trust last 
Thursday to Louis Horowitz of the law 
firm of Goldman & Frier, 15 Maiden 
Lane, who are acting as the latter’s at- 
torneys. Liabilities of the concern are 
estimated at about $12,500, while the 
value of the assets has not yet been 
determined. 

Word was received here Tuesday of 
the death on Sunday, Jan. 5, in Pasadena, 
Cal., of Mrs. C. E. Breckenridge, wife of 
C. E. Breckenridge, who for many years 
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was general manager of the Maiden 
Lane offices of the International Silver 
Co. as well as being assistant treasurer 
and a director of the concern. The 
sreckenridges went to California three 
years ago, making their home there. 

Stanley H. Rothlein, retailer of jewelry 
and novelties, with a store at 200 W. 
50th St., filed a voluntary petition in 
bankruptcy in the Brooklyn Federal 
Court last Thursday. His assets of 
$2,452 consist of stock in trade, $2,100; 
machinery, fixtures, etc., $300; debts due 
on open accounts, $34, and bank deposits, 
$18. His liabilities of $8,242 comprise 
secured claims, $300, and unsecured 
claims, $7,942. 

The Brooklyn Retail Jewelers Associ- 
ation will resume its regular monthly 
meetings, tonight (Thursday) after a 
suspension of activities during the holi- 
day season. The gathering will be held 


in the organization’s meeting room in 
the Johnston building, on Nevins St. 


Details for the fifth annual banquet of 
the association, to be held on Sunday, 
March 2, in the Elks clubhouse will be 
discussed at this meeting. 

Joseph D. Little, manager of the 
Sterling Silver Galleries of the Interna: 
tional Silver Co., Inc., 15 Maiden Lane, 
went to Huntingdon, Pa., last Friday and 
lectured to the Huntingdon Civic Club 
on “Silver—Ancient and Modern,” illus- 
trating his talk with lantern slides. 
About 150 women made up the audience 
in the Grand Theatre. On Monday Mr. 
Little visited Wallingford, Conn., and ad- 
dressed the Women’s Club of that place 
on the “History and Romance of Silver.” 

A voluntary petition in bankruptcy 
was filed last Friday by Anthony R. 
Garofalo, 68 Bowery, showing assets of 
$11,647 and liabilities of $27,193. The 
former include stock in trade, $4,000; 
machinery, fixtures, etc., $1,200; debts 
due on open accounts, $6,122; property in 
reversion, remander and trust, $250; 
property claimed to be exempt, $75. The 
liabilities comprise unsecured claims, 
$17,372, and notes and bills which ought 
to be paid by other parties thereto, 
$9,821. 

Murray A. Lang, son of Mr. and Mrs. 
Samuel Lenkowsky, who was married 
last Sunday at the Hotel Plaza to Miss 
Mitzi Joan Ritter, daughter of Mr. and 


Mrs. Louis Ritter, 309 W. 104th St., 
sails Jan. 11 on the Bremen with Mrs. 
Lang for a honeymoon trip. Mr. and 


Mrs. Lang will be gone for about six 
weeks and while abroad Mr. Lang will 
visit the diamond markets in the interest 
of Samuel Lenkowsky & Sons, importers 
of diamonds, 10 W. 47th St., of which 
concern Mr. Lang is a member. 

Next Saturday afternoon the Brother- 
hood of Traveling Jewelers and the 
Traveling Jewelers Association will hold 
their annual meetings and dinner at the 
New York Athletic Club. The meeting 
of the Brotherhood will start at 5 p. m. 
and immediately after this session is 
over the Traveling Jewelers Association 
will convene. At 7 p. m. the dinner will 
be served and the members are being 
informed that there will be no after 
dinner speaking. 
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Providence 


Janet A. Bliss, 83 Wilson Ave., Rum- 
ford, R. I., is owner of the Bliss Metal 
Products Co., 40 Clifford St., this city, 
according to information filed at the city 
clerk’s office. 

Harry A. Wintermute, New York 
representative for the A. T. Cross Pencil 
Co., and the Waite-Evans Co., both of 
Providence, visited the factories of these 
concerns last week. 

The Waite-Evans Co., this city, has 
opened a Chicago office at 1209 Hey- 
worth building, in charge of George A. 
Simmons who will cover the Middle 
West territory for that concern. 

The College Novelty Co., 37 Corinth 
St., is being conducted by John S. Hinck- 
ley, Donald J. MacDonald and Floriman 
M. Hathaway al! of this city, according 
to a statement filed in the city clerk’s 
office. 

The final meeting of the creditors of 
Abraham Colitz, of Woonsocket, in bank- 
ruptcy proceedings was held before the 
referee in bankruptcy last week and the 
trustee’s report allowed and the estate 
closed. 

The Amerit Mfg. Corp. has been 
granted a charter under the laws of 
Rhode Island to manufacture novelties 
in this city. The authorized capital 
stock is $100,000 consisting of 10,000 
shares of common stock at $10 each. 
The incorporators are Nicholas Picchione, 
Crescenzio Del Sesto and Gennaro Lani- 
fero, all of Providence. 

William A. Haggwall died at his home 
in Edgewood last week in his 73rd year. 
He was a native of Sweden, coming to 
the United States while a youth, and 
for the greater part of his life resided 
in Cranston. He was employed for 
more than 25 years by the Belcher & 
Loomis Co., jewelers’ supplies, and for 
five years was associated with the Ostby 
& Barton Co. Deceased is survived by 
two daughters and a sister. 

Two boys, aged 12 and 14 years re- 
spectively staged a diamond robbery at 
the retail jewelry store of the Kay Jew- 
elry Co., 240 Westminster St., late one 
afternoon recently. While one watched 
the clerks, who were busy in another 
part of the store, his companion sneaked 
behind a counter and stole two rings. 
one worth $200 and the other valued at 
$225. The boys were caught by the 
manager and clerks after an exciting 
chase and were held at police head- 
quarters. They were later released in 
the custody of their parents for appear- 
ance in Juvenile Court. 

Arthur C. Ostby, for half a century 
general superintendent and works man 
ager of the Ostby & Barton Co., manu- 
facturing jeweler, 118 Richmond St., re- 
tired with the old year from active 
service. Mr. Ostby was born in Norway, 
but came to this country when very 
young. His business life has been de- 
voted to the jewelry industry in Provi- 
dence. The business was founded by 
Englehardt C. Ostby, a _ brother of 
Arthur Ostby, and the latter was en- 
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gaged with his brother in the early days 
of the firm. Previously he had been as- 
sociated with Arnold & Webster and 
other oldtime jewelers. 

About 50 members of the sales person- 
nel of the Alvin Corporation were 
present at a banquet held recently at the 
Providence Biltmore Hotel which ended 
the annual two-day sales conference. 
Salesmen assigned to territory in all 
parts of the United States were in at- 
tendance at the sessions, at which the 
1930 sales and merchandising campaign 
was outlined. A new type of sales pro 
motion work and new patterns of silver- 
ware made by the corporation were 
features. Among the officers present 
were: President Edmund C. Mayo, Vice- 
President H. B. O’Brien and General 
Sales Manager C. S. DeFord. 

Among the jewelry buyers reported 
in this city and vicinity during the past 
week were the following: Mr. Hubbard 
and Mr. Pudan, F. M. Pudan & Co., 
Springfield, Mass.; Oscar Uhl, the 
Furstenwerth-Uhl Jewelry Co., St. 
Louis, Mo.; Mr. Poage, Clifford Poage 
& Co., Columbus, Ohio; Mr. Treyz, Treyz 
Bros., Binghamton, N. Y.; G. W. Bard, 
G. W. Bard & Co., Lancaster, Pa.; Mr. 
Kaskill, D. Lisner & Co., Inc., New York 
city; Mr. and Mrs. Rubin, the Millard 
Novelty Co., Philadelphia; Mr. Levy, the 
Jesse Levy Co., Philadelphia; Mr. Gold- 
smith, Joseph Goldsmith Co., New York 
city; Mr. Kind and Mr. Block, S. Kind 
& Sons, Philadelphia; Mr. Goldberg, the 
Vogue Jewelry Co., New York city, and 
Mr. Pfersich, A. L. Pfersich & Co., 
Philadelphia. 








Attleboros 


The employes of the Bugbee & Niles 
Co. were given added cheer this year 
when the firm distributed a liberal bonus, 
totalling several thousand dollars. 

Ove L. Gammell, 62 years old, head of 
the tool making department of Smith & 
Crosby, manufacturing jewelers, col- 
lapsed while at work Dec. 24 and died 
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before medical assistance could be 
secured. Death was due to a possible 
shock because of high blood pressure 
from which he had been suffering. He 
was a native of Denmark and came to 
this country as a young man and learned 
the jewelry toolmaker’s trade. In addi- 
tion to his widow, deceased is survived 
by three sons. 








Boston 


The annual meeting of salesmen of 
the Waltham Watch Co. is being held 
this week at the company’s plant. Busi- 
ness matters of much importance are 
under discussion, led by Manager Brown 

Jewelers regret the passing of Frank 
L. Dunne, one of the best known mer- 
chants in this city. He was widely 
known as a collector, having made no- 
table collections of American clocks, 
shells and Bostonia. He is survived by 
a daughter and a son. 

An exhibition of contemporary glass 
is being held at the Boston Museum of 
Fine Arts in cooperation with Bigelow, 
Kennard & Co., Inc. In addition to this 
the Bigelow Kennard concern is showing 
a fine collection of similar glass in its 
West St. store windows. 








Rochester 


Mayor Joseph C. Wilson, retailer, 39 
Main St. E., was unanimously re-elected 
to office for his second term by the new 
City Council which organized Jan. 2. The 
new honor came to Mayor Wilson while 
he was confined to his home, too ill to 
attend the organization session. As 
mayor, he will serve as president of the 
City Council under the City Manager 
Charter. Besides conducting a success- 
ful retail business, Mayor Wilson has 
had a long and distinguished career in 
public service. He has served as alder- 
man, in a number of city offices, and as 
first mayor under the new charter. He 
was the only man to receive the indorse- 
ment of both the Republican party and 
the City Manager League at the election 
last fall. 

Honesty of a mail carrier whose sense 
of justice even prevented him from ac- 
cepting a reward, restored to John A. 
Burke, retail jeweler, 110 Genesee St., 
two valuable diamond rings dropped 
from his pocket before he had discov- 
ered their loss. The honest mail man 
is Judson S. Brown. Finding an en- 
velope bearing the name of Mr. Burke 
while plodding his route, he discovered 
he had picked up two diamond platinum 
rings. Upon his return home, he called 
Mr. Burke, who, upon investigation, dis- 
covered his loss. Mr. Burke called on 
the mail man the same night, recovered 
his rings and offered the finder a reward 
of $50. The mail man refused to accept 
the gift. The rings were valued at $500 
and $250 respectively. 
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Chicago Notes 


The Feinburg-Slohm Sales Co., 28 E. 
Madison St., will represent the Sterling 
Silver Mfg. Co., of Providence, R. I., in 
the Middle West. 

Edward F. Law, recently opened a re- 
tail jewelry store at 1420 Fifth Ave., 
Maywood, Ill. Mr. Law was formerly 
manager of the Maywood Water Heater 
Co. 

J. D. Grassick, manager of the Chicago 
office of the Alvin Corp., is spending 
10 days at Providence, visiting at the 
home offices and attending sales con- 
ferences. 

George Flemming, of the J. J. Sommer 
Co., left on Sunday night for a business 
trip through his territory. Mr. Flem- 
ming will visit the wholesale trade with 
his new spring line. 

E. F. Doering, and his two sons asso- 
ciated in the wholesale jewelry business 
with him at Waupun, Wis., spent several 
days in Chicago last week looking over 
new spring merchandise. 

Frank D. Newburger, manufacturers’ 
representative with offices in Suite 1104, 
Heyworth building, left on a business 
trip last Wednesday. He will visit the 
trade through the North West. 

George Boergerhoff, representing the 
Irons & Russell Co., and George Koll- 
stede, left for the Middle West on 
Wednesday, to call on the trade. He 
will be away for about two weeks. 

J. Y. Lebolt, of Lebolt & Co., left on 
Sunday with a party of friends for a 
pleasure trip to California where he will 
remain for about six months enjoying a 


rest. Enroute to California the party 
will stop at several cities for a few 
days. 


An involuntary petition in bankruptcy 
was filed last Saturday against Carl J. 
Smidt, 416 W. 63rd St., Chicago. Mr. 
Smidt, always enjoyed a thriving busi- 
ness in the years he was located there, 
and was always prompt in meeting his 
obligations. 

R. S. Hulbert, Chicago manager for 
Oneida Community, Ltd., left on Sunday 
accompanied by A. J. Ledwith, R. R. 
Colway, W. H. Farmer and Jerry Way- 
land-Smith, for the home offices at 
Oneida where they will attend sales 
conferences. 


Dan Childs arrived in Chicago last 
week with the Bates & Bacon and the 
D. F. Briggs lines. This is his first 
trip out here with the new lines. 

S. Kahn of S. Kahn & Co., St. Peters- 
burg, Ill., called on his many friends in 
Chicago last week. Mr. Kahn makes a 
trip to the Chicago markets about twice 
a year. 

J. B. Eberhart & Son, Inc., retail 
jewelers, 9455 Commercial Ave., were 
petitioned into bankruptcy on Thursday. 
Liabilities are approximated at $22,000, 
and the alleged bankrupts claim assets 
worth about $10,000. Goldman, Alls- 
house & Healy are representing credi- 
tors. 

Henry Alex, of the home offices of the 
Rogers, Lunt & Bowlen Co., is spending 
this week in Chicago taking charge of 
inventory. George C. Lunt and George 
Davis, of the firm will arrive at the 
Chicago office early this week to attend 
a sales conference. All representatives 
within the Chicago territory will be in 
attendance. 

Gene E. Matsies, manufacturers’ rep- 
resentative with headquarters in the 
Metropolitan building, Angeles, 
Cal., spent several days of the past week 
in Chicago visiting with friends. Mr 
Matsies left Chicago for New York and 
the East where he will visit with the 
firms he represents and make arrange- 
ments for the new year. 

Victor B. Hume has made satisfactory 
arrangements with the General Alloy 
Co., Newark, manufacturer of wedding 
rings and alloys, and J. Moroch, of New 
York, manufacturer of mountings, to 
represent them in the North West and 


Los 








Middle West, calling on the wholesale 
trade. He will handle these lines in 
connection with the products of the 


Martha Mfg. Co. which he has had for 
many years. Mr. Hume makes his head- 
quarters on the 11th floor of the Hey- 
worth building. 

Nat Levy, who was formerly connected 
with the Chicago office of Hamilton & 
Hamilton, Jr., has again associated him- 
self with this firm. Mr. Levy will call 
on the trade through the Middle West 
territory, making his headquarters at 
the Chicago office, Room 1102 Heyworth 
building. He will leave for his territory 
about Jan. 12. H.I. Jacobs, manager of 
the Chicago office of the concern, will 
leave this week on a_ business trip 
through the eastern section of his Middle 
West territory. 

H. A. Norton, assistant to the vice- 
president, Kenneth Mills, general sales 
manager, Charles Gregory, sales promo- 
tion manager and Warren Mattram, in 
charge of production of the R. Wallace 
& Sons Mfg. Co., Wallingford, arrived 
in Chicago recently to attend sales 
meetings at the Palmer House on Jan. 
6 and 7. New goods in sterling, silver 
plated holloware and pewter were to be 
displayed for the first time. On Tuesday 
evening a dinner was served and a 
theater party followed. 

The Jewel Craft celebrated the open- 
ing of its new spacious quarters on the 
12th floor of the Pittsfield building, 55 E. 
Washington St., last Monday. The new 
quarters are much larger and more mod- 
ern than those the concern occupied for 
the past few’ years at 5 S. Wabash Ave. 
The space has been divided to give am- 
ple shop space, with several private dia- 
mond rooms, general offices and display 
space. This concern manufactures plat- 
inum and gold jewelry. The officers of 
the firm are Louis Kohn, Otto F. Loveen 
and J. S. Solomon. 

Cornelius J. Furey, operating as the 
Argyle Jewelers’, 1124 Argyle Ave., is 
offering a 35 per cent net cash settle- 
ment to creditors. A meeting of credi- 
tors was held last Thursday in the 
offices of Rosenberg, Braude & Zimmer- 
man at which a creditor’s committee con- 
sisting of A. Benjamin, S. Lazarus & 
Sons, G. Clifton, A. C. Becken Co., and 
Ben Braude, Emil Braude & Sons was 
appointed. This committee met on Fri- 





(Continued on page 80) 
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Chicago Notes 


(Continued from page 79) 

day with the debtor and after examining 
his books, etc., the 35 per cent net cash 
settlement was recommended. 

The recent death of Mrs. Mary E. 
Williams, widow of A. L. Williams, 
founder of A. L. Williams & Co., whole- 
salers, 27 E. Monroe St., came as a shock 
to the trade. Mrs. Williams, who was 
always in excellent health, passed away 
at her home, 525 Center St., on Sunday 
evening, Dec. 29, from a heart attack. 
She always took an active part in busi- 
ness, starting when her husband 
launched his business. Mrs. Williams 
was born in Chicago 73 years ago and 
was always active in church and social 
work. She is survived by one daughter 
and two sons, Arthur J. and Clarence J. 
Williams. Both of the sons are actively 
engaged in business for themselves, Ar- 
thur J. having been with his mother, and 
with offices in the Pittsfield 
building. A high mass was solemnized 
on Saturday, Jan. 2, at St. Joseph’s 
Church, the church she was baptized in, 
Boniface. 


Clarence J. 





and interment was at St. 
Market Prices for Silver Bars 
The following are the quotations for 
silver bars in London and New York 
as reported for the past week: 
Selling Price 
Londo U.S Govt New Yorl 
Date Official issay Bars Official 
ey 1 14914 16 3, 
J ( H day Holiday 
L 191, 4H 7% 
7 48 34 46 36 
4. 5 17 34 45 3% 
6 056 47% 14%, 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ended Jan. 4, 1930. 
The U. S. Assay Office reports: 
Gold ul exchanged for gold 
$455.689 7 
Gole a « ) t 12,326.26 
Tota] $468.016.03 


Of this gold bars exchanged for gold 


coins are reported as follows: 
Date Exchange 
n 197,810.78 
30,353.77 
Jar 70,257.76 
“ 2 11. 856.67 
, } 65.410.79 
T S4 689.77 


After serving for 23 years as watch- 
maker for the N. C. Nelson Co., jeweler, 
Concord, N. H., Clinton E. Morrill was, 
on Jan. 1, made a junior member of the 
firm. This announcement was made sev- 
eral days ago by Mervin E. Banks, pro- 
prietor and senior member of the con- 


cern. The Nelson house is one of the 
oldest jewelry concerns in the State, 
having been established in 1872 by 


Nathaniel C. Nelson. 
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Cincinnati 


Two burglars were recently surprised 
in the act of ransacking a window at the 
store of the Shor Jewelry Co. on Main 
St., by a patrolman and private police- 
man, who fired five shots at the fleeing 
men. Both officers heard the crash of 
falling glass as the thieves hit the win- 
dow with a hatchet wrapped in a towel. 
They rushed to the store, but as they 
approached, the crooks dropped five 
wrist watches and fled. 

Association activities in the local 
jewelry trade for 1930 opened last Tues- 





day evening with the installation of offi- 
cers by the Cincinnati Wholesale Jewel- 
ers and Manufacturers Association. On 
this occasion, which was held at the Hotel 
Gibson, James W. Farrell, executive 
manager of the Homan Mfg. Co., began 
his second term as president of the or- 
ganization. Next Saturday the annual 
dinner-dance of the association will be 
staged at the Hotel Gibson. Some time 
this month the Cincinnati Retail Jewelers 
Association, of which George H. New- 
stedt is president, will hold its annual 


meeting. 








Detroit 


The business of Glick’s, retail jeweler, 
1262 Griswold St., has recently been in- 
corporated for $15,000. The owners are 
Joseph Glick, Fort Smith; L. K. 
and Harry Glick, Detroit. 

Emanuel Walters, of Sinrod- 
Walters Co., wholesale jeweler, Metro 
politan building, is leaving for New York 
shortly, where he will buy new merchan- 
dise for the early spring trade. 

A brick wrapped in a handkerchief 
and tossed through a display window of 


‘15 ] 
Glick 


the 





the William Devlin Jewelry Shop, 1232 
Washington boulevard, netted the thiev: 
a number of watches, valued at about 
$350, on the morning of Dec. 28. 

The Budd-Willer Jewelry Co., 
Saginaw St., Pontiac, was recently in- 
corporated. The capital stock is $15,000 
and the owners are: J. S. Sterling, 
Muskegon; Martin M. Fox, Grand 
Rapids, and Mandel H. Willer, Pontiac. 

The Standard Plating Co., 948 E. 


43 «SS. 
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Lafayette Ave., is a new corporation. 
The concern, which is capitalized for 
$11,200, is engaged in a general plating 
business. The owners are Christos 
Kalliolis, Panos V. Kaskaras and Peter 
Marinos. 








Salt Lake City 


Dave Stein, S. Main St. jeweler, left 
his store last week, his lease having ex- 
pired and the property sold. He will be 
located temporarily in the Utah Savings 
and Trust Co. building until another 
suitable store location can be secured. 

Anderberg, Inc., jeweler, Provo, Utah, 
has changed the firm name to J. Edwin 
Stein, Jeweler. Mr. Stein has been man- 
ager of the store ever since it entered 
Provo, and for some time has been owner 
as well. Mr. Stein stated that no changes 
other than in the name of the firm are 
contemplated. 

W. C. McConahay, until a short time 
ago associated with his father, William 
M. McConahay, prominent local jeweler 
for many years, was married recently at 
Episcopal Cathedral in Salt Lake 
City, the bride being a prominent local 
vocalist. The honeymoon is being spent 
in California. 


the 





San Francisco 


C, C. Skov is now representative of 
Lehrman Bros. Silverware Corp., which 
was formerly represented by the S. J. 
Hammond Co. 

On Dec. 30, Ivan L. Smith, Coast rep- 
resentative of the Oneida Community, 
Ltd., left for the factory to attend the 
semi-annual agents’ meeting. 

Harry Jones, Coast representative of 
the Wadsworth Watch Case Co., is able 
to be at his office for several hours each 
day. As the result of an accident, Mr. 
Jones suffered a broken ankle, but he is 
now able to reach the Jewelers’ building. 

The Robert Myers Co. of the Jewelers’ 
building has sent out announcements 
that, with Jan. 1, the firm style becomes 
Myers & Harris, dealers in watchmakers 
and jewelers’ tools and supplies. Both 
partners state that Harry A. Harris has 
always been a partner in the firm, and 
the only change is in the firm name. 

Jewelers of Fresno, Cal., were a little 
late in organizing a community advertis- 
ing campaign for the Christmas holidays, 
but it is believed that results were satis- 
factory. E. R. Allen, California repre- 
sentative of the Retail Jewelry Associa- 
tion went from San Francisco to Fresno 
and organized a meeting which resulted 
in most of the jewelers contributing 
toward the campaign in the Fresno Re- 
publican and the Fresno Bee. On return- 
ing to San Francisco, E. R. Allen stated 
that he plans to visit every town in Cali- 
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fornia in 1930, on behalf of community 
advertising for jewelers. 

Louis Greenberg, formerly with the 
Oakland store of the Gensler-Lee Jewelry 
Co., has now become manager of the 
firm’s store in Richmond, Cal. 

Henry E. Hinrichs, western division 
manager, Elgin National Watch Co., left 
on New Year’s Day for the company’s 
offices in Chicago, to attend conventions 
and conferences to be held there. 

Quite a number of travelers for local 
wholesalers and representatives of east- 
ern manufacturers left early in January 
for their first trips of the new year. 
Most of them started their trips in the 
southern section of California. 








Los Angeles 


Last week flames destroyed the build- 
ing where A. W. Goodyear operates a 
retail store at Santa Paula, damaging 
Mr. Goodyear’s stock to the amount of 
about $1,000. The loss is fully covered 
by insurance. 

Police detectives are hunting for a 
“Wrist Watch Burglar’ who has been 
preying on stores in southern California. 
His latest victim is Paul Grimm, 303 W. 
Fourth St. The robber hurled a brick 
through a display window and through 
the aperture made he selected only a 
valuable wrist watch, passing up rings 
and bracelets. 

Frank Bristol, 1552 W. Pico St., with 
his wife was the victim of an auto acci- 
dent last week. Mr. Bristol closed his 
store late one evening and was cross- 
ing the street with his wife and as he 
stepped into the intersection a car came 
hurriedly around the corner and ran into 
the pedestrians. Both had leg bones 
broken and were otherwise badly bruised 
and lacerated. They were taken to a 
local hospital and are now on the road 
to recovery. E. E. Fischer is conduct- 
ing the Bristol store during Mr. Bristol’s 
absence. 

Fountain pens to the value of $250 
and $350 in cash were stolen by a bandit 
in Ontario, Cal., last week, from the 
store of the Gemmell Co. The robber 
burst open a side door with a jimmy and 


selected only the higher priced pens. 
Finger prints on the safe and side door 
were smeared over by the burglar. The 
police believe the job was the work 


of the same burglar who operated in 
Pomona week before last where only 
cash and fountain pens were taken. 

J. Porter Rambaud, jewelry salesman 
of Phoenix, Ariz., was found dead in his 
automobile on Wright Road, near Lin- 
wood, a suburban village of Los Angeles. 
A deputy sheriff investigated and re- 
ported that Rambaud had died from a 
self-inflicted bullet wound. In one hand 
of the dead man there was a note which 
asked that Mrs. Loris Rambaud, or a 
brother-in-law, Milton Turpin, 1644 N. 
Kingsley Ave., Los Angeles, be notified. 
It is the belief of the officers that Ram- 
baud had been dead since New Year’s 
Day. 
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Business Records 


Harry Shoenholz, Newark, N. J., has 
assigned to Aaron Lasser. 

George K. McCain, Kokomo, Ind., is 
reported to be in bankruptcy. 

Bensam’s, Inc., Flint, Mich., has filed 
a voluntary petition in bankruptcy. 

Joseph Feinstein, Buffalo, N. Y., is 
offering a settlement of 25 cents on the 
dollar. 

Isidor Kaitz, Chelsea, Mass., has made 
an assignment for the benefit of 
creditors. 

A voluntary petition in bankruptcy 
has been filed by Dave Alpher, Washing- 
ton, D.C. 

The Cecil Jewelry Store, Anderson, 
Ind., is offering a settlement of 20 cents 
on the dollar. 

An involuntary petition in bankruptcy 
has been filed against Morris Rosin, 
Hartford, Conn. 

An involuntary petition in bankruptcy 
has been filed against Jacob J. Shalet, 
Philadelphia, Pa. 

Involuntary bankruptcy proceedings 
have been instituted against Arthur R. 
Price, Inc., Westfield, Mass. 

R. C. Woolson of Ritzville, Wash., has 
been appointed temporary receiver for 
the business of the Kurtz Jewelry Co., 
Inc., of Ritzville. 

Thomas Brown, Brookville, Pa., has 
filed a voluntary petition in bankruptcy. 
The assets are estimated at $6,500, and 
the liabilities at $9,879. 

The C. F. Williams Co., Corpus 
Christi, Tex., has made an assignment 
for the purpose of settling with creditors 
at 50 cents on the dollar. 

The Maurer Co., Montgomery, Ala., is 
offering a settlement of 20 cents on the 
dollar. Assets are given as $200 while 
the liabilities amount to $2,100. 

B. L. Morris, proprietor of the Ex- 
clusive Novelty Shop, Los Angeles, Cal., 
has assigned. The assets are estimated 
at $2,500 and the liabilities $12,000. 

A receiver in equity has been ap- 
pointed for the Arcade Gift Shop, Phila- 
delphia, Pa. Assets are estimated at 
$35,000, and liabilities about $63,000. 

The business of Joseph E. Fishbein, 
operating under the style of the Los 
Angeles Credit Jewelers, Los Angeles, 
Cal., has been attached and the business 
closed out. 

An involuntary petition in bankruptcy 
has been filed against Henry Lieber- 
freund, operating as the Community 
Jewel Shop, Passaic, N. J. His indebted- 
ness is given as $18,000. 

Elias I. Berger, Los Angeles, Cal., has 
made an assignment. It is estimated 
that the assets are worth $4,000 while 
the liabilities total about $60,000. Over 
$30,000 of merchandise has been pledged, 
it is reported. 

Louis DeNardo, jeweler, Jeanette, Pa., 
has filed a voluntary petition in bank- 
ruptey in the United States District 
Court at Pittsburgh. His liabilities are 
stated to be $3,295 with assets of $2,508, 
principally stock in trade. 
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Washington, D. C. 


E. E. Anderson, manager of A. 
Schmidt & Son’s Washington store, 1211 
Connecticut Ave., is in New York on a 
buying trip. 


The second series of the Jewelers’ 
Duckpin League will start on Jan. 10. 
The handicaps have not yet been deter- 
mined. 


The Art Metal Finishing Co., silver- 
smiths and gold and silver platers, moved 
last week from 925 E St. to 923 12th 
St.. N. W. F. F. Pierdon is manager of 
the company. 


Washington jewelers will be repre- 
sented at the business conference which 
has been called by the Washington 
Chamber of Commerce for Jan. 27. This 
is in line with the national business con- 
ference held by the Chamber of Com- 
merce of the United States at the sug- 
gestion of President Hoover. 


Word has been received here that the 
Smithsonian Institution has been pre- 
sented with the private collection of 
John Gellatly of New York City. This 
is one of the finest collections in Amer- 
ica, containing famous specimens of 
jewelers’ art, paintings and tapestries, 
valued at several millions of dollars. 

The Schmedtie Bros. Co., of 1217 G St., 
N. W., has recently completed its 65th 
year in business in this city. Julius H. 
Duehring, president, has been associated 
with it for 47 years. Norman E. Duehr- 
ing, his son, has been with the firm for 
20 years; George E. Ruhl, 14 years; and 
Charles F. Wedding is just beginning 
his 32nd year as a salesman with this 
old firm. 

One of the finest pieces in Washing: 
ton at present is on display at Woodill 
& Miller, 1307 Connecticut Ave. It is 
a massive silver gilt cup made in 1749 
by William Gundy and was formerly in 
Lord Hatton’s collection. The cup was 
made for King George II’s own regiment 
and is intricately decorated with em- 
bossed regimental emblems and figures 
of soldiers. 








82 





THE JEWELERS’ 


CIRCULAR 





January 9, 1930 








An Artistic Silverware Salesroom 


The W. D. Smith Silver Co. recently 
moved its business from 4538 Fulton St. 
to 1483 North Wabash Ave., Chicago, 
where it has leased the entire fifth floor 
of that building. Part of this space has 
been set aside for general offices and 
display room. 

The display room is very beautiful in 
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Members of this firm are R. J. Bourgeois, 
E. R. Bourgeois and A. J. Bourgeois. 


* * * 


New Models Shown at Convention of 


Conklin Pen Co. in Toledo 


Style is the outstanding consideration 
in the fountain pen industry as well as 
in other and less practically useful prod 





THE BEAUTIFUL NEW SALESROOM OF THE W. D. SMITH SILVER 


CO. IN 


Georgian period. It gives one the im- 
pression of being in a home. All of the 
furniture is in solid mahogany. The 
background for the display of their 
sterling and silver plated hollow and 
flatware is black velvet. Even between 
windows the walls are decorated with 
the velvet and attractive shelves are 
mounted there to display special articles. 
The lighting fixtures are very unique; 
all silver plated and crystal in the 
Georgian style. The floor covering is 
in black and white giving the finished 


touches to this very modern display 
room. 
The W. D. Smith Silver Co. has been 


in business for a great many years and 
the firm is well known for its products. 
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ucts. This fact was vividly revealed in 
the annual sales convention of The Conk 
lin Pen Co., in session at Toledo recently. 
Approximately 50 salesmen and execu 
tives of the company representing al] 
sections of the American market and 
leading foreign markets were in attend 
ance. The new pen and pencil models 
for 1930 presented to the sales force 
show new color combinations and ultra- 
modern lines which afford a sharp and 
interesting contrast to the conventional 
shapes and colors which, until recently, 
were common to all fountain pens and 
pencils. 

Tom Emerson, sales manager, left im- 
mediately after the convention for San 
Francisco, where on Jan. 16 will be held 


a convention of far western salesmen 
and dealers. A. C. Marquardt, export 
manager, sailed for a six months’ trip 
through Australia and the Orient. 
Conklin’s export business is rapidly 
climbing to a much greater volume and a 
much greater percentage of total sales 
than ever before. 

Changes in the personnel of the Conk- 
lin sales force were announced as fol- 
lows: William C. Stock, who has been 
covering the Wisconsin territory for the 
company, will take over the territory in 
Missouri and Illinois, St. Louis being his 
headquarters; Howard Jones, who has 
been with the company for some four or 
five years, will be transferred from the 
Colorado territory to the Wisconsin ter- 
ritory, making his headquarters in Mil- 
waukee. 

* * * 


Modern Society Demands Modern 
Methods 


Service seems to be the keynote to a 
successful enterprise. It was with this 
idea in mind that the Jewelers’ Institute 
of New York, located at 48 W. 48th St., 
in the heart of the New York metropoli- 
tan jewelry district, has been organized. 
For many years the small jeweler, 
isolated from manufacturing centers, has 
been forced to have his special order 
work done by mailing it out of town. 
Quite frequently such practice brought 
about the loss of many sales. Particu- 
larly was this true of diamond setting. 
Clients quite naturally hesitate having 
their diamonds sent away and this, of 
course, brings about the loss of many 
sales. 

In an endeavor to teach the art of 
diamond setting to jewelers who de- 
sired to add that important branch of 
the trade to their business, it was im- 
perative that some method be devised 
whereby it was possible for the Institute 
to teach that through correspondence sys- 
tem. John W. Krisch, a contributor to 
THE JEWELERS’ CIRCULAR on “Diamond 
Setting in White Gold,” which is at 
present running monthly, was _inter- 
viewed. His system of diamond setting 
is without doubt the very simplest yet 
conceived. A most ingenious plan was 
formulated. The idea that every jeweler 
could set his own diamonds was made so 
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simple that it is now quite possible to 
learn every phase or any branch of the 
art in one-fourth of the time heretofore 


required. 
No attempt has been made to issue a 
book and illustrations. Nothing but 


actual samples showing the successive 
stages of the work would do. Students 
are started on copper plate work to ac- 
custom the use of various gravers. 
After an initial lesson or two, the work 
on actual samples begins. For flat top 
setting, etc., actual settings are sent to 
students and each move explained in 
detail. Work is mailed back to the In- 
stitute for correction and no student is 
allowed to progress unless he has satis- 
fied the Institute’s requirements. 

In addition to the correspondence 
course, which is showing surprising 
results, the school maintains a resident 


course. Students attend classes and re- 
ceive individual! instructions to qualify 
them for good positions. Classes are 


maintained day and evening, thus giving 
every one desirous of learning an 
opportunity. 








Los Angeles Jewelers Satisfied with 


Holiday Trade 


(Continued from page 70) 


that he thought profits would be some- 


what greater this year than last. “As 
a matter of fact,” said Mr. Reynolds, 
“We handled more orders this year, 


especially during the month of Decem- 
ber. Popular priced articles seemed to 
have been greatest in demand and, as we 


had unusually excellent lines of such 
merchandise, we enjoyed a wonderful 
business. I look for continued pros- 


perity in 1930,” concluded Mr. Reynolds. 

Albert Behrstock, of the I. Behrstock 
Co., said: “Our volume of business for 
1929 is larger than for the year 1928. 
We really had a dandy patronage 
throughout our territory, especially in 
Arizona and New Mexico. We look fora 
good year in 1930.” 

“Our business has been fine; it is 15 
per cent better for December, 1929, than 
in December, 1928. The volume of busi- 
ness for the entire year will run as 
high as 9 or 10 per cent over that of 
1928,” said Joseph Bloom. 

“While we did some business this year 
it was not as good as last year,” said 
W. L. Burkhart. “We deal only in high 
class diamonds and there was not the 
demand for gems of this kind as was 
the case in 1928. However, we are not 
complaining, as we look to see an excel- 
lent trade for the coming year of 1930.” 


David F. Nelson remarked, “We did 
some business and believe that in dol- 
lars and cents we are ahead of 1928. 


Yes! 1930 undoubtedly will be a better 
year than 1929.” 

Montgomery Bros., and William David- 
son, who have been conducting sales for 
several weeks, both report that they have 
sold a large amount of merchandise but 
will not be able to give out any figures 
until the sales have been concluded. 
Without inventorying, these merchants 
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say, it is impossible to state what the 
profits of the sale will amount to, but 
judging on the face of things they be- 
lieve that the sales will prove profitable. 

Donovan & Seamans, during the last 
few days prior to Christmas Day, had 
all the customers that could be handled 
expeditiously and the consequence was 
largely increased sales over the 10 days 
previous. Brock & Co. did as usual, a 
large business. 








Original Merchandising Methods 


(Continued from page 33) 


use of reverse plate at the top and bot- 


tom, bearing the name and address of 


the shop. This heavy black line domi- 
nates whatever page the advertisement 
may run on, calling attention to it and 
by repetition indicating immediately to 





Evansville retail jewelers report 
that their Christmas holiday trade was 
quite satisfactory this year. The last 
two weeks before Christmas showed 
a great deal of activity in local re- 
tail trade circles and the jewelers in 
many instances were able to get rid 
of most of their Christmas stocks. 
The local trade not only showed an 
increase over the corresponding month 
of last year, but the out of town trade 
also was active. Retailers are looking 
forward to a very good business dur- 
ing the coming year, although they 
say that January may be a trifle slow. 
General business conditions in Evans- 
ville, have been picking up and a 
great many of the large manufactur- 
ing plants here are being operated 
steadily. Reports from many of the 
towns in southern Indiana, southern 
Illinois and western and_ northern 
Kentucky are to the effect that retail 
jewelers are looking on the bright 
side of the trade picture and are ex- 
pecting to do a good volume of busi- 
ness during the next 12 months. 











readers who might only glance at the 
page that here is another Fitch-Bryant 
advertisement. In most of the adver- 
tisements also a black and white cut of 
either the entire store front or the door- 
way, with its most appropriate silver 
figure of the pearl diver, is shown. 

In this advertising campaign Fitch- 
Bryant inaugurated in Boston the use of 
large space by jewelry stores. This has 
attracted a great deal of attention and 
fewer insertions with large space have 
proved far more effective than a multi- 
tude of insertions of the same total 
amount of space divided into small in- 
dividual insertions. Other jewelry stores 
in Boston seem to have become extremely 
conscious of this campaign and its suc- 
cess for they are now following a num- 
ber of its features. 








A window-smashing burglar recently 
stole $500 worth of watches from the 
jewelry store of A. Goldberg, 35 Mason 
St., San Francisco, Cal. 


Newark 


The American Platinum Works of 
Newark added two floors to their build- 
ing during the year and increased thei 
output of findings and settings accord- 
ingly. This week they are closed fo. 
inventory. 

The business of the Garson Ring Cor- 
poration, of this city, was incorporated 
recently with 1000 shares of no pai 
stock. The incorporators are: Isaa 
Garson, Max J. Mareiniss and Seymour 
A. Emmerglick. 

Carter, Gough & Co. predict a suc- 
cessful year. Arthur Van Ness has left 
their employ to join the DeWitt A 
Davidson Co., New York. A. M. Veghte 
will represent the Carter, Gough con- 
cern hereafter in the Middle West terri- 
tory. The factory of this concern is 
closed for the present week for the 
taking of inventory. 

The New Jersey Retail Jewelers’ As 
sociation, will make merry on Tuesday 


evening, Jan. 21. The Hotel Suburban, 
East Orange, will be the scene of the 


annual dinner and dance for which occa- 
sion Carl Lund of East Orange, wil! 
act as chairman. Requests for reserva- 
tions should be sent to Mr. Paul, care of 
Wiss Sons, Inc., 665 Broad St., Newark. 
There will be no meeting of the associ- 
ation until Feb. 25. 


Philadelphia 


Louis R. Matlz has registered under 
the trading act as the Roosevelt Jewel 
Shoppe at 1834 Frankford Ave. 

Saul Rosnov, of M. Rosnov & Son, 719 
Sansom St., was married last Sunday 
to Miss Beatrice Ostrof of Camden. The 
couple are on a honeymoon trip to 
Florida. 

Arthur Aisenstein, son of the senior 
partner of Aisenstein & Gordon, has 
purchased an important interest in the 
watch material house of Kramer Bros., 
725 Sansom St., and has left the employ 
of Aisenstein & Gordon. A number of 
alterations are being made in the store 
of Kramer Bros., and it is expected that 
a general line of jewelry for jobbing 








will be installed soon. 
Fred H. Cooper, president of the 
Pennsylvania Retail Jewelers’ Associa- 


tion, has accepted invitations from a 
number of organizations to talk on 
subjects related to the jewelry industry. 


Jan. 20 he will address the Women’s 
Club of Wynnefield, Pa., on “The 
History of Sterling Silver.” On Jan. 


14 he talks before the Women’s Club of 
Swarthmore on the same subject and 
last Tuesday gave a lecture before the 
Doylestown Improvement Association on 
silver. Mr. Cooper is to appear before 
the Kiwanis Club of Woodbury, N. J., 
Jan. 16 and give his talk on “Time and 
Timepieces,” in which he traces the 
progress of horology from the earliest 
ages. 
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Escapement /M\atching 


Analyzed and Elucidated by T. J. Wilkinson 


PART I 


INTRODUCTION 
| ger geee nigel matching is an art 


that owing to its numerous ramifi- 
cations and details, presents difficulties 
to many watchmakers. 

The greatest obstacle to the successful 
matching of an escapement is found in 
that branch of the subject covering the 
fork-roller jewel action, as related to and 
associated with the action of tooth and 
pallet. 

We shall sum this up by stating 
even if it seems somewhat of an anal- 
ogy—that the action of the roller jewel 
and the extent of drop or first lock, ex- 
actly defines what the length of the lever 
shall be. 

If the length of the lever was always 
found to match the drop locks, the work 
of position adjusting would be simpli- 
fied. Exactness in “matching up” the 
parts named is frequently not in evi- 
dence, even in watches of high grade. 
Our readers will later on be able to 
verify this statement from actual experi- 
ment. 


Matching 
The ‘expression “escapement match- 
ing” implies the assembling of the vari- 


ous escapement parts that, as a group 
go to make up a complete escapement 
init, including the establishing of a 
smooth and correct relationship of the 
parts, not only collectively but with each 
other. 
Specific Meaning of Escapement 
Matching 
HE term’ escapement matching 
specifically means that the drop or 


first lock, the slide or second lock, the 
draw, the drops, the shakes, the lifts on 


and tooth, the position of the 
pin with edge of table, the po- 


pallet 
guard 


sition of the roller jewel, the acting 
length of the lever, etc., are unitedly 
adapted to produce the best results. 


This list also includes the fit of the 
pivots in their respective holes. The con- 
dition of the jewels, their seats, and 
their settings; in short, to be considered 
as perfectly matched, all parts of an es- 
capement must be in excellent condition 
and capable of exhibiting perfect unity 
of action. 


Limited Matching 


Our discussion will be confined to that 
field of escapement matching which aims 
at securing a lever of exact length. 

To obtain a lever of exact length ne- 
cessitates the establishing of perfect co- 
relationship of the fork-roller jewel 
action, with its associated tooth and 
pallet action. 

The matching of the length of the 
lever to suit the tooth and pallet action, 
or reversing this statement—matching 
the tooth and pallet action to suit the 
length of the lever, presents no difficul- 
ties, once the tests and the principles 
underlying them are understood. 


Cutting Fork Corners 


pti utterances in more than one 
of our trade publications indicate a 
confusion of mind over some phases of 
escapement action, and escapement test- 
ing. 

Advice about shortening one corner of 
the fork slot, because the roller jewel 
either touched or seemed too close to the 
corner when passing, is, to say the least, 
a doubtful practice. 

The escapement upon which this oper- 
ation was performed was most likely 
“out of angle.” And “out of angle” when 


of minor amount is not visible by bank- 
ing to drop. 

To cut away a fork corner on evi- 
dence exclusively supplied by banking 
to drop is a risky thing to do; banking 
to drop not being the final court of ap- 
peal concerning the cutting away of a 
slot corner, or for altering the acting 
length of the lever. 

As a precaution, a test really sensi- 
tive to “out of angle” errors must be 
used. By using such a test, uncalled for 
alterations to one or both corners can 
be prevented. 


Slanting Roller Jewels 


We have advised against any unwar- 
ranted and unconfirmed alteration to 
one or both corners of the fork slot. 
With equal emphasis we advise against 
slanting a roller jewel either toward, 
or away from the fork, or in any other 
direction. 

A roller jewel should, under all cir- 
When the test, 
which we shall later explain, points out 
that it is possible to improve the match- 
ing by changing the position of the 
roller jewel, it is best done by providing 
a new table having the roller jewel in 
the desired position. 


cumstances stand erect. 


Treatment of Topic 


HE re‘erences made about cutting a 

fork corner, and about the position of 
a roller jewel is somewhat in advance of 
our discussion. It is probably a little 
out of place, but could not well be 
avoided, as we thought it necessary to 
state why we have chosen the subject of 
matching, as it relates to the length of 
the lever for a topic. 

We have tried to keep our treatment 
of the subject as simple and as concise 


as possible. To discuss with any full- 
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ness, the points brought to your atten- 
tion is now not feasible. May we there- 
fore refer you to the writer’s book “The 


Escapement and Train of American 
Watches” for additional information, 


and to answer any question you may 


have in mind. 
Scientific Principles 


Readers should keep in mind that the 
principles underlying the entire field of 
escapement construction are scientifi- 
cally sound, and that all practical es- 
capement tests, including the tests we 
shall employ, rest securely upon a scien- 
tific basis. 


Correct Use of Tests 


For a number of years the writer 
taught the principles and practice of the 
lever escapement, through the columns 
of the JEWELERS’ CIRCULAR. Therefore 
much of the content of the present article 
is not altogether new. Our present pur- 
pose in writing, is to again draw at- 
tention to the correct uses of some es- 
capement tests. We particularly refer 
to what is known as “banking to drop.” 
The real purpose of banking an escape- 
ment to drop is, to mark out by means 
of the banking pins the position at which 
drop lock takes place. 

In the light of the closing remarks of 
the last paragraph, and for other 
reasons, it is nearer to accuracy to de- 
fine “banking to drop” as an escapement 


condition, rather than to call it a test. 
Banking to drop (corner test para. 42 


p. 10) should not be employed to pass 
final judgment on the length of the 
lever. Nor should its decision be un- 
falteringly accepted about altering one 
or both corners of the fork slot. To 
decide whether the length of the lever 
is right, or whether an alteration to a 
slot corner is justifiable, the angular 
test must be employed. 

The angular test can be fully relied 
on (test conditions being right) to fur- 
nish correct information about a fault 
if present; and whether the fault is a 
real fault, or only an apparent fault; and 
if real what the nature of the fault is. 

So far we have made but brief men- 
tion of many very interesting points. 
Some of these we shall later discuss. 


References 
OU will find figures scattered 
throughout these’ writings. The 


figures have reference to the page, or 
paragraph,.or both, of the book previ- 
ously mentioned. 

If you have access to old copies of 


the JEWELERS’ CIRCULAR, you will find 
in them contributions by the writer, 
many of them covering our present 


topic; these should be read for the ad- 
ditional information they convey. If 
back files are not available it will be to 
your advantage to follow up the subject 
by outside reading, as suggested. 


Definition of Terms 


N order to avoid any chance of being 
misunderstood, we shall briefly define 
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the technical terms used in this article. 
And would ask that you make full use 
of the references mentioned. 

Drop Lock or First Lock. That 
point on the locking face of the pallet 
stone where a tooth in the act of drop- 
ping makes first contact with the face 
of the pallet jewel. This first point of 
contact marks the extent of the drop 
or first lock. (P. 172.) 

SLIDE Lock oR SECOND Lock. This is 
the increased locking which follows drop 
lock; provided the banking pins are set 
to allow slide to take place. (Para. 11.) 

ToTaAL Lock. The total lock (the 
banking pins being open), is always 
equal to the sum of the drop lock plus 
the slide or second lock. In the most 
common type of escapement, the type 
covered by this article of the total lock, 
two-thirds should represent the drop or 
first lock and the remaining one-third is 
the slide or second lock; (P. 21-22.) 

IN ANGLE. An escapement is in angle 
when the center of the lever moves an 
egual distance on each side of the line 
of centers. This is a line drawn from 
center of pallet hole to center of balance 
hole. 

To learn if an escapement is, or is 
not in angle, it is necessary to either 
bank to drop or use the angular test. 
The last test is the most accurate. 

OuT OF ANGLE. When an escapement 
is out of angle, the lever moves an 
unequal distance on each side of the 
line of centers. For the larger out of 
angle errors, banking to drop can be 


used. For greater exactness make use 
of the angular test; (see P. 12, 27, 
94, etc.) 

ADJUSTING LET OFF. This term is 


somewhat interchangeable with “out of 
angle.” It implies altering one or both 
pallet stones, or a slight bending of the 
lever, to correct the unequal motion of 
the lever over its line of centers. The 
escapement of course being banked to 
drop, (Para. 92.) And the angular test 
being used as a check. 

BANKING TO Drop. This term means 
that each banking pin has been turned 
inward toward the line of centers, and 
to such an extent that only dron or first 
lock is present on each pallet stone. 
This act of turning the banking pins 
inward removes slide lock. 

Banking to drop is not a specific test. 
It is more strictly speaking a condition 
of the escanement, yet it affords large 
help in unlocking escanement difficulties, 
and assists at unravelling of escapement 
faults. 

Banking to drop marks out the extent 
of drov or first lock. But it should be 
held distinctly in mind that the extent 
of drop lock is entirely due to the posi- 
tion occupied by the pallet stones, that 
is, in, or out. When the stones are out 
too far, the drop lock is deep. And if 
pushed back into their seat the drop lock 
is likely to be light. 


About Lock 


If the man at the bench will take time 
to study both the extent and condition of 
the different locks of tooth on pallet he 
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will find such an investigation profitable. 

It will also prove profitable to observe 
how the lifting face on a tooth passes 
over the lifting face of the pallet jewel. 
The matching of lifts being important. 
(P. 55.) 

In every watch the total lock on one 
pallet should be compared with the total 
lock on the opposite pallet. They should 
be of equal amount. 

Previous to banking to drop, try and 
make an estimate of the extent of the 
slide lock on each pallet. 

To observe the drop lock it is best for 
accurate observation, to bank the escape- 
ment to drop. The same amount of drop 
lock should be found on each pallet. 


Studying Lock 


A STUDY of lock is always advanta- 
geous. If workmen will take pains 
to examine the of the lock 
on each pallet, before taking the watch 
apart, then a little practice will enable 
him to locate possible errors. 

Suppose a watch is in the shop for re- 
pairs, and it is still able to run. We 
take it out of its case, remove the dial, 
and with an eye glass we note the entire 
lock on each pallet stone. If we see 
that the gross lock on one side is much 
greater than on the other side, we sus- 
picion that either the drop or first 
locks are unequal, or that the lever is 
bent. 

To learn whether the drop locks are 
equal or unequal it may be advisable 
to bank the escapement to drop. With 
a little training the extent of drop lock 
can be closely learned without banking 
to drop. In this instance we shall grant 
that the drop locks are equal to one an- 
other. Being convinced that the drop 
locks are equal then the cause is as- 
signable to the lever being bent. 


appe arance 


Lock and Bent Lever 


If, on inspection we find (the watch 
being banked to drop and lever straight) 
that the drop lock on one pallet is equal 
to the drop lock on the fellow pallet, 
and for experiment’s sake we bend the 
lever, we will find it necessary to rebank 
the escapement to drop; but the drop lock 
on one pallet still equals the drop lock 
on the fellow pallet. Bending the 
did not change the lock. 

Because of the bent lever this escape- 
ment is now “out of angle.” Here we 
have a condition of out of angle and both 
drop locks equal. The reason is, that 
at the start the locks were equal. If the 
drop locks were wnequal when we started, 
no amount of bending of the lever 
could make the locks equal. (P. 140.) 

Do not mix the subject of a bent lever 
with unequal lock. We may find a bent 
lever and equal lock. The lever may be 
straight and the locks unequal. We may 
encounter a bent lever associated with 
unequal lock. 

The best way to impress these facts on 
your mind is by experimenting on a 
watch with a soft lever. An old 16 size 
being best. 

(To be continued) 
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United States Patents 
Issue of Dec. 31, 1929 
1,741,421 FOLDABLE EXTENSION DE- 
VICE. AvuGust F. KRAPMER, Providence, 
R. I., assignor to Louis Stern Co., Provi- 
dene :m 2 Filed Jan. 16, 1929 Ser. 
2 803 5 claims 
A foldable extension device for a wrist 
strap comprising a _ plurality of sections 


another, 
folded 
folded 


folded one on 
said 
spaced 


hinged together to be 
means for retaining 
positior 


omprising 


sections in 


inwardly 





ms on lit ot Said sect ons, 
presentin bight of the fold to operat- 
ing porti on a second section, and fingers 
on said forming 
operating portions and resiliently contacting 
said folded portions in substantially parallel 
relationship for holding said _ sections ! 
folded position. 


resilient 





second section said 


FINGER-RING GUARD. ELLS 
WORTH D. BECKER and ALBERT B. E 
LIOTT, Reading, Pa Filed July 26, 1928 


Ser 568 5 claims 


1,741,908 
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A sprung-« 


i length of spring 





formed 
outwardly 





m finger ring guard 
wire having an 


bent midway loop adapted to loosely strad- 
/ « 
Ke 12 
Ne 10¢ & 

dle the ring hoop exteriorly and reversely- 


slida bly 
hoop. 


bent end-portion loops adapted to 
bear upon the inner surface of the ring 


ARTHUR H BARROW- 
MAN, Attleboro, Mass., assignor to J. M 
Fisher Co., Attleboro, Mé ASS. Filed Aug. 
11, 1928. Ser. 298,967 5 aims 


A chain 
links, each 
tionally rigid 
recess on the 
jection of the 


1,741,271. CHAIN. 


comprising a antl “a connected 
comprising a body with a fun 
projection on one end and a 
other end receive the pro 
suitable manua 


next link by 





manipulation to detachably connect adjacent 
links together, and a flexible member secured 
to said body and positioned to partially 
said recess to prevent detachment of the 

member yielding under suitable 
withdrawal of 


close 


links, said 


said 


manipulation to permit 
projection from said recess. 
1,741,952 CENTER FRICTION FOR 


WILSON E. 
assignor to 
New Haven, 


236,959. 


CLOC KS AND W ATCHES. 
PORTER, New Haven, Conn., 
The New Haven Clock Co., 
Conn. Filed Dec. 1, 1927. Ser. 
2 claims. 

The combination with a 
driving-train of a clock or 
member having a concentric 
therein, of a cylindrical center-arbor 


member of the 
watch, the said 
passage formed 
formed 
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its ends with a reduced portion and 
bent bodily at such reduced portior 
when 


nif tly 
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between 
initially 


to place its ends out of line, whereby 
said passage 
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installed in the 
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straightened thereby to devel 
required for normally yielding coupling 
said arbor and driving-member wit 
pacity for the independent turning of the 
arbor for setting the mechanism 
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31.090 Term of patent 14 years 


United States Trade-Marks 


Issue of Dec. 31, 1929 


The following trade-marks are 
in compliance with Section 6 of the Act 


Feb. 20, amended Marcl 
Notice of opposition must be filed witl 
days of this publication 

Marks applied for under the 10-y« 
viso” are registrable under the p 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911 

As provided by Section 14 of said A 


1905, as 


fee of $10 must accompany eacl rt 
opposition. 
Ser. 292,207 EDWARD GOLDSTEIN, doing bu 


as Baguette Watch C 


Filed Nov. 9, 1929 
The exclusive 


BAGUETTE ~- WATCH 


the word ‘“‘Watch” 
shown is hereby 4d 
Claims use 





right to the registrat 


apart from the marl 
sclaimed For Watches 
since about February, 1927 
McCREERY & Co., Ne 


1999 


JAMES 
Filed Oct. 10, 
Stone” is the sigr 

ss of that name, the 


Ser. 290,901. 

York 
The name “Dorothy 

ture of the famous actre 


MNerothy Mans 


pene ae 








well-known actor, Fred 


daughter of the 
Stone. 
For Necklaces and 
Claims use 
1929. 


Bracelets. 


since on or about September, 


CIRCULAR 





January 9, 1930 





























ROSENBERGER, INC 
1929. 


. COHN & 
New York. Filed Oct. 31, 
For Necklaces, Bracelets, Earrings, Finger 
Rings, and Anklets, and for Vanity Cases 


METALITE 


Cigarette ¢ Hat Ornaments, Mesh Bags, 

ind Mesh-Bag Frames, Made Wholly or in 

part of or Plated with Precious Metal 
Claims use since Oct 1, 1929. 


Ser. 291,816 


‘ases, 


COHN & ROSENBERGER, INC 
Filed Oct. 31, 1929. 
Rings, Necklaces, 
Brooches, and for 
Necklace Clasps, 


Ser. 291,817. 
York 
For Finger 

Earrings, and 

Hat Ornaments, 


ETT. 


Cases, Cigarette Cases, Mesh Bags, and 
Mesh-Bag Frames, Made Wholly or in Part 
f or Plated with Precious Metal. 
since Oct. 1, 1929. 


gracelets, 
Hatpins, 
Vanity 


“J 








Claims use 


Trade Marks Registered Not Subject to 
Opposition 
HOROLOGICAL IN 
SAMUEL ISREL, doing 
Watch Co., New 


1929. Ser. 288,379 


65,632 (CLASS 27. 
STRUMENTS. ) 
Hayden 
Aug. 10, 


business as 


York. Filed 


HAYDEN 


For Watches 


since July, 1927 


Claims use 








Original Copy for February 


(Continued from page 45) 


will have read the advertisement and 
will go to the advertiser when least ex- 
pected. And all on account of the adver- 
tising. That is why continuous, intelli- 
gent advertising always pays. 

It fixes the name of the advertiser in 
the mind of the public as an individual 
who has something different or some- 
thing better than somebody else. 








How to Use Small Space 
Economically 


(Continued from page 49) 


divide it by the numbers “1” and “2” in 
each group. Run No. 1 in the first ad, 
No. 2 in the second, and so on, until 
four ads are used. The point is to keep 
something before your public as often 
as possible. Even if a week or two 
intervene between ads, the final result 
is worth while. 
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Special Notices. 


Payable invariably in advance. 

Rates under all headings except “Situ- 
ations wanted” 5c. a word; minimum 
charge, $1.25. 

SITUATIONS WANTED 50c. for first 
25 words. Additional words, 5c a word. 

Heavy type, 10c. a word; minimum 
charge $2.50. 

Name, address, initials and abbrevia- 
tions count as words, and are charged for 
as part of the advertisement. 

Display cards, $7.50 per inch. 

If answers are to be forwarded, 15c. 
extra to cover postage must be enclosed. 

Advertising matter addressed to Classi- 
fied advertisers will not be delivered. 

Advertisers who are not subscribers 
should send 20c. if they desire a copy of 
the paper containing their advertisement. 

Special notice forms close Tuesday 4 P. M. 

Unless the advertiser instructs us to pub- 
hish his name and address, all answers will 
be directed care The Jewelers’ Circular. 

In answering ads, do not enclose original 
letters of recommendation, send duplicates. 

To avoid unnecessary correspondence 
kindly mention location in advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 50c. for first 25 
words, 5c. for each additional word; 
minimum charge, 50c. 








ABLE RETAIL SALESMAN seeks position. 
Address “K., 754,’ care Jewelers’ Circular. 





ENGRAVER, first class, desires position, 
best references Addre ‘O., 933,” care 
Jewelers’ Circular 

YOUNG LADY, omplete charge repair de- 
partment; typist, offic work Address “‘C 
947.” care Jewelers’ Circular 


years’ experi- 





WATCHMAKER, German, 12 } 
ence, all grades wrist and othe! watches; 
best reference permanent only. Address 
“Y., 783,” care Jewelers’ Circular. 

YOUNG MAN, experienced salesman and 
window dresser, desires position in New 
York City or Brooklyn. Address “Z., ‘ty Pe 





care Jewelers’ Circular. 


YOUNG MAN knowing salesmanship and 
creative window displaying, seeks connec- 
Ad- 











tion with a reliable retail concern. 
dress “O., 758,” care Jewelers’ Circular. 
YOUNG MAN, experienced retail salesman, 
seeks connection with a reliable concern 
eatering to a _ select clientele. Address 
“T 677,” care Jewelers’ Circular. 
SALESMAN, good following, vast acquain- 
tance better retail trade, East and Middle 
West: fine diamond and Swiss watches. 


Address “‘M., 711,” care Jewelers’ Circular. 





YOUNG MAN, experienced selling fine silver- 
ware as well as jewelry, wishes connection 
with an active and reputable retail concern. 
Address “L., 755,” care Jewelers’ Circular. 


WATCHMAKER, 26, A-1 mechanic, capable 
of estimating and talking in work: car 
furnish best of references; South preferred. 
Address “G., 824,” care Jewelers’ Circular 





SALESMAN with following in Middle West 
desires ring and mounting line for retail 


trade. Address “D., 871, care Jewelers’ 


Circular 





YOUNG MAN experienced in retail and credit 
jewelry neat appearance -1 


business 











references. Address a 873.” care 
Jewelers’ Circular. 

STENOGRAPHERS, BOOKKEEPERS, typ- 
ists, clerks furnished, no charge Fulton 
Agency, 93 Nassau St., Cort. 5051, New 
York. 

JEWELRY FOREMAN on platinum bracts 
lets or ladies’ wrist watches first clas 
shop experience: A-1 references. Addr 
“H., 916,’’ care Jewelers’ Circular 

YOUNG MAN, 23, wholesale retail, credit 
jewelry experience selling or inside detail 
work with a future; A-1 references Ad- 
dress “J., 917,’’ care Jewelers’ Circular 





WATCHMAKER, A-1, first class references 


many vears’ store and factory experience 
does watch work only Address “Reliable 
873,”’ care Jewelers’ Circular 


DIAMOND SETTER and jewelry engrave! 

















first class work on platinum and white 
gold Address A. Herrera, 301 W. 96th 
St., New York 

YOUNG LADY. 20, thoroughly experienced i1 
the jewelry and watch line, typist. short- 
hand: A-1 references Address “G., 914,” 
care Jewelers’ Circular 

CLOCKMAKER, voung mar 1. can do sma 
jewelry repairs, wait on trade A-1 fer 
ence, desires position n New Yorl Ad 
dress “X., 905." care Jewelers’ Circular 

BOOKKEEPER, full charge, nd stenog 
rapher: eight years’ experience in 
industry excellent references 
“L., 861,’’ care Jewelers’ Circular 

WATCHMAKER with 25 years’ European 

| 


ompetent 


and American experience, « 








lines of work, open for position res 
“Watchmaker,” 252 Broadway, Troy N Y 
YOUNG MAN, 22, five vears’ experience 
retail jewelry store desires position with 
reliable jewel concern best refer ¢ 
Address “J.. S877," care Jewelers’ Circular 
WATCHMAKER.,. middle age, doing first cla 
work on a kinds of watches, good ti 
mator, wants positior n maller cit 


“Watchmaker,” 68 E. 120th St., New York 








BOOKKEEPER, YOUNG LAD’ l 
vears’ experience in watch concert ull 
charge Address “H., 922,” care Jewelers’ 
Circular. 


YOUNG MAN with executive ability wishe 
to eonnect with reliable store ’ ‘ 
al Address “E., 949,” care Jeweler 
Circular. 

HUB CUTTER, thoroughly experienced on 
ladies’ and gents’ rings can create new 
deas in wax models Address “J.. 957.” 
care Jewelers’ Circular 


“SMAN, well experienced, desire n 


SALI 
mediate representation of manuf Fi 
line to jobbine trade: best of references 
*’ care Jewelers’ Circular 


Address “K., 958,’ 


CREDIT SALESMAN, well experienced in 





the instalment jewelry business. capabli 
all around man, desires to make a change 
Address ‘**.. 940," care Jewelers’ Circular 
HUB CUTTER AND DESIGNER, expert on 
rings of modern character, original ideas 
for jewelrv in general, desires position 
Address “P., 934,” care Jewelers’ Circular 
YOUNG MAN, 20, nice appearance, desires 
position at anvthing with chance for ad- 
vancement Address “L., 972,” care Jewel 


ers’ Circular. 





YOUNG MARRIED MAN wants place with 
reliable firm i 
and jewelry repairman. 
40 N. 


as 


Washington St., Tiffin, Ohio. 


JEWELER AND SETTER, open for position 








EXPERIENCED MELTER, 
gold. and roller, die setter and press hand 

on drop hammers; A-1 references. Ad- 

dress “X., Jewelers’ Circular. 


847,”" care 














assistant watch, clock January 15 in retail store, Greater New 

William J. Brown, York preferred Address “E., 990,” care 
Jewelers’ Circular. 

all grades of | YOUNG LADY DESIRES POSITION ; have 


had five years’ experience in taking charge 
of orders and factory office work. Address 
“J., 970,” care Jewelers’ Circular. 





| 











SALESMAN, having long acquaintance with 
department store buyers, retail jewelers, 
Middle West territory, would like to con- 
nect with a manufacturer. Address ‘“Re- 
liable, 481," care Jewelers’ Circular. 


JEWELRY STORE MANAGER, high class, 
15 years’ executive experience including 
financial; age 40, married; salary $100 per 








week. Address “X. Y. Z., 521,” care 
Jewelers’ Circular. 
WATCHMAKER, 15 years’ experience on 


Swiss and American; salesman; cash and 
credit store experience; best references; 
make offer. Address “H., 655,” care Jewel- 
ers’ Circular. 





YOUNG MAN OF 20, familiar with jewelry 


business, seeks connection with reliable 
concern, wholesale or retail, promising a 
future. Address “V., 678,” care Jewelers’ 


Circular. 





AFTER JANUARY 1ST a young man, ex- 
perienced retail salesman, will be on the 
lookout for a permanent position with a 
reputable establishment. Address “Q., 
674,”’ care Jewelers’ Circular. 





YOUNG MAN, retail salesman, experienced 
dressing windows and writing show cards, 
desires connection with a progressive con- 
cern. Address “S., 676,” care Jewelers’ 
Circular. 





YOUNG MAN OF 25, experienced as retail 
salesman, seeks connection with a reputable 





store of action and not with a morgue as 
the average store is today. Address “R., 
675,” care Jewelers’ Circular. 

YOUNG MAN desires permanent position 
with watch importer; capable of taking 
charge of repair departments; best ref- 
erences. Percy Grossman, 1470 Carroll 


St., Brooklyn, N. 


’ 





MANAGER, experienced 
selling, advertising, credits, 


instalment jewelry, 
handling help, 





sales promoter, seeks connection A-1 
house; available short notice. Address 
“Z., 733,” care Jewelers’ Circular. 
WANTED, POSITION as watchmaker; East 
preferred; experienced; own tools: first 
class references; come at once. Address 


‘“‘Watchmaker,’’ 15377 Dexter, Detroit, 


Mich 





RETAIL SALESMAN, young man, acquainted 
estimating on fine watch, jewelry repairs 


and special order work, seeks connection 
with a prominent establishment. Address 
“M., 756,” care Jewelers’ Circular. 





GRADE SALESMAN acquainted re- 
jewelers, department stores, western 
open for good, active line: commis- 
moderate drawing; good references 
Address “V., 780,” care Jewelers’ Circular 


HIGH 
tail 
cities, 


sion 





SHIPPING CLERK, age 20, four years’ ex- 
perience, complete knowledge parcel post 
and express, stock and order work: ref- 
erence wishes position with advancement 

“F., 750,” care Jewelers’ Circular. 


Address 





YOUNG 


desires 


MAN, 23, employed diamond office, 
position with bigger opportunities: 
experienced correspondence, retail and 
wholesale Address ‘M., 833,” cars 
Jewelers’ Circular. 


ENGRAVER, hub and die cutter, artistic, 


sales 


wishes position with reliable concern; ex- 
pert in modern making tools for all 
jewelry Address “Q., 837,” care Jewelers’ 
Circular. 





YOUNG MAN, 30 years, wants position at 
watchmaker, salesman and win- 
dow dresser: 12 vears’ experience; can take 
charge. Address “V., 846,” care Jewelers’ 
Circular. 


once as 





INSTALMENT JEWELRY EXECUTIVE 
familiar with every detail of the business 
is open for proposition where ability can 





be demonstrated. Address “N., 834,’’ care 
Jewelers’ Circular. 
YOUNG LADY, capable, desires to make 


seven years’ experience bookkeep- 
managing; excel- 
“-. oss, care 


change: 
ing, selling and general 
lent reference. Address 
Jewelers’ Circular. 





BOOKKEEPER, EXPERT, 37, married, ca- 
pable assuming full charge office; buying 
and selling experience; 17 years’ jewelry, 
precious stone lines. Apt. 4B, 2401 David- 
son Ave., New York. 
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SITUATIONS WANTED—Continued 








DIAMOND SETTER, first desires 


class, 


permanent position; thoroughly’ experi- 
enced on fine platinum and white gold; 
ean furnish best references. Address “A., 
818,” care Jewelers’ Circular. 





AROUND watchmaker 


and optical 


ALL MAN, je weler, 
edge grinder, capable man- 
ager, open for position; salary not to be 
under $50. Address “C., 820,” care Jewel- 
ers’ Circular. 





FIRST $60 OFFER and position 


permanent 


gets expert engraver only, or any com- 
bination you need, watches included; 
South preferred. Address “E., 822,” care 


Jewelers’ Circular. 

YOUNG LADY, nine years’ experience buy- 
ing and selling silverware, glassware and 
jewelry novelties; also has schooling in 
merchandising; best reference. Address 
“B., 819,” care Jewelers’ Circular. 





SALESMAN, age 25, eight years’ experience, 


also able to assist in watch repairing, 
wishes position New York or vicinity; 
finest references; reasonable salary Ad- 


dress “A., 850,’ care Jewelers’ Circular. 








WATCHMAKER, German, 22 years’ experi- 
ence, Swiss and American watches, de- 
sires position with New York or Brooklyn 


concern. Address “Z., 907,” care Jewelers’ 


Circular. 





Swiss and 
or steady 
New York o1 


10ist St 


FIRST CLASS WATCHMAKER, 
American; part time, 50-50, 
good appearance; references; 
vicinity H. Harriott, 3 West 
New York. 





BOOKKEEPER, STENOGRAPHER, over ten 
years’ experience in jewelry line; thorough 
knowledge all detail work; capable taking 
complete charge reference Address “R 
894,” care Jewelers’ Circular. 





FIRST 
on fine 
mechanic, 

permanent 

care Jewelers’ 


CLASS jeweler and diamond sette! 
platinum work, A-1l all aroun 
also do some designing, de 


position Address “B., 
Circular. 


can 
sires 


909."" 





WATCHMAKER, experienced voung man, 


now employed, would like to make chang‘ 
can do jewelry repairing and wait on trade 
Address “Watchmaker,” Box $22, Salis 


bury, N. C 





WATCHMAKER, age 30, married; 13 


bench, railroad experi 


A-1] 
vears at 





bracelet 





pert on Swiss and American 
references Address l., 863,’ care Jewel 
ers’ Circular. 

RETAIL SALESMAN, 27, 12 years’ experi 
ence, married, energetic, capable handling 
entire store, desires connection with a 


reputable and progressive store. Address 
“A., 868,” care Jewelers’ Circular. 





HIGH GRADE WATCHMAKER wishes posi- 
tion in retail store 13 years’ experience 
in all departments; best references; mar- 


South preferred. Clarence Pilgrim, 
Delivery, Mobile, Alabama. 


ried ; 
General 





-STENOGRAPHER, expert at 
full charge, realizes im- 
portance relieving employer all details 
trial balance, controls; highest references. 
Address “H., 876,’ care Jewelers’ Circular. 


BOOKKEEPER 
both, many vears 





RETAIL SALESMAN, young man, con- 
scientious, wishes to connect with rep- 
utable concern which caters to better class 
trade. Address “D., 950,’ care Jewelers’ 


Circular. 





BOOKKEEPER, TYPIST, thorough experi- 


ence in manufacturing, importing and ex- 
porting lines; complete charge; excellent 
reference. Address “Z., 943,” care Jewel- 


ers’ Circular. 





ENGRAVER, hub and die cutter, open for a 
position with any first class schoo] ring or 
fraternal house; South or South West pre- 
ferred Address “F., 951,” care Jewelers’ 
Circular. 


CREDIT STORE MANAGER, capable sales- 
man, years’ experience, for immediate 
employment: best references; age 40, mar- 
ried; good personality; salary open. Ad- 
dress “B., 946,’ care Jewelers’ Circular. 


SALESMAN, thoroughly 
jewelry, gift and department 
the South, desires reliable 
salary or drawing. Address “‘Y 
Jewelers’ Circular. 


acquainted with 
stores through 
connections ; 
r., 942,” care 


YOUNG LADY, bookkeeper, stenographer, 
typist, nine years’ experience with two 
diamond importing firms: capable of tak- 
ing charge of office: references Address 
“G., 921,” care Jewelers’ Circular. 


SALESMAN, neat, live wire, voung man. 
open proposition fine bunch ring or loose 
diamond house: traveled extensively ; small 


following Address “K., 971,’ care 


Circular. 


towns 
Jewelers’ 


FOREMAN, thoroughly experienced in manu 
facturing of modern gold jewelry, also 


understand tool making, wishes connection 
with reliable concern. Address “A., 984,” 
care Jewelers’ Circular. 


YOUNG MAN, 21, accountancy student, de 
sires position as bookkeeper: excellent ref 
erences salary secondary accept either 
night or dav position. Address “A. W. B., 

” care Jewelers’ Circular 


S33 * 4 


RETAIL SALESMAN, 15 years’ experience, 


age 28, seeks connection as inside man i! 
wholesale house or retail store \ddress 
Dave Steinberg. 1449 First Ave New 


York, or call Rhinelander 2432. 


BOOKKEEPER AND STENOGRAPHER, 


voung lady, seven vears’ experience capa- 
ble assuming full charge office; thoroughly 
versed in jewelry business P. Silverman, 
1215 3%th St., Brooklyn, N. Y Berkshire 
$852 


SECOND WATCHMAKER, young man, A-1 
reference, can do clock work, plain engrav- 
ing, wait on trade; willins to start with 
reasonable wages: Eastern location pre- 
ferred. Address “T., 72 care Jewelers’ 
Circular. 





DIAMOND MAN 
position with established diamond import- 
ing or diamond jewelry manufacturing 
firm; wide experience in diamond market 
excellent references Address “G.,. 739,” 
care Jewelers’ Circular. 


desires inside 


EXPERT 





YOUNG MAN DESIRES POSITION as 
watchmaker; just coming out of watch- 
making school; willing to start at $12 per 
week; hard worker and willing: South 
preferred. Address “S., 777,” care Jewel- 

Circular. 


fie, 
ers 


all 
flat 


£0 


EX PERT 


grades, 


SWISS WAT 
all round engraver, 
top diamond setter, window dresser; 
anywhere; permanent position, or don’t 
want it; state wages. Address “F., 823,” 
care Jewelers’ Circular. 


“HMAKER 
jeweler, 





WIDE AWAKE YOUNG MAN, three 


vears 


with leading jewelry store in Scranton, 
Pa., at present with leading costume 
jewelry house in New York City: can 
also repair jewelry. Perry Chester, 516 


Bristol St., Brooklyn, N. Y. 





YOUNG MAN, ten years of experience on 
fine hand made platinum jewelry, special- 


izing on hand made platinum and gold 
ladies’ wrist watches, will accept position 


of the United States. Address 


care Jewelers’ Circular 


in any part 
“W., 848,” 





YOUNG 


ness 


MAN, associated in wholesale busi- 
for self for many years, is open to 
accept position with Chicago firm, either 
as city representative or house salesman; 
reference. Address “Circular, 197,” 


A-1 
1104 Heyworth Bldg., Chicago. 





A-1 





WATCHMAKER, mechanic, 
diamond setter, jeweler, plain engraver, 
37 years; best reference; 19 years’ experi- 
ence; I am sure you will like my work: $50 
week. Address “Y., 906,” care Jewelers’ 
Circular. 


clockmaker, 
age 








DIAMOND SETTER 
jeweler, wishes 

3 years’ experience; 

references ; married ; 
Address “S., 898,” 


turing 
retail store 
letter engrav 
sixty dollars 
care Jewelers’ 


and manufac 
with 


some 


position 


Circular 








WATCHMAKER, SALESMAN, age 36, ten 
years’ experience; smaller towns preferred ; 
would invest; have good references, com- 
plete tools, ability to use them: salary $40 
Albert Fanning, Drake Hotel, Apt 301, 
Kansas City, Mo 

COMPETENT YOUNG WOMAN desires co! 


nection reliable firm: responsible 


capac 





charge office or assist employ thors 
experienced jewelry diamond lines 
phases of work Address “‘A., 908 


Jewelers’ Circular 








SALESMAN for many years covering South 
ern territory and Pacific Coast, with wide 
acquaintance and in intimate contact with 


J welry trade, desires 
line mountings, st 


Address “V., 


strong up to minute 
ld jewelry 


care Jewelers’ Circular 





one rings, or gx 





903.” 





BOOKKEEPER AND TYPIST, young lady, 
i position with manufacturer or 


desires 


wholesale jeweler; 11 years’ experiences 
complete charge of office executive ability 
will consider reasonable offer Address 


“W., 904,” care Jewelers’ Circular 





YOUNG MAN, 
finest credit 
connection manager of fast growing or- 
ganization; married: A-1 references Ad- 

“Circular, 1104 Heyworth Bldg 


198,” 1 
Chicago 


with 
permanent 


eight years’ 
jewelers, 


expel 
open tor 


lence 
as 


dress 





age 25, looking 
for permanent pos with reputable 
credit jewelry house experienced various 


branches of credit jewelry business: en 
ployed Address ‘ ? Jewelers 
Circular. 


q2e@? 
Jd6, care 


WATCHMAKER, SALESMAN, JEWELER 
aver, desires front end position; 41 
married; exceptionally well experienced 
excellent personality I references ; 
ability ; character; $60. Address ‘X., 941,’ 
care Jewelers’ Circular 





vest 








BOOKKEEPER, STENOGRAPHER, desires 


responsible position with jewelry or gem 
concern; seven years’ experience taking 
full charge of office of fine diamond 
jewelry concern; excellent references. Ad- 
dress “F., 953,’’ care Jewelers’ Circular. 


YOUNG MAN, 22, desires position with re- 
liable jewelry concern: five years of ex- 
perience handling order and repairs ; 
thorough knowledge of ger office rou- 


aay 
ral 

tine excellent references Address “H.., 

are Jewelers’ Circular. 


956.” « 


‘UTIVE, over 12 years’ experience, 
and costume jewelry natural apt- 
organizing and managing sales, 
and repair dep 

grade reference Addre 
are Jewelers’ Circular 


DX Et 
watches 
for 


+ L- 
stock 


ness 
office rtments ; hig 
vag 937." 


YOUNG MAN DESIRES POSITION with 
watch importer or jobber: eight years’ ex- 
perience in watches, re rs, material, 
books, correspondence and _ office work; 
best references Address “A., > care 
Jewelers’ Circular. 





962” 


EXCEPTIONALLY capable jeweler and dia- 
mond setter; thoroughly experienced all 
kinds finest platinum work for Fifth Ave- 


nue trade; married, age 33; desires con- 
nection reliable firm only; out of town 
preferred. Address “Q., 716,” care Jewel- 
ers’ Circular. 





( 


SREATOR, 36 years of age, 20 years in the 
industry, excellent mechanic, practical 
jeweler, designer, wax and lead modeler, 
is open for change; only proposition with 
future will be considered; ring line pre- 





ferred. Address “A., 742,’ care Jewelers’ 
Circular. 
RINGMAKER, capable to produce finely 


made, original samples in white gold and 


platinum on which you can take tool and 
die, covering orders before going blindly 
to exorbitant expenses; wants new con- 
nection. Address “C., 743,’ care Jewelers’ 
Circular. 





(Special Notices continued on page 92) 
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SITUATIONS WANTED—Continued 





YOUNG MAN, 24, with thorough knowledge 
of instalment jewelry business, desires to 
make a change; would like to connect with 


some concern where hard work and knowl- 
edge will be appreciated; can furnish high- 
possible references both as to ability 
integrity. Address “H., 969,” care 
Circular. 


est 
and 
Jewelers’ 





SALESMAN, age 27, married, 13 years’ 
experience in retail and wholesale jewelry 
business, employed for past two years 14th 
Street, New York City store, seeks change ; 
permanent position only; A-1l references. 
Sidney Tolkan, 352 Pulaski St., Brooklyn, 
MN, x. 


considered one of the most 
jewelry men in the city, 
position; capable buyer, 





YOUNG MAN, 3 
efficient retail 
seeking change of 
appraiser and salesman; thorough knowl- 
edge of all detail work; highest grade 
reference Address “G., 875,’ care Jewel- 

Circular 


ers’ 





acquainted with retail 
City and Metropolitan 
represent manufacturer 
rings or costume jewelry, 
strong lines; over 15 
Address “Hustler, 
Circular. 


well 
York 
to 


SALESMAN, 
trade in New 
district, wishes 
of gold jewelry, 
or large jobbe r, 
years’ experience 
869,” care Jewelers’ 





YOUNG 
well 


sires to 


at present connected with 
instalment concern, de- 
thorough knowledge 
credit business in selling, collections, 
correspondence, etc salary secondary if 
position will prove worthwhile for a future. 
Address “D., 911,” Jewelers’ Circular. 
WATCHMAKER, 
years’ experience capable to re 
ign and American watches and clocks 
cluding railroad, chronometers, split 
ond repeater, ete wishes position, 
first firm Address “C., 986,” 
Jewelers’ Circular 


MAN, 28, 
established 
make change 


care 





first class, age 39; 23 
pair for- 
in 
sec- 


only 
care 


class 


A-1 WATCHMAKER, 24 years at the bench, 
ean handle all of watch work, de- 
sires permanent position; can come at 

or would buy small repair shop do- 
ing good business; can furnish reference 
Cc. A. Brandenburgh, 401 Olive St., Pine 
Bluff, Ark 


SALESMAN, well 


grades 


once 


established in all terri- 
tories, is open for exclusive representation 
of an active line suitable for best class of 
retailers experienced diamond jewelry, 
mountings, and special order work; only 
responsible engagement considered. Box 
2, 110 Livingston St., Brooklyn, N 3 


WATCHMAKER, age 37, American; 
years at the bench; can do first class 
work, reasonable, fast; no objections to 
railroad inspection; can take charge of 
front; estimate; good reference; no hit 
and miss proposition considered; can come 
at once. W. H Broughton, Box 777, 
Harlingen, Tex. 





12 





married, energetic, 


FRENCH-AMERICAN, 











speaks fluently French, English; expert 
diamond setter, now employed by leading 
Fifth Avenue firm; long experience stone 
line; executive and salesman; capable of 
taking charge; seeks connection: would go 
out of town. Address “L., 959,” care 
Jewelers’ Circular. 

YOUNG MAN, age 22, good appearance, five 
years in the jewelry business; salesman 
and expert diamond setter; can do mino1 
repairs: knows diamonds, mountings, 
watches, jewelry; can estimate watch re- 
pairs: seeks job in store of clean trade 
will travel; a real asset to your stors 
Address “K., 924,’’ care Jewelers’ Circular 





SALESMAN, well known as a good producer 
with an extensive following among the bet- 


ter rated retail jewelers throughout the 
Middle West, seeks representation with a 
reliable concern who are looking for a 
loyal, aggressive salesman with ability and 


personality Address “C., 964,” care Jewel- 


Circular. 


ers’ 





SALESMAN, have sold all the best trade in 
South and Texas for about 20 years and 
have best possible following: will consider 
one important reliable line; have _ sold 
mountings, stone rings, diamond jewelry, 
silverware and watches excellent refer- 
ences Address “G., 968,” care Jewelers’ 


Circular. 





SALESMAN, thoroughly conversant with 
Middle West territory, and having resi- 
dence in same, is open for position; 
would prefer specialty proposition to 
general line. Address “J., 923,” care 
Jewelers’ Circular. 


TRAVELING SALESMAN with experience 
in watches, diamonds, platinum and white 
gold ring mountings, rings and regular 
jewelry lines, now ready to make new con- 
nection for Southern territory; only first 
class lines and manufacturers of good 
reputation need apply; good _ reference 
furnished. Address “P., 669,” care Jewel- 
ers’ Circular. 





YOUNG LADY, many years’ experience, 
complete charge and selling, desires to 
connect with first class wholesalers for 
responsible position with opportunities. 


Address “A., 981,” care Jewelers’ 
Circular. 

SALESMAN, a well known and highly re- 
spected representative established iron 


Coast to Coast, is available experienced 
diamond jewelry, mountings, special or- 
ders, high grade jewelry; invites inquiries 


from responsible manufacturers for traveler, 
department 


or retailers requiring a man- 
ager and buyer; highest credentials Ad 
dress “A., 973,” care Jewelers’ Circular. 


WATCHMAKER on high grade American 





and Swiss watches of all sizes desires per- 
manent connection with first class estab- 
lishment; close timing and clean workman- 
ship: night work only in emergencies; age 
29, married: own tools; salary $60, and 
half over $120: prefer New Jersey, New 
York or Connecticut; at liberty February 
15th; reference furnished Address “K 
879,”’ care Jewelers’ Circular 

RETAIL JEWELRY SALESMAN and 


pawnbroker’s assistant, wants position 
manager of jewelry 





as salesman or 

store; 15 years’ experience, jewelry 
and diamond selling ; will go anywhere; 
references. Address “J., 858," care 
Jewelers’ Circular. 

SALESMAN DESIRES CONNECTION with 
reliable concern have sold the better 
jewelers and department stores n Texas 
Oklahoma, Louisiar and Alabama past 
seven years: thoroughly capable elling 
watches, mountings and rings or kindred 
line; good appearance with personality and 
character; best of references; interested to 
sell for one concern only \ddres se 
955,” care Jewelers’ Circular. 

AVAILABLE NOW, MAN thoroughly con 
versant with watches and diamonds: dé 
siring to remain in New York; familiar 
with wholesale trade for many years is 
seeking position in any capacity: experi 
enced in all departments including man- 
agement, purchasing and selling; can 


and still 
a course 


Address 


shoulder responsibility efficiently, 
furthering knowledge by taking 
in an advanced business institute. 
“E., 952," care Jewelers’ Circular. 








Lines Wanted. 


5c. a word; minimum charge, $1.25 








AND GOLD MOUNTING line 
stores: commission 
territory Address 
Circular. 


PLATINUM 
for the better class 
basis; Pacific Coast 
“A., 735,” care Jewelers’ 





COMPLETE AMERICAN WATCH LINE; 
New England, and Northern New York; 
would also be interested in other lines. Post 
Office Box 286, Northampton, Mass. 

















SALESMAN with extensive following in New 
England desires side line to retail jewel- 
ers; best references. Address “N., 713,” 
care Jewelers’ Circular. 





New 
have 
739,” 


SALESMAN covering New York and 
England, seeking good reliable line; 
excellent following. Address “C., 
care Jewelers’ Circular. 





PACIFIC COAST REPRESENTATIVE has 
fine instalment following, desires good line 
of rings and mountings. Address “C., 
736,’ care Jewelers’ Circular. 





PACIFIC COAST SALESMAN desires one 
or two good lines on commission basis; 
has good following; references exchanged. 
Address “F., 738,” care Jewelers’ Circular. 





PACIFIC COAST REPRESENTATIVE 
maintaining San Francisco office and sales 
assistant, desires gold and platinum line; 
will be in New York late in January. Ad- 
dress “Z., 737,” care Jewelers’ Circular. 


Laos 





SALESMAN with established trade with 
jewelers throughout the Pacific Coast ter- 
ritory wishes good side line; can show 
results. Address “Q., 840,” care Jewelers’ 


Circular. 





COSTUME JEWELRY LINES on commission 
basis, wanted for Los Angeles territory by 
young woman returning to California this 
month Address 870,” care Jewelers’ 
Circular 


Oe 





with established trade, retailers, 
states, desires line of costume 
novelties on commission basis 
“P., 890,” care Jewelers’ 


SALESMAN 
Southern 
jewelry and 
only. Address 
Circular. 





SALESMAN with one watch case manufac- 
turer for many years, covering New York, 


Philadelphia, and Boston jobbers, seeks 
change: can show good results Address 
“K., 920,” care Jewelers’ Circular. 





SALESMAN covering New York, Philadelphia 
and Boston watch and jewelry jobbers, 
seeks a good line for a New York or out 
of town manufacturer. Address “L., 919,” 
care Jewelers’ Circular. 





PACIFIC COAST REPRESENTATIVE with 
office in Los Angeles, will be East in Jan- 





uary to negotiate for platinum, ring and 
high grade novelty lines; only well rated 
concerns will be considered. Address “A., 
553,” care Jewelers’ Circular. 

WANTED, out of town manufacturing lines 


of fine jewelry and novelties, for New York 


City department stores and fine jewelers: 
also calling on out of town buyers; big 
following; office in jewelry district. Ad- 
dress “E., 966,” 


care Jewelers’ Circular. 





SALESMAN with an exceptional ability to 


produce and a big retail following in the 
Middle West: best of references and well 
recommended; desires a line with a sub- 
stantial concern. Address “B., 963,’ care 


Jewelers’ Circular. 





SALESMAN maintaining office in New York 
City desires manufacturer’s line of silver- 
ware or novelties; well acquainted depart- 
ment stores and jobbers past ten years; 
commission basis. Address ‘‘M., 978,” care 
Jewelers’ Circular. 





WELL KNOWN SALESMAN, 22 years’ 


established retail trade south and 
Pacific Coast, wants representative 


mounting or mounted lines. Address 
“N., 766,” care Jewelers’ Circular. 





LOOSE DIAMOND LINE from direct im- 
porter for person known and covering en- 
tire country for 18 years, large following; 
personal interview necessary for acquaint- 
ance as to ability and character; line will 
be handled purely commission basis; no 
guarantees. Address “E., 989,” care Jewel- 

Circular. 


ers’ 





HIGH CLASS platinum and diamond line 
from manufacturer only, for better trade; 
17 years’ road experience covering entire 
country; good following; all assurances 
furnished as to character and ability; line 
on commission basis only; no drawing ac- 
count or guaranty necessary. Address “D., 
988,’ care Jewelers’ Circular. 
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LINES WANTED—Continued 








WANTED, nationally known manufac- 
turer’s lines, by two active men with 
over 25 years’ experience, office on 
Maiden Lane, to act as agents; will be 
handled faithfully among our well 
known trade. Address “C., 910,” care 
Jewelers’ Circular. 





WANTED, LINE of gold novelty jewelry or 
high grade line of leather goods or foreign 
line to go with highest grade of oriental 


jewelry: calling on fine department stores 
and high grade jewelers of Boston, Phila- 
delphia, Baltimore, Washington and Mid- 

and New York City. Address 


dle West 


‘F., 967,’ care Jewelers’ Circular. 


MANUFACTURERS ATTENTION: I 
command an extensive following of the 
better users among the retail jewelers 
in the Southern States; if you want 
able and intelligent representation and 
distribution on a strictly commission 
or profit-sharing basis, communi- 
cate with me at once; in the past few 
years my volume of sales has been 
averaging $125,000; am mainly inter- 
ested in diamond mounted rings, white 


CHARLES M. LEVY & SON, 40 West 
48th St., New York, require the services 
of efficient salesmen with following 
among best rated retail trade, to sell 
our line of 18 karat white gold wed- 
ding rings; all territories open; state 
full particulars in first letter as to ex- 
perience, present and past connections, 
and territory you cover. 





<a 


Help Wanted. 


5c. a word; minimum charge, $1.25 











ENGRAVER, competent, honest, must have 
knowledge of polishing and lacquering. 
Write Leven & Son, N. E. Cor. 8th & San- 
som Sts., Philadelphia, Pa. 


TRAVELING SALESMAN WANTED; good 
territory; good line; well known house. 
Henry Paulson & Co., 37 S. Wabash Ave., 
Chicago, IIl. 


WATCHMAKER, competent to do all style 
watches; $50 to $60, according to ability. 
Address “Steady, 838,” care Jewelers’ Cir- 
cular. 











WATCHMAKER, capable of doing good 
watch and clock work; plain engraver pre- 
ferred; permanent position; modern store. 
A. J. Potter, Lebanon, N. I 








STENOGRAPHER, office assistant, with some 


experience, conscientious and accurate, in 
office of jewelry importer; state references 
and salary expected Address “F., 913,’’ 
care Jewelers’ Circular. 





WANTED AT ONCE, first class watchmaker, 
engraver and jewelry repairer; must have 
good references; permanent position; state 
age and salary expected in first letter. 
Goldberg’s Jewelry Store, Alexandria, La 


WANTED, thoroughly experienced, 
ment credit man and jewelry clerk; state 
age, married or single; references and all 
particulars in first letter; photo desirable. 





instal- 





H. Blase, 64 S. Main St., Wilkes- 
Barre, Pa. 
PRODUCTION MAN WANTED, foreman 


with many years’ experience in various 
branches of the jewelry trade, to have 
charge of production of ring mountings of 
all descriptions, and assuming full charge. 
P. O. Box 1581, Philadelphia, Pa. 





WANTED, first class combination platinum 
worker and diamond setter, for trade shop 
in large Southern city; only a steady high 

workman considered; state salary, 

age and give references in first letter. 

Address “D., 821,” care Jewelers’ Circular. 


class 





7) 


ALESMAN WANTED, to carry sample line 
of diamond wedding rings and carved wed- 
ding rings on commission for wholesale 
and jobbing trade exclusively, by large 
manufacturer. Address “K., 860, care 
Jewelers’ Circular. 





and department 


TD 


ALESMAN with jobber 














gold and platinum mountings, stone set : : = : : store following, to carry a high grade 

rings and kindred lines. Address “B.. SALESMAN, retail jewelry store New York line of sterling silver _marcasite jewelry 

a os pag sen City, one who can take care of stock: through Western territory, with head- 

985,” care Jewelers Circular. must work three nights a week. Address quarters in Chicago. Address “B., 853,” 
“C., 852,” care Jewelers’ Circular. care Jewelers’ Circular. 

YOUNG MAN, retail jewelry store New SALESMAN WANTED to call on the finest 

Hid Li York City, make himself generally useful: retail trade, New York and vicinity only, 

t e ines. must work three nights a week. Address to sell platinum mountings, diamond 

nia “LD 51,” care Jewelers’ Circular jiewelrv ; sse diamonds: great oppor- 

5c. a word; minimum charge, $1.25 D., 851,”’ care Jewelers’ Circular. j welry and loose diamonds; great ppol 

tunity; state experience and _ reference 








SALESMAN with established trade to carry 
highest grade of wedding rings made. Ad- 


care Jewelers’ Circular. 


dress “N., 979,” 





WANTED, SALESMAN to carry our product 
as a side line; one calling on jewelry trade 
preferred Address “‘W., 883,’ care Jewel- 

Circular. 


ers’ 





ALL TERRITORIES OPEN; also Metropoli- 
tan; 10 per cent plus bonus; no advances, 
no drawings; references investigated; real 
amber beautiful goods; little competition. 
Address “E., 701,’’ care Jewelers’ Circular. 





WATCH SALESMEN; exceptional oppor- 
tunity with long established popular priced 
Swiss house; men with following pre 
ferred; drawing account. Address “T., 
8$44,’’ care Jewelers’ Circular. 


MANUFACTURER of 18K fancy wedding 


ring mountings, wholesale or retail; small 
pocket tray; monthly commission; all ter- 
ritories open Address “S., 937,” care 


Jewelers’ Circular. 


ALL South Western and Southern territories 
open for salesmen to carry a side line of 
watch materials and findings for delivery 
and taking orders. Address J H. 
Mednikow & Co., Memphis, Tenn. 





SALESMAN, to carry a fine line of platinum 
mountings and semi-mounted jewelry ; 
must have a following among the better 
class of retailers, territory, East and Middle 
West. Address “Q., 893,” care Jewelers’ 
Circular. 





SALESMEN WANTED to carry a popular 
priced line of watches with a well known 
trade name; also watch attachments, to 
carry on commission basis only; those who 
have a good following on the Pacific coast 
with the retail trade preferred: also New 
York and New Jersey. Address “E., 912,” 
care Jewelers’ Circular. 





‘SALESMEN;; attractive item nationally 
advertised, jewelers, department stores ; 


non-competitive; number of men 
wanted, all territories; write refer- 
ences, lines carried. Address “H., 


825,” care Jewelers’ Circular. 








sell a line of 
jobbing trade: 
5,” care 


SALESMAN WANTED to 
watch attachments to the 
commission basis. Address ‘“Q., 935,” 
Jewelers’ Circular. 





SALESMAN, well recommended and experi 
enced in retail jewelry store must furnish 
personal bond. S. Mettler. 821 Manhattan 
Ave., Brooklyn (Greenpoint Section), N ° 


MATERIAL MAN FOR THE SOUTH: with 








a future for the right man; give particu- 
lars Address “I., 880,” care Jewelers’ 
Circular. 





WANTED AT ONCE, first class watchmaker, 
engraver, diamond setter; fine mechanic 
top salary: permanent. Address “A., 864,” 
care Jewelers’ Circular. 





WANTED, A-1 WATCHMAKER who can do 
engraving and wait upon trade; send refer- 
ences with first letter; salary $40 week 
Address “H., 886,’’ care Jewelers’ Circular 





YOUNG LADY WANTED in factory office 
of manufacturing jewelry concern: one ex 
perienced in weighing and picking gold 


Address “B., 982,” care Jewelers’ Circular 
WANTED, watchmaker and optician with 
North Carolina licenses; permanent posi- 





tion and good future; good salary and 
commission. Write “V., 722,” care Jewel- 
ers’ Circular. 





JEWELRY FOREMAN to take complete 
charge of good size factory, specializing 
in repairing and special order work. Ad 
“Circular, 193,” 1104 Heyworth 

Chicago. 


dress 


Bldg., 





SALESMAN, to sell diamond mounted jewel- 


ry in Ohio, Michigan and western Penn- 
svlvania: must have experience in this 
territory. Address “E., 854,’’ care Jewel- 


ers’ Circular. 





SALESMAN, for Chicago and Middle West: 
complete line of mounted jewelry and 
loose diamonds: only one with a good fol- 
lowing: expenses and commission. Ad- 
dress “F., 855,’”’ care Jewelers’ Circular. 





IMPORTERS of good popular priced Swiss 
watches, want salesmen living in the Mid 
dle West and on the coast to sell retailers 
on commission basis. Address “T., 938,” 
care Jewelers’ Circular. 





WANTED, LADY BOOKKEEPER familiar 
with jewelry business and who can do en- 
graving: send references with first letter: 
salary $35 week. Address “H., 887,” care 
Jewelers’ Circular. 


Address “N., 932,’’ care Jewelers’ Circular 


WANTED, first class watchmaker and 
engraver, in finest store in El Paso; 
state salary and reference in first let- 











ter. Feder’s, El Paso, Texas. 
SALESMEN: several men to carry our line 
of costume jewelry, who have a following 


with jewelers, gift and specialty shops, for 
the South, Chicago and vicinity, also Mid- 
dle West. Address “V., 902,’’ care Jewel- 
ers’ Circular. 





SALESMAN for Southern territory with 
following amongst department store 
buyers; European and domestic cos- 
tume jewelry. Milton Jewelry Co.. 
Inc., 307 Fifth Ave., New York. 


WANTED, 
salesman for high class 
making special order work in platinum, 
ete.: good salary and steady position; call 
or write. I. Krivitzin, 579 Main St., New 
Rochelle, N. Y Tel. New Rochelle 3771. 


experienced 
trade; capable of 


watchmaker and 





WANTED, combination watchmaker and 
optometrist, with Michigan license, or 
one able to get it; steady position; 
highest salary paid. Address Jos. 
Gumm, Jackson, Michigan. 





WANTED for New York State, New England 





States, and Pennsylvania, salesman for 
American watches and general jewelry 
line; salary or commission; man _ with 
record of past performance; none other 
need apply. M. Levitz & Co., 133 No. 
Pearl St., Albany, N. Y. 

FIRST CLASS watchmaker and engraver, 


good all round man, who can take charge 
of repair department; of good habits and 
appearance; state age, experience, refer- 
ences, salary, and send sample of en- 
graving in first letter. C. C. Patton, Canon 
City, Colo. 





SALESMAN WANTED by old, well-estab- 
lished wholesale house; prefer men 
with following in Michigan and Ohio; 
give full particulars in first letter; all 
replies strictly confidential. Address 
“T., 896,” care Jewelers’ Circular. 











(Special Notices continued on page 94) 
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HELP WANTED—Continued 








SALESMEN; some _ choice _ territories 
open; nationally advertised line of 
watches; watch salesmen preferred; 


state territory covered, length of time, 
and references; confidential. Address 
“K., 762.’ care Jewelers’ Circular. 








For Sale. 


Stores, Stocks and Businesses 
5c. a word; minimum charge, $1.25 














FOR SALE, stock of merchandise consisting 
principally of diamonds and jewelry; also 
very fine fixtures Apply “S., 720,” care 
Jewelers’ Circular. 

FOR SALE, jewelry and radio store; new 
stock and fixtures; invoice about $8,000; 
only jeweler in small south Florida town 
Address “P., 835,’ care Jewelers’ Circular. 

FOR SALE CHEAP jewelry store: good 
paving business with a good line of repair 
work must on account of death Ad 
dress “V 939." care Jewelers’ Circular 

FIVE YEARS well established jewelry store 
with or without stock; owner wants to sell 
because he has three stores 614 Amstel 
dam Ave near 90th St., New York 

SMALL STORE with a big business, fine re- 
pair trade ideal year round climate ; cheap 
rent: sacrifice. with or without stock Ad 
dress “W., 862,’ care Jewelers’ Circular 





equipped, in- 
models, stones 
partitioned for 


SHOP, completely 
hammer, 
sacrifice 


JEWELRY 
cluding drop 
and fancy rings; 


at 
aisOo 











two. Room 706, 36 West 47th St., New 
York. Telephone Cathedral 5359. 

FOR SALE, oldest and best located jewelry 
store in Yorkville, established 28 years; 
owner retiring from business; car be 
bought with or without stock Address 
“Y., 729,’’ care Jewelers’ Circular 

FOR SALE, modern small jewelry store, 
deally located subway station I 
Brooklyn: business section; just the thir 
for watchmaker Address “S., 842,’’ care 
Jewelers’ Circular. 

FOR SALE, vears’ established jewelry 
tore nice mahogany fixtures; very light 
store good ation; lease is expiring, can 
be released located in Maine. Address 
*R., 841,” care Jewelers’ Circular. 

OPPORTUNITY TO BUY a watch er! 
neluding good will and small stock of 
good quality will sell safes, fixtures, tray: 


and grips reasonable 
Room 104, 12 John St., New 


rent and price 

vy York 

ONE OF THE FINEST jewelry stores in 
New Hampshire; established 25 years; 
owner retiring; unusual opportunity for 
good watchmaker; up to date city of 15,000 
inhabitants. Address “S. M. B., 466,’ care 
Jewelers’ Circular. 





COMPLETE RUNNING RING FACTORY 
with up-to-date dies and good mail order 
ccounts, for sale at a sacrifice; good pay- 
ng business; but owing to sickness unable 
to manage located in Newark, N. J. 
Address “J., 827,’’ care Jewelers’ Circular. 
WATCHMAKER, store for sale; 10,000 pop- 
ulation: only two jewelers in town; along- 
side high class moving pictures; 35 min- 
utes from New York; no dealers; rent $65; 
long lease Address “D., 965,” care Jewel- 


ers’ Circular. 





FOR SALE, fine little jewelry store with or 
without stock; I have made mine: am old, 





want to retire; best location, good lease, 
small rent; lots repair work: sell cheap, 
part cash, time on balance; gold mine for 
good man. Address 4927 West Chicago 


Chicago, Ill. 


Ave., 





ONE OF THE FINEST jewelry stores in 
Long Island’s fastest growing towns, near 
subway station; established 1920; the best 
of trade; big repairing department; 16x40 
store, two windows; last year’s business 
$30,000; for sale on account of illness. 
Address “V., 727,” care Jewelers’ Circular. 





JEWELRY AND NOVELTY STORE for 
sale wonderfully located in the eighbor 
hood of 23rd St. and 4th Ave New York 
City; fine fixtures, good repair trade and 
up to the minute stock i splendid oppor 
tunity for the right man; excellent trade 
Address “A., 945,” care Jewelers’ Circulat 


FOR SALE, leading iewelry, watch and musik 
store located in County seat town in oil 
producing and manufacturing center of 
Central Illinois; established 30 years; go- 
ing concern reason for selling, death of 
owner. Address “N., S88,’ care Jewelers’ 
Circular 





FOR SALE, an old established complete 
jewelry store; account of illness; 
owner retiring; low rent; best location, 
North side; long lease; communicate 
at once. Address “Circular, 200,” 


1104 Heyworth Bldg., Chicago. 
FOR SALE. up-to-date jewelry store in Mil- 


waukee, Wis.; can buy with or without 
building: has railroad inspection; up-to- 
date fixtures, clean stock; good income; 


established in 1914; located on good busi- 
ness street; selling because of il! health. 
For further particulars write “A., 266,” 
care Jewelers’ Circular. 


FOR SALE, up-to-date jewelry store, 
established for 61 years, main corner 
of town; up-to-date fixtures and clean 
stock; owner retiring; unusual oppor- 
tunity for good watchmaker. William 
L. Patch, Irwin, Pa. 














PAYING JEWELRY BUSINESS in ve ‘ 
lege town in Vermont County seat trade 
center for surrounding town re ad 
a good business splendid rac 
lots of repairing excellent ng for 
optical department no optometrist ! 
town; this is a rare opportunit for ome 
one; other business requires my t ‘ Ad 
dress “O., 889." care Jewelers’ Circular 

NOTICE TO WATCHMAKERS here 
chance ’ 1 lifetime a good cleat 
jewelr business » I da 
tion on January 16 bench receipts 
per month rent $60 fine } Ww ¢ na 
fixtures : stock about closed out: good 
tion tv of Waynesbore Vv nia 
for le, poor } ilth of owner remember 
date and act at once Addr \ t 
P. O. Drawer 151, Waynesbor Va 

ONE OF THE FINEST STORES in We 
Virginia, city over 30,000 population with 
150,000 additional population from which 
to draw; nearest city as large 1( n s 
distant; catering to the better class »f 
trade; diamonds, watches, gold jewelry 
and sterling, comprise greater part of 


location n city, with very 
rent; merchandise, fixture 


+ 


stock; best 
reasonable 
equipment invoice $35,000: can reduce 
suit purchaser. Address “X., 728,’ care 
Jewelers’ Circular. 











For Sale. 


Tools, Equipments, Merchandise 
5c. a word; minimum charge, $1.25 





SAFE SUITABLE FOR JEWELER, bar- 








gain. Martin, 193 Centre St., New 
York. Canal 2795. 

FOR SALE, Howard street clock, two dial 
$400 f.o.b.: cost $800. Address Clarence 


E. Daniels, Rockland, Me 


SAFES, burglar and fireproof, at unheard 
of prices; terms to suit. Acme, 44 
West 29th St., New York. Bogardus 
3252. 


FOR SALE, large 





double door jewelers’ safe 


no reasonable offer refused; also jewelers’ 

show cases, wall cases, watchmakers’ 

benches, etc.; cheap to quick buyer D 

Kaplan, 544 Columbus Ave., New York 
317 


Schuyler ax 





FOR SALE, one of the finest sets of jewelry 


fixtures in the United States; these are 
offered at approximately ten per cent on 
the dollar of what they would cost to 


duplicate 
February 
Goodman, 
Tenn 


can be delivered any time after 
25th: inquiries invited. Julius 
3 South Main St., Memphis, 








Business @pportunities. 


5c. a word; minimum charge, $1.25 








EVERY EFFORT is made by The Jewelers’ 
Circular to keep its advertising columns 
olean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade references. 
Announcements must pass the strict censor- 
ship requirements of the Jewelers’ Circular. 





MR, JEWELER, do you want cash for your 
stocks and fixtures. Write or wire, J. A. 
a. 415 Swetland Building, Cleveland, 

. 


DO YOU WANT CASH for any part of your 
stock or stock and fixtures? Write or wire 
S. Siegel & Co., Keith Theater Blidg., Cin- 
cinnati, Ohio. 














YOUNG MAN, 35, with expert knowledge of 
jewelry business, will invest money and ser- 
vice in kindred line. Address “F., 874,” 
care Jewelers’ Circular. 

I PAY HIGHEST CASH PRICES for 
jewelry, stock and fixtures; communiciate 

t my expense before you sell. S. A. Kap- 
lan, Room 95, 373 Washington St., Boston, 
M i 

WANT TO PURCHASE a moderate size 
factory making gold rings for the retail 
jeweler, preferably located in downtown 

ection of New York. Address “G., 856,” 
ire Jewelers’ Circular. 





HIGHEST CASH PRICES PAID for 
diamonds and diamond jewelry; bank 
references given. I. Efrus, Ine., 12 
John St... New York. 


town jewelry 





WANTED TO BUY a small 
tore with an established trade in the 
Eastern states; must be 15 or more miles 
om a bigger town Address “O., 980," 
re Jewelers’ Circular 


for complete jewelry stocks and fix- 
tures. Sell out to old reliable Joseph 
M. Gordon, Room 603 Province Bldg., 


Boston, Mass. 





PART INTEREST in jewelry 
store; will retain optical, but 
opportunity for watchmaker; 
plenty repairs; price very reasonable; on 
main street. Address “N., 666,” care 
Jewelers’ Circular. 


WILL SELL 
and optical 
jewelry real 





I HAVE PAID the ki thest cash price for 
jewelry stores fr- 40 years; I am a 
positive buyer if you really want to 
sell. Isaac Rich, Room 516, 387 
Washington St., Boston, Mass. 





HIGHEST CASH PRICES PAID for your 
surplus stock of diamonds, watches and 
jewelry; send your stock to me and 
receive money by return mail: national 
bank references; all business strictly con- 
fidential. EXmil Noel, 29 Madison St., 
Chicago, Il. 





ARE YOU GOING OUT OF BUSINESS? We 
pay highest cash value for entire stock or 
part of jewelry, diamonds and fixtures: 
communicate with us, it will be to your 
advantage; rating and references of the 
highest order. Van Praag & Co., 653 
Broadway. New York, established 1889. 


WILL PAY SPOT CASH for your entire 
stock or part of it; our immense retail 
jewelry business places us in a posi- 
tion to pay you more than anybody; 
check return mail; best bank ref- 
erences; business confidential. M. 
Bennett & Co., 59 E. Madison St, 
Chicago, Ill. 
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BUSINESS OPPORTUNITIES—Cont. 





WE PAY MORE; before selling your 
jewelry stock or fixtures, see us; small 
er large stock; we will see you per- 
sonally at our own expense and give 
you a bona fide cash offer; (or send 
surplus stock and get cash by return 
mail); best references. Colmes Broth- 
ers, 11 Beacon St., Boston, Mass. 





WANT capable and reputable man who can 


invest from 15 to 25 thousand dollars and 
take active part in established cash and 
credit jewelry store; best location, rea- 
sonable rent, long lease; doing good busi- 
ness; want to increase, and need good 
help; will incorporate; will communicate 
only with one of high standing. Answer 
“J., 706,” care Jewelers’ Circular 





ARE YOU IN NEED OF MONEY? We 
will pay you highest market price for 
your entire stock or part; check sent 
by return mail; will hold merchandise 
for your approval; reference: First 
National Bank of Chicago; business 
strictly confidential; give us a trial on 
old gold and silver; established 1900. 
Emanuel Maltz Co., 1005 Mallers 
Bldg., Chicago, III. 


DO YOU WANT TO REALIZE MORE for 
your entire stock and fixtures? Then sell 
out completely to us, get your cash and 
retire; it is the only logical way; you can 
profit from our many years’ experience 
in the jewelry market by receiving our 
appraisement quickly and accurately; all 
correspondence kept in strictest confidence ; 
ship your dead or surplus stock to us, 
express collect and realize the cash by 
return mail; remember that you are under 





no obligation to keep the check if it is 
not satisfactory; but others have leen 
satisfied, so no doubt you will be too; 


bank and trade references furnished upon 
request; wire or write today to have our 
representative call on you, or send in that 
surplus goods and receive your. cash. 
Gordon Bros., 333 Washington St., Boston, 
Mass, 


Wanted to Purchase. 


5c. a word; minimum charge, $1.25 














JEWELRY STORE near 
must have long lease and 
Address “H., 811,’ care 


ESTABLISHED 
New York City; 
reasonable rent. 
Jewelers’ Circular. 


| 
| 


RELIABLE WATCH WORK; 25 years’ ex- 
perience; a few regular customers desired : 
prompt attention to trial packages. J. C. 
Denniston, P. O. Box 7, Waterloo, N. Y 


ALL MAKES ELECTRIC CLOCKS, bat- 
tery and current operated ; repaired ; 
work guaranteed 12 months; batteries, 
all types, carried in stock; “phone or 
write Electro-Magnetic Clock Corp., 
580 Fifth Ave., New York. ’Phone 
Bryant 6576. 


7 To Let. 


5c. a word; minimum charge, $1.25 




















PART OFFICE TO RENT; good _iight. 
Room 804, 22 West 48th St., New York. 
WILL SUBLET LIGHT OFFICE including 
safes and fixtures; rent very reasonable 


Room 104, 12 John St., New York. 


HALF OFFICE TO SUBLET; partitioned, 


partly furnished; good light Apply M. L 
Lorentz, Inc., 48 West 48th St., New York 
OFFICE FOR RENT, and fixtures for sale 
Simmons Watch Co toom 1422, 132 


Nassau St.,. Tel. Beekman 4409, New York 


DESIRABLE SPACE TO LET, two windows, 


very light, finest building uptown, suitable 
any business reasonable rent. Apply 
Room 1006, 2 West 46th St., New York. 





OFFICE TO LET, 11x36, with private office; 
best north light suitable for diamonds; 
will rent furnished or unfurnished or sell 
safe and new fixtures at sacrifice. Inquire 
Superintendent, 10 W. 47th St., New York. 








TO LET, OFFICE SPACE approximately 
1000 sq. ft.; also smaller office 600 sq. ft.; 
very desirable; reasonable rental. Joseph 
Fahys & Co., 5th Floor, 20 W. 47th St., 
New York. 

OFFICE TO SUBLET. equipped with finest 
of fixtures, 300 sq. feet, corner, five large 
windows: retiring from business; cheap 
rental; fixtures at a_ sacrifice Inquire 


Room 1210, 48 West 48th St., New York. 


WINDOW SPACE FOR RENT, suitable 


for 
watchmaker or jewelry repairer; two 
seater bench on premises M. Barnett, 155 
Canal St., “Corner Bowery,’ New York 
City. Telephone Dry Dock 2130. 








H#liscellaneous. 


5c. a word; minimum charge, $1.25 








Special Order Mork and 
Repairs for the Trade. 


5c. a word; minimum charge, $1.25 








GUN REPAIR WORK for the trade; expert 
shotgun, rifle, revolver and automatic pistol 
repair work: send for wholesale gun and 
ammunition catalogue. A. F. Stoeger, Inc., 
509 Fifth Ave., New York. 


Watch Work for the Trade. 


5c. a word; minimum charge, $1.25 














FIRST CLASS WATCHMAKER, awarded a 


medal from British Horological Institute, 
London, England, is able to handle extra 
repairs of all kinds; all work guaranteed 





and delivered like new; prompt delivery ; 
moderate prices. Felix Pyms, 464 Main 
St., New Rochelle, N. Y. 

JEWELERS’ GOOD WATCH WORK, eight- 


watch repairing to the trade 
but how good; mail orders 
care of: price list on re- 
cheerfully given. Mem- 
National Jewelers Board of Trade. 
Rudnick & Co., Suecessors to S. A. 
Peck & Co., 29 E. Madison St., Chicago, Ill. 


day service; 
not how chean 
promptliv taken 
estimates 


MOST RELIABLE and fair-priced watch 
repairing house for the jewelers; five day 
service; monthly account; repairing and 
rebuilding watches, stop watches and 
marine chronometers; inquiries promptly 
answered; established 25 vears; references 
furnished. Manna Bros., N. Y. Horological 
Laboratory, 1476 Broadway (Corner 42nd 
St.), New York City. Phone Bryant 7524. 





ESCAPEMENT DRAWINGS, 12x16, show- 
ing clearly three phases of escapement and 
roller action, sent postpaid for $3. Joseph 
A. Plotkin, 147 West 42nd St., New Y 


ACCOUNTANT, C.P.A., specializing in jewe 


ry line, audits, credits, collection, corre- 
spondence; part time only; moderate 
charge. Address “P., 960,’ care Jewelers’ 


Circular. 





(oe nae ee 


We Will Buy-- 


your entire business or part 
of your stock and also estates, 
and will pay highest cash for 
same; records show we 
bought out some of the larg- 
est concerns throughout the 
United States; bank and mer- 
cantile references of the high- 
est character; it will be to 
your advantage to communi- 
cate with us. 


BROOKLYN 
PURCHASING SYNDICATE 


FRANK WALKER, PROPRIETOR 
610 Broadway Brooklyn, N. Y. 


32 Years at the Same Address 




















Che Breakers 


ON THE BOARDWALK 
ATLANTIC CITY, N. J. 


t 





Preferred--- 


In Winter and all seasons by 
those who know and wish the 
best upon either the American 


or European Plan 





Sensible rates withal! 





HILLMAN MANAGEMENT 








THE WASHBURN 
MAGIC NUT 
for EAR STUDS—SCARF PINS, ete. 


SH 


Now Made in 
18K. WHITE GOLD 
Platinum—18K.—14K.—14K. R.P.—Sterling 


>= Also 
SAFETY CATCH =e 


Open For Brooches, etc. Closed 
18K. White. 18K., 14K., Large and Small Size. 
Descriptive Circular on Application 
Pearl Drilling, Stringing and Adj. a Specialty 
Special Order Work and Repairing 


C. IRVING WASHBURN 202Fulton st. 


NEW YORK 








Beaded, Silk and Leather Bags 
Repaired and Refinished 

AN UNUSUAL SHOP for the repairing, 

framing and remodeling of high grade bags 

of every description. French bags a specialty. 

Sterling Frames in stock or made to order. 


A. L. WORKMAN, 1 West 34th St. 
Est. 20 Years New York City 











Phone 435 Office: 107% Broadway 


JEWELRY 


AUCTIONEER 


MILTON B. WITT 


FARGO, N. DAK. 


References—Merchants’ National Bank, or 
Royal Jewelers’, Fargo. 
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Ph einaichatbs FIXTURES 


——— 








Case and Table No. 107 





In the manufacture of fixtures we give every attention to the 
essentials. 
1. Appearance and attractiveness 
2. Construction and durability 
3. Moderate pricing 


The case illustrated is carried on hand for prompt shipment. 


If you contemplate fixtures write us. 


F. C, JORGESON & CO. 159-167 No. Racine Ave., Chicago, IIl. 

















COLLECTIONS ADJUSTMENTS 
BRAXMAR BADGES sala aaierstilals 


STANDARD FOR FIFTY YEARS ae 
Activities Restricted to the Jewelry Industry— 


Police—Fire—Municipal Bonded Representatives from Coast to Coast 


Badges in All Metals 





MAXIMUM SERVICE MIMIMUM COST 





FRATERNAL JEWELRY 


C. G. BRAXMAR CO. JEWELERS ADJUSTMENT BUREAU 






































242 W. 55th ST. NEW YORK 17 JOHN STREET 
conTLanpT } 383 NEW YORK Ser, E. Wolsbers 
Mi CLEARN DIAMOND SETTING [J <p SEND US YOUR SPECIAL ORDERS FOR = 
= all of its branches We recommend a residence 


yurse in New York, but where this is not possible, M S- BAD 
we ach every kind of stone setting through corres- 
nM mein Our adouneed students actually set dia- 

mo s fo > rade. fac cj of setti 

separately by mail at a charge of $15.00 to $95.00 _MfI DA [ gd 


nonds for the trade Each kind of setting taught 

per section. Write us. 

a - —e SCHOOL - COLLEGE & FRATERNITY Ss. 
JEWELERS’ INSTITUTE OF NEW YORK [MJ | inTERBORO MEDAL & BADGE CO., 303 4th Ave., New York 


48 W. 48th ST., N. Y¥. C. JOHN KRISCH, Instructor 


WAOLESALE DISTRIBUTORS 


Genuine American Watch Material Prompt and Efficient Service 
Gruen and all Swiss Watch Material carried in stock Westclox and Ingersoll Watches 


GEO. J. DOEHRMANN 15 MAIDEN LANE, NEW YORK 
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For Rent 


SILVERW ARE 
JEWELRY NOVELTIES 
LEATHERW ARE 


389 FIFTH AVENUE 


Northeast Corner 36th Street 
High grade—well serviced showroom 
building. 


The showrooms are excellently arranged 
and the rentals reasonable. 


We invite your inspection. 


389 Fifth Avenue 
New York City 


Representative on 


a eee 


Showrooms and Offices 


LEE 


ee 


; Premises. 
ase 





When you are on a buying visit to 
PFORZHEIM, do not forget to view 
my Large Collection. 


Specialties: 


_ EARRINGS CHOKERS 





| Bijouterie Factory 


AUGUST BLEYER 


| Neuenbiirg bei Pforzheim 


GERMANY 
Founded 1868 





Inspection and Enquiries Invited 








Practical Course in Adjusting 


Price $1.50 


JEWELERS PUBLISHING CORPORATION, 
239 West 39th St., New York 





THE JEWELERS’ CIRCULAR 











JEWELERS’ 
SAMPLE CASES 


An exceptional line of Sample Cases and Brief 
Cases for jewelry trays, carried in stock and made 
to order. 


Our repair department is equipped to repair your 
trunks and sample cases on short notice at reason- 
able charge. Let our representative call and quote 
prices on your special requirements. 


WOLF 


17 Dey St. 22 CORTLANDT ST. 
50 BROADWAY EST. 1863 





102 Nassau St. 
NEW YORK 














FOR SALE 


One of the Finest Sets of 


JEWELRY FIXTURES 
IN THE UNITED STATES 


These are offered at ap- 
proximately 10% on the 
dollar of what they 
would cost to duplicate. 
Can be delivered any 
time after February 25th. 
Inquiries Invited. 


JULIUS GOODMAN 


3 SOUTH MAIN ST. 
MEMPHIS, TENNESSEE 
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P.B.U. 

















PERMANENT ABEY Glecreaas —= 


PAT. JULY2 





CRYSTALOIDS - are 
scientifically constructed 
and are entirely different 
from all other unbreak- 
able watch crystals. 


The patented feature 
ef GREYS TAL = 
OIDS make them fit se- 
curely without the use 
of glue or cement. 


Beautiful glass-like ap- 
pearance. 


Perfect hand _ clear- 
ance. 


You should have one 
of these wonderful as- 
sortments of the new and 
improved P. B. U. 
CRYSTALOIDS — the 
quick and easy fitting un- 
breakable watch crystal. 


Most complete assort- 
ment containing most 
popular and_ desirable 
sizes and shapes. 


fn te fy 


Special Features. of 
the ROUND LENTILLE 
P. B. U. CRYSTAL- 
OIDS are: 


Gauged in the regular 
1/16 Ligne system like 
glass crystals. 

Can be fitted by hand 


like glass crystals. 


Can also be fitted by 


machine. 














Unbreakable 
RYSTALOID 


mects a nation-wide 
approval 


NEW —A bigger and better assortment of Fancy 


B. P. U. CRYSTALOIDS. 


Containing 210 of the 


most popular and desirable sizes and shapes. 














—_ 


C- 


The New 
Crystaloid 


= Way 

















aa 


u—— 








P. B. U. CRYSTALOIDS 


Fit Better Look Better 














Manufactured by 


P. B. U. Crystal Co. 
718 Penn Ave., Pittsburgh, Pa. 





SOLD BY ALL LEADING MATERIAL JOBBERS IN U. S. 
AND CANADA 


Wholesale Distributors 


M. J. Lampert & Sons, Inc. 
119 Fulton St., New York, N. Y. 








































.. . THE INEVITABLE CHOICE 
COP POTTY? us an aoa 


The young are spending money to surround themselves with the kind 
of things they want. They may not even be young in years, but they're 
young at heart and modern to the core! 

These people are thinking “modern” and buying “modern.” They 
have forced Grand Rapids to make modern furniture more than a 
vogue; and they have made Rhythm the best-selling modern pattern 
in sterling silver. 

From jewelers all over the country comes the same story: “Rhythm 


is selling splendidly —we want to reorder.” 





A glance at this lovely pattern confirms the story of its success. 








Rhythm has the straight, clean lines of the art of today, allied to the 
sure good taste characteristic of Wallace designs. Even those staunchly 


conservative have welcomed this most lovely of contemporary patterns. 


Dealers handling “Rhythm” will be interested in the “Rhythm re- 


sale plan” and will receive it on request. 
| I 





In addition to the flatware, Rhythm may H] ssbicitiee 
be had in a complete dinner service. A few | 
retail prices are .. Tea or Coffee Service 
280; Water Pitcher $140; Vegetable Dish 


$50; Sandwich Tray $50. 


R. WALLACE & SONS MFG. CO. 


Silversmiths — Wallingford, Conn. 


NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO 
411 Fifth Ave. 10 So. Wabash Ave 1204 Chestnut St. 140 Geary St. 


Wallace are designers and makers of tableware, dresser silver and trophies in Sterling: tableware and trophies 


in Silver Plate; Early American r- productions in Pewter Founded in 1835. 


MEMBERS O F ea Si.t-8 ab b NC Sf Lv ERs Mit ws GutiILD O F AMERICA 








Buds will soon be oy routing 


Outside the wind is howling and 
the snow drifts in the hollows. The 
trees are bare. Theyseem to accent- 
uate the bareness of your shelves, 
now that you have taken inventory. 

But— Spring is coming. Buds 
will soon be sprouting. And with 
the budding of Spring,the bloom- 
ing of Easter, the blossoming of 
brides, come Silverware Sales for 
you. Will you be ready? 

We are prepared for Spring. 

Our newest pattern, Deauville, 
is supremely successful in a year 
that has been crowded with pat- 


terns. The volume of sales it 


will bring is p/us the assured 
sales of our last Spring’s patterns. 

We have, as usual, trays and 
chests for Community Plate—in- 
cluding improved and re-designed 
Crestwood Trays—styled to the 
taste of the modern woman. You 
can give them, free, when they 
have helped you sell a service for 
six or for eight. 

And we have a Spring sales 
plan. It’s just as good as the 
COMMUNITY Sales plans have al- 
ways been— perhaps even a little 
better. And it will help yourSpring 
bud into flowering business. 


“Tf Winter comes... 


can Spring be far behind?”’ 






















































































